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we believe you will agree 


TOPS IN APPEARANCE 


TOPS IN PERFORMANCE 
TOPS IN DEPENDABILITY 
TOPS IN ECONOMY 


Don't be misled by extravagant claims and unproved . - ot 
equipment. For island dispensers that will give you the Write for New Bulletin! 
best service for the longest time at the lowest overall 


cost, choose Tokheims. Call your representative today! 





OKHEIM 
TOKHEIM OIL TANK AND PUMP CO. 


DESIGNERS AND BUILDERS OF SUPERIOR EQUIPMENT THE 4-SEASON PUMP 
FORT WAYNE 1 SINCE 1901 INDIANA 





REMOTE REGISTRATION... THE ROCKWELL WAY 


Rockwell engineers have made remote registration at 
bulk plants and terminals simple and foolproof. 
Underwriters’ Laboratories vouch for the system's 
safety. Now you can control every truck fill from a 
central office. Ticket printing registers, one for 

each meter on the rack, are right before your hands 


and eyes. No product can be drawn until you insert 


a ticket in the proper printer and you activate w 
the electric circuit. The unalterable printed WS 


ticket shows the exact gallonage dispensed. % 
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CUT STOCK LOSSES—IMPROVE ACCOUNTING 


With this system you'll reduce human errors to a minimum. You'll gain 
greater plant security. You'll speed loading. And you'll save time and 
money preparing invoices, bills of lading, etc, since all records are 
printed mechanically right in the remotely located meter register. Tox 
savings, too, are possible since this system makes acceptable records for 
one scitp (iiteed Wied ule deductions based on stock transfer losses. Write for bulletin OG-324. 
multiple carbons provides indisput- 
able records for all accounting. 


ROCKWELL MANUFACTURING COMPANY 


PITTSBURGH 8, PA. Atlanta Boston Chicago Houston Kansas City Los Angeles 
New York Pittsburgh San Francisco Seottle Tulsa 
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LOADING WITH WHEATON 


—means loading with ease! 


WHEATON 
295 
ASSEMBLY 


DISTRIBUTORS IN 
PRINCIPAL 
CITIES 


WHEATON 
290 
ASSEMBLY 


WHEATON 
176 
SWING JOINT 


Several new patented Wheaton fea- 
tures make it possible to load faster, 
safer and at less cost. There is no need 
to shuttle trucks back and forth and 
loading can be done on either side of 
the rack. In addition to incomparable 
ease and safety of operation, every 
Wheaton Loading Assembly assures 
maximum flow through every fitting. 


COUNT ON FAST-LOADING WHEATON 
ASSEMBLIES FOR FLEXIBILITY PLUS! 


WHEATON 295 ASSEMBLY —features 360° hori- 
zontal rotation of loading valve. When loading valve 
is swung out to full extension length, assembly auto- 
matically takes loading position. 


WHEATON 290 ASSEMBLY —360° horizontal and 
240° vertical rotation. Adjustable counter weights re- 
turn assembly to vertical or semi vertical position after 
loading. Ball bearing swing joints. 


WHEATON 176 SWING JOINT —tor special de- 


sign loading assemblies. Reverse curve fluid passage 
for high flow, low restriction. 


GET THE WHOLE WHEATON STORY TODAY 


When you use a Wheaton Assembly 
you save time and money in loading 
operations and cut down on mainte- 
nance costs. These patented, stream- 
lined assemblies last longer and are 
easier to repair. For complete data on 
these money-savers, simply write us on 
your letterhead. It will be sent promptly. 


WHEATON BRASS WORKS 
SPRINGFIELD ROAD, UNION, NEW JERSEY 
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COMING MEETINGS 


APRIL 


American Society of Lubrication Engineers, 
8th annual meeting, Hotel Statler, Boston, 
April 13-15. 

Indiana Independent Petroleum Assn., spring 
convention, Hotel McCurdy, Evansville, Ind., 
April 15-16. 

National Petroleum Assn., Hotel Cleveland, 
Cleveland, Ohio, April 15-17. 

National Tank Truck Carriers, Ine., Boca 
Raton Club, Boca Raton, Fla., April 16-19. 

American Petroleum Institute, Division of 
Transportation, products pipeline conference, 
io Muehlebach, Kansas City, Mo., April 


Oli - Heat Institute of America, annual con- 
vention, Edgewater Beach Hotel, Chicago, 
April 20-22. 

Michigan Petroleum Assn., annual spring con- 
or Detroit Leland Hotel, Detroit, Apri 
1-22. 


Interstate Oil Compact Commission, spring 
meeting, Roosevelt Hotel, New Orleans, La., 
April 24-25. 

Independent Petroleum Assn, of America, Jef- 
ferson Hotel, St. Louis, Mo., April 27-28, 
American Petroleum Institute, Safety and Fire 
Protectian Committees, midyear meeting, 
Galvez Hotel, Galveston, Texas, April 27- 

May 1. 

Fuel Oil Distributors Assn, of New Jersey, 
annual convention, Berkeley-Cartaret, As- 

bury Park, N. J., April 29-May 1 

atural Gasoline Assn. of America, annual 

— Rice Hotel, Houston, April 29- 
ay 1, 


N 


MAY 


uefied Petroleum Gas Assn., Conrad Hilton 
Hotel, Chicago, May 3-6. 

Petroleum Institute, Division of Mar- 
keting, mid-year meeting, Baker Hotel, Dal- 
las, Tex., May 4-5. 





Pp y F Assn., Bedford Springs 
Hotel, Bedford, Pa., May 10-12. 

Petroleum Institute, Division of Mar- 
keting, Lubrication Committee, The Green- 
brier, White Sulphur Springs, W. Va., May 
11-13. 

American Petroleum Institute, Division of Re- 
fining, midyear meeting, Hotel Commodore, 
New York, May 11-14. 

Oll Industry TBA Group, Midwest Section, an- 
nual meeting, Kentucky Hotel, Louisville, 
Ky., May 14-15. 

International Petroleum Exposition, Tulsa, 
Okla., May 14-23. 

Empire State Petroleum Assn., Inc., annual 
meeting, Hotel Roosevelt, New York, May 
17-19. 

National Fire Protection Assn., annua] mee+- 
ing, Palmer House, Chicago, May 18-22. 
Virginia Petroleum Jobbers Assn., spring meet- 
ing, John Marshall Hotel, Richmond, Va., 

May 21. 

Ol) Men’s Assn, of New England, 
annual convention, Statler Hotel, Boston, 
May 22. 


Virginia Oli Men’s Assn., spring meeting, John 
Marshal] Hotel, Richmond, Va., May 22. 
Canadian Oil Industry Group, Royal 
York Hotel, Toronto, Canada, May 25. 
North Caroli Ol Jobb Assn, annual 
spring convention, The Carolina, Pinehurst, 

N. C., May 27-29. 


JUNE 


American Assn. of Battery Manufacturers, 
Chateau Frontenac, Quebec City, Que., June 
1-3. 

Eastern Biennial Exposition of Oi] Heat, Hote! 
Statler, Boston, June 2-5. 

Tennessee Oll Men’s Assn., Patton Hotel, Chat- 
tanooga, June 8-9. 
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When your product is out of sight most of the time, and when profit margins are 
so small, you can't afford to risk shortages. The only sure protection is the un- 
questionable, dependable accuracy of the finest meters you can buy. Sustained 
accuracy is more important than any other factor when selecting meters! 

Red Seal meters are built to give this exacting protection for your profits. 
With only one moving part in the measuring chamber, non-wearing capillary 
seal, and no distortion due to pressure, they hold amazing accuracy over mil- 
lions of gallons without the expense of frequent adjustments or ‘‘babying.”’ 

Not only do Red Seals need less servicing, but they're backed by a nation- 

; wide network of factory trained mechanics and special testing equipment to 
help keep your meters always on the job. 

For sustained accuracy and low maintenance you can bank on, put Red Seal 
meters at all key points ...in bulk plants and on tank trucks. 


NEPTUNE METER COMPANY 
50 West 50th Street © New York 20, N. Y. 
Branch Offices 


ATLANTA * BOSTON * CHICAGO * DALLAS * DENVER * LOS ANGELES * LOUISVILLE * NO. KANSAS CITY, MO. 
PHILADELPHIA * SAN FRANCISCO * PORTLAND, ORE. * Canadian Factory: TORONTO 14, ONT. 
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Behind Our Headlines 


This oil reporting business has its ups and downs. Gen- 
erally we just grin and bear it. However, within the past few 
days Andy Patla, our Washington editor got such a super yoyo 
treatment that he ended up dizzy enough to tell us about it. 


Seems that in his column piece in the March 11 NPN, Andy 
had spelled out in detail the urgent need of the military for ad- 
ditional oil product storage. His story got some fast results. 
Aside from direct contact that operators made with the mili- 
tary, one jobber notified our New York office of some potential 
storage he had on the very same day that NPN was received 
in the field. And the Washington office heard a few days later 
from an individual who had read the article and decided to 
promptly approach the military with a storage proposition he 
claimed would save the U. S. a few million dollars. 


Andy’s piece also prompted a flow of kind words from the 
Pentagon. If Andy were not the hard-boiled cynic he makes 
out to be, he would have admitted that this profuse praise for 
“service rendered his country” possibly elated him somewhat. 


Only then came the deflation from the same source. In 
trying to verify with the military, a few days later, another 
story coming from the Patla typewriter—this one on the avia- 
tion alkylate expansion program—Andy got told off but proper 
as to how he allegedly would be printing information of a high- 
ly confidential nature. There was the dark implication that 
Comrade Patla apparently did not have the interests of national 
security at heart. 


The ending was that most of the story was printed and 
Andy managed to live with his conscience—mostly because he 
darn well knew that the “secret” plans were of pretty general 
knowledge. 


So, what with the ups and downs now over, Editor Patla 
is back on an even keel again—he says! 
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CSC uses 77/-Sure Closures 


EVEN plants are required to produce the 

large line of CSC Chemicals. Yet, although 
these plants produce different products—in 
different parts of the country—the purity of 
the output is uniform. And it’s kept that way 
—from plant to purchaser—in drums equipped 
with Tri-Sure Closures”. 
Commercial Solvents Corporation is repre- 
sentative of the large roster of leading ship- 
pers which are as exacting in the protection 
of their products as they are in their produc- 
tion. So they use Tri-Sure Closures to make 
sure that drum shipments are safe from leak- 
age, pilferage and contamination. 
Let the Tri-Sure Flange, Plug and Seal give 
you the perfected way—the proven way—to 
protect your products. Specify Tri-Sure 
Closures on every drum order. 


*The “Tri-Sure” Trademark is a mark of 
reliability backed by 30 years serving indus- 
try. It tells your customers that genuine 
Tri-Sure Flanges (inserted with genuine Tri- 
Sure dies), Plugs and Seals have been used. 


Always specify 


CLOSURES 
on drum orders 


AMERICAN FLANGE & MANUFACTURING CO. INC., 30 ROCKEFELLER PLAZA, NEW YORK 20, N. Y. 
Tri-Sure Products Limited, St. Catharines, Ontario, Canada 
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AHEAD OF THE NEWS 





BIDDING SQUEEZE—Jobbers in some parts of the 
Midwest report they are encountering increasing dif- 
ficulty in bidding on state or local governmental con- 
tracts because major competitors are offering bids at 
figures lower than the jobber can purchase the prod- 
uct. A major having a bulk plant in one Wisconsin 
town, for example, bid the regular posted price less 
a discount of 2.73c per gal. At another town, 12 miles 
away, the company offered a bid 0.1c lower than the 
posted price at the bulk plant, plus the same discount 
of 2.73c. The question then arose as to how the com- 
pany justifiably could deliver the product 12 miles at 
a price lower than that offered in the town where its 
bulk plant was located. In any event, jobbers natur- 
ally were unable to meet the competition and in the 
future doubt that they’ll even bother to bid on gov- 
ernment contracts. 


LOUISIANA RESEARCH—Louisiana Oil Marketers 
Assn. is setting up a research committee to study oil 
marketing procedures in that state. Preliminary re- 
ports indicate the surveys will deal with cost and 
profit analysis, and with community work by oil 
marketers. The first report is expected to be ready 
when the association holds its second annual meeting 
in New Orleans in July. 


CANADA GAS—The Canadian government has prac- 
tically abandoned any idea for natural gas swapping 
between the U. S. and Canada—which would have had 
Alberta fields supplying the U.S. Pacific Northwest in 
return for the United States shipping gas into eastern 
Canada. Canada doesn’t like the idea that U. S. sup- 
plies would be on an interruptible basis and apparently 
feels the real solution for firmly supplying its eastern 
demand lies in the construction of an all-Canadian gas 
line from Alberta. But Canada still means to send 
gas to the Pacific Northwest in order to make more 
economical the construction of lines for supplying its 
own West Coast. 


IMPORTS DISSENT—Not all members of the Inde- 
pendent Refiners-Assn. of America like its stand with 
coal interests and independent producers for restric- 
tions on imports. The president of one independent 
refiner says his company is “debating the whole 
question” of resigning from IRAA because the as- 
sociation’s interests are “so divergent” from those of 
the other groups attacking imports. He takes the 
position that there is a near balance now in supply 
and demand of gasoline and distillates, and over-sup- 
ply would result if residual imports were sharply cur- 
tailed and domestic refiners tried to run enough 
domestic crude to meet residual demand. 
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TAX RELIEF—Pending appointment by President 
Eisenhower shortly of a presidential commission to 
study the problem of overlapping federal and local 
taxes heightens the possibility that the government 
is going to take a close look at whether some con- 
cessions should be made in the federal gasoline tax. 
Also bolstering the prospects for eventual action in 
this field was the word recently from Capitol Hill 
that a House committee intends to make a com- 
prehensive investigation of highway problems, in- 
cluding motor fuel taxation. Legislatures from up- 
wards of 20 states have petitioned Congress to end 
the federal levy and leave gasoline taxation to the 
states for financing much needed road programs. 


EARMARKS FOR GASOLINE TAX — Although it 
hasn’t said so publicly, U. S. Bureau of Public Roads 
would be happy to see the federal gasoline tax ear- 
marked for roads use only. As it is now, only about 
one-fourth of the tax goes to the road program, the 
remainder disappearing into the general fund to keep 
our multitude of governmental machinery operating. 
But the Bureau of Public Roads people are aware that 
“robbing” the road fund is poor economy when you 
consider the condition of much of the nation’s road 
system. On the automobile excise tax, however, BPR 
people are inclined to feel that this should remain 
as a general revenue source. 


FTC PETROCHEMICAL STUDY—The Federal Trade 
Commission’s staff is making an economic study of 
the petrochemical industry, but Chief Economist 
Corwin D. Edwards declined to give any ‘Getails as 
to the nature of the investigation or when it might 
be completed. Ordinarily, but not always, an FTC 
economic study of an industry is made after the com- 
mission gets complaints about existing practices with- 
in the industry which the commission feels deserve 
thorough study. 


STORAGE PROBLEM—Military’s recent call for more 
oil storage offers has not drawn much response and it 
is becoming more evident than ever that some changes 
are indicated. One possibility would be to ask Con- 
gress to authorize five-year contracts in place of the 
one-year contracts that most operators are shying 
from. Also being kicked around is the idea of provid- 
ing some sort of financial assistance for storage con- 
struction. However, both ideas are very much in the 
preliminary stage, with the military hoping against 
hope that the industry will come through with more 
capacity for the use of the armed services. 
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A Complete Line of 
Tires for Every 
Automotive Use— 
Car, Truck, Farm! 





GIVES YOU THE 
Every tire dealer knows it takes more than good tires BALL OF 
to make a distributorship pay out. A really sound dealer 
set-up must be planned from every angle for steady, prof- 
itable selling. That’s why a Ke'ly Franchise is such an 


excellent money-making opportunity. Take a look at all 


the advantages in a Kelly Franchise and you'll see for 

yourself why “Selling Kelly Tires is a Good Business!” 

Write for all the facts today! The Kelly-Springfield Tire 

Company, Cumberland, Maryland. ~ 
Selfing Kelty Tires ix o Good bana! (KELLY 3 AY) Proved and Improved for 59 Years 


Sure-Stop Super Flex Cruiser Grip Trac Passenger Cruiser Truc Trac Commercial Heavy Dual Trac 
Passenger Passenger Passenger and Truck Truc Truck Tread Truck Special Service 
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WASHINGTON 








Some of the 
deaiers — New 
and Fair—who are now being up- 
rooted from government positions by 
the new administration are doing 
what they can to tie the hands of 
incoming officials in order to delay 
new policies as much as possible. 

The use of such tactics is particu- 
larly noticeable currently at the Fed- 
eral Trade Commission. The reason 
for the haste at FTC is the fact that 
the “liberals” must act quickly if at 
all because the curtain is coming 
down on their show. 

The first weakening of their front 
came unexpectedly last summer with 
the appointment of Albert C. Car- 
retta to the commission. True, Car- 
retta is a Democrat but he very 
quickly showed that he wasn’t go- 
ing overboard with the liberal group. 
In fact, his first decisions stamped 
him as a conservative. 

Then John Carson’s term expired 
and Harry Truman's efforts to ap- 
point him to a new term failed, and 
he has now been replaced by a con- 
servative Republican, Edward F. 
Howrey. 

Those two developments just about 
ended the reign of the liberals. The 
final clincher is due to come this fall 
when the term of Stephen J. Sping- 
arn, the most “liberal” of them all, 
expires. It is taken for granted here 
that he will be replaced by a Re- 
publican, giving the Republicans a 
3-2 majority on the commission. This 
majority, together with Mr. Carret- 
ta’s conservative leaning, would seem 
to assure that there’ll be a different 
tone to FTC. 

With this sort of handwriting on 
the wail, Messrs. Carson and Sping- 
arn took action last week to salvage 
what they could from the wreckage. 

Mr. Spingarn helped lead the move 
to have the Indiana Standard “good 
faith” case put back in the courts in 
order to forestall possible reversal 
action by the commission itself. 

That is, it seemed apparent that 
Mr. Spingarn feared the “new” 
commission would withdraw its 
amended order Indiana 
Standard in which it found, by a 3-2 
vote, that the company had not acted 
in good faith to meet competition 
when it classified four of its major 
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FTC's Haste in ‘Good Faith’ Decision 
An Example of New Delaying Tactics 


By Clyde La Motte 


distributors in the Detroit area as 
jobbers to keep them from going to 
other companies. 

To make a reversal on policy dif- 
ficult, Mr. Spingarn spearheaded the 
move to ask the appeals court to 
rule on FTC’s action—thus tying the 
matter up in the courts and delaying 
further action. It’s true the com- 
mission could go ahead and estab- 
lish a new policy on “good faith” but 
it would be somewhat embarrassing 
in view of the fact the matter had 
been referred to the appeals court. 


Mr. Carson got in his farewell 
blow, too, before leaving the commis- 
sion this week. He released a mem- 
orandum he had written the com- 
mission in which he put the blast to 
Corwin Edwards, FTC’s chief econ- 
omist, because Mr. Edwards had rec- 
ommended against a proposed eco- 
nomic study of the tire industry. 


The proposal for the FTC investi- 
gation of the tire indstry, including 
distribution practices down through 
the service station level, stemmed 
from complaints made last year that 
the tire companies pulled a fast one 
on distributors by encouraging them 
to stock up for the summer trade 
and then iaunching “half-price” sell- 
ing campaigns, 

Anyway, an investigation by FTC 
was proposed and the matter was 
routed to Mr. Edwards. He report- 
ed that in his opinion there was no 
justification for an economic study 
of the industry simply because of the 
half price ads. If there was any vio- 
lation there, he said, it could be han- 
died by the proper division within the 
commission in its normal routine. 

Mr. Edwards did say there were 
some goings-on in the tire industry 
he felt called for a thorough study 
but didn’t have the staff to do it at 
this time. 

Mr. Carson, in his parting shot, 
said it seemed strange that Mr. Ed- 
wards would say he didn’t have the 
staff for the job when he, Mr. Ed- 
wards himcelf, had proposed a re- 
organization plan which would re- 
duce the size of the economic staff. 
Mr. Carson made it plain he thought 
Mr. JSdwards was ducking the job. 

It all adds up to this: Some birth 
pains can be expected when a new 
admiriistration is born. 
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—and NPN sells TBA — 


With every tick of the clock, motorists buy ap- 
proximately $95.00 worth of tires, batteries and 
accessories from the oil industry. That amounts 
to $5700 a minute, $8,208,000 a day, three 
billion dollars worth a year! 


As each second ticks, another tire is sold. 
Every two seconds, it’s a new battery. Since you 
started to read this ad, 200 motorists have 
bought other accessories, too, at their neighbor- 
hood service stations. 


Can you hear those cash registers chiming a 
chorus of sales? Whose tires, whose batteries, 
whose accessories are being sold—YOURS? 
Are you getting your share of this oil company 
TBA* business? Know how to get it? Where to 
start? Whom to see? 


& Buyer's Guide 


Publishers of the 
Annual TBA Directory 





There is a particularly effective method of 
soliciting this business; an inside track to the oil 
jobbers and major oil company marketing men 
who decide what TBA items shall be sold. It’s 
advertising in National Petroleum News. 


National Petroleum News reaches market- 
ing management men in oil jobber organizations 
and major oil companies—the men who direct 
the packaging, storage, transportation and sales 
of petroleum products, PLUS the purchase and 
resale of tires, batteries and accessories. 


If you want TBA business, the first logical 
step is an advertising campaign in National 
Petroleum News. 


*TBA is the oil industry's designation for tires, batteries and accessories. 


NATIONAL PETROLEUM NEWS 


A McGRAW-HILL. PUBLICATION 





_ Member of Associated Business Publications 
ond Audit Bureau of Circulotions 


1213 West Third Street « Cleveland 13, Ohio 
Offices in New York, Chicago, Philadelphia, Washington, Houston, Los Angeles, San Francisco 


NATIONAL PETROLEUM NEWS 

















YOUR STAR SALESMAN 


is made of 


PAPER! 


You can’t miss selling more 
tires with THIS guarantee! 






















Only a piece of paper! But you'll find 
this Norwalk unconditional road hazard 
guarantee your biggest business 

builder ever . . . bar none! 


it’s a Sales Tool for You! 


It’s ironclad, confidence- 
inspiring, specific! No 
loopholes, no “fine 
print”, no “ifs, buts 
or ands.” It tells 


your customers 





exactly what 
they’re protected 
against—all road 
hazards for 18 months 

with no limit on mileage! 
For example, if a tire suffers 


What Other Tire Line 
Offers All These Features? 


1. A great tire backed by a great 
manufacturer. 

2. 5529 road-holding safety sipes 
and gripping edges for greater 


a blowout, bruise or cut in one month, — on good roads and bed. 
Ps 3. Precision balance. 

Norwalk REPLACES the tire to your customer a 0 ane es te 

at only ONE EIGHTEENTH the price of a new one! industry. 
5. A complete line of passenger and 

' If you’re a petroleum marketer, here’s the guarantee toh Cone, a eee 
P » 6. Powerful local and national ad- 
tailor-made to build traffic, sales, volume. For verthing to pupediiguabesstomelt. 
full details write The Armstrong-Norwalk 7. And a protected franchise that 
Rubber Corporation, Norwalk, Conn. mashes cure you'Senp Sem. 








Today! 





r. 


A.e 3.58 8 BALANCED 


WALK =? TIRES 


Plants at Norwalk and West Haven, Conn., Natchez, Miss. and Des Moines, lowa 
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{ \ Guarantee 
> the most profitable 
er =T.B.A. Program 

» \_ in the Industry... 


because FRAM helps build your 
gas and oil sales in 1953 with... 


Coast-to-Coast TV featuring JoHN CAMERON 

Swayze, star of NBC Camel News Caravan, and his family. 

Designed to promote travel and boost gasoline, 
oil, lubrication and TBA sales for you! 


yy Coast-to-Coast Billboards 


on leading U.S. highways telling 102,000,000 motorists 
the Fram story month after month. : 





" HOODS U P?’ a terrific dealer publication in humorous 
cartoon style to help educate dealers on the installation 
and selling of oil filter cartridges. 


FRAM CORPORATION, Providence 16, R.1. In Canada: J. C. Adams Co., Lid., Toronto, Ontario 
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SUPPLY AND DEMAND 








Primary Gasoline Stocks Set Record; 
Demand Forecast Sees Hike in 1953 


With the start of the tourist season 
just around the corner, total primary 
inventories of gasoline in the U. S. 
rose to an all-time peak in the week 
ended March 21, of 163,324,000 bbls. 
or 3.09% above the 158,416,000 bbls. 
reported in primary storage on March 
22, 1952. 

Forecast of demand prepared by 
the Bureau of Mines, however, in- 
dicates 8.32% more gasoline will be 
consumed in the second quarter of 
1953—April, May and June—than 
was consumed in the same period 
last year. It also forecasts a 7.66% 
increase in demand in the third 
quarter of 1953—July, August and 
September—over the same period in 
1952. 

Here is how the figures stack up: 

MOTOR FUEL 
2nd qtr. 3rd qtr. 
(thousands of bbls.) 

1953 demand 

forecast . 

1952 

consumption ... 299,095 308,356 

Heating Oil Demand Down—With- 
drawals of kerosine and distillate 
fuel oil from primary storage totaled 
2,942,000 bbls. in the week ended 
March 21 as against 4,134,000 bbls. 
in the previous week, according to 
API statistics (see summary table 
below). 

Daily average crude runs to stills 
were up slightly from the previous 
week. Refiners’ output of gasoline 
and kerosine increased, while dis- 
tillate fuel oi] and residual fuel oil 
production declined. 

Crude oil and condensate produc- 
tion averaged 6,488,900 b/d, a gain of 
38,950 b/d over the week ended 
March 14. 

Texas Cuts Back Further—Most 
major company and independent 
crude oil purchasers expressed the 
opinion that a general tightening of 
crude supplies at the Gulf Coast, at 
least temporarily, would result from 
an order issued by the Texas Rail- 
road Commission closing the Spra- 
berry Trend area in West Texas to 
conserve gas. They felt, however, 
that enough crude would remain 
available to keep most refinery runs 
at present levels. 

At the same time as the Texas 
commission ordered closing of the 
Spraberry wells, it ordered reopening 
of Fort Chadbourne Field in West 
Texas, closed since February, 1952, 
while arrangements were made to 
utilize gas produced with oil. 

As a result allowable crude oil pro- 
duction in Texas will be reduced to 


324,000 332,000 
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about 2,835,000 b/d on April 1. The 
commission originally ordered a cut 
of 119,366 b/d effective April 1, 
The Spraberry shutdown will add 
about 95,000 b/d to this figure, while 
reopening of Fort Chadbourne will 
partially offset it, to the extent of 
13,000 b/d. 

Caught by Surprise—Most oil men 
interviewed by NPN on the effects of 
the Spraberry shutdown said they 
had been caught “by surprise” since 
they were “led to believe that we had 
at least six months to get things in 
order.” The commission had been 
threatening a shutdown for some 
time because of gas wasted by Spra- 
berry operators. 

Operators will benefit in the long 
run from the Spraberry shutdown 
order, E. O. Thompson, Railroad Com- 
mission chairman, predicted in Aus- 
tin 


“We're doing them a favor against 
their consent,” Mr. Thompson said. 
“This oil and gas production will not 
be lost, but will be there where na- 
ture put it until Spraberry operators 
arrange to save the gas.” 

Mr. Thompson indicated the com- 
mission would not increase production 
in other fields to make up for the loss 
of Spraberry output. 

“There’s a superabundance of oil,” 
he said. “If anybody wants more, we 
can consider it at our next proration 
hearing April 17 (in San Angelo).” 

Penna. Runs Skid—aAfter reaching 
an average of 51,208. b/d last week, 


refinery runs of Pennsylvania grade 
crude oil tobogganed to an average 
of 41,132 b/d, in the week ended 
March 21, which is 10,076 b/d less 
than runs in the week ended March 
14, according to a report by the Na- 
tional Petroleum Assn. Comparative 
figures follow (in b/d): 

Week Ended Week Ended Week Ended 
March 21, 1963 March 14, 1953 March 22, 1952 
41,132 51,208 47,249 
AIOC’s Output Gains—Anglo-Irani- 
an’s refineries in Britain processed 
over 11,000,000 bbls. more crude oil 
during 1952 than in 1951. Following 
are provisional throughput totals, 
in bbls., with comparative 1951 fig- 


1952 
32,543,100 
18,168,750 

1,216,350 





51,928,200 40,789,800 


‘iia Move Hits Avgas—-PAD was 
looking for relief from the effects of 
Army decision to withdraw 210 sul- 
furic acid tank cars from private 
service of oil, chemical and other 
industries. PAD fears the loss of 
the cars would cut aviation gasoline 
production by 8,000 to 10,000 b/d. 

Cars affected were leased out by 
the Army about one year ago. The 
Army wants them back in about 
three weeks to be used for accelera- 
ting munitions production. 


PAD does not know how many cars 
are directly involved in the avgas 
program but says the number is sub- 
stantial and cites the case of one acid 
producer in the Guif area who has 
been using 30 cars to supply six 
avgas producers. 


Oil Imports Decrease—Total im- 


Summary of API Report on Refining Operations 
(U. S. Totals—B. of M. Basis) 
Week 


Production 
Crude runs—daily avg. 
Foreign crude included .. 
Percent operated ... 
Gasoline 
Kerosine .... 7 
Distillate fuel oil . 
Residual fuel oil 

Stocks 


Finished & unfinished — = 324, 


Kerosine ... rite 
Distillate fuel ‘oil: ne 
Residual fuel oil 


Total crude oil stocks in U.S. ... 
Total located in PAW District 1 . 
Total located in PAW District 2 . 








product...top quality 
program... complete 
policy... sound 

price... right 

your profit... substantial 


It’s good business 
to do business with Thermoid! 
May we tell you why ? 


hermol 


Thermoid Company 
Special Sales Division 
Trenton, New Jersey 











SUPPLY AND DEMAND 





ports of crude oil and products de- 
clined 33,500 b/d in the week ended 
March 21, as compared with total 
imports in the week ended March 
14, according to an API report: 
Week Week 4 Weeks 
Ended Ended Ended 


Mar.21 Mar.14 Mar. 21 
(bbis. per day) 





Crude oil ...... 614,000 740,800 615,700 
Residual fuel oi] 462,800 377,400 447,100 
Distillate fuel oil £,000 4,300 2,300 
Asphalt ........ 3,400 12,600 8,000 
GUMS sve tnsces 16,400 ieee 5 6,600 

| eres 1,101,600 1,135,100 1,079,700 


Exports Show Gain—United States 
exports of major oil products in- 
creased 45% to an average of 230,- 
900 b/d during the four weeks end- 
ed Feb. 27 from the four-week pe- 
riod ended Jan, 30. A summary of 
PAD’s weekly report follows: 


Change 


from 
Week Week 4Weeks 4 Weeks 
Ended Ended Ended Ended 
Feb. 27 Feb. 20 Feb. 27 Jan. 30 
(thousands of b/d) 


Avgas ...... 26.0 18.6 30.7 + 4.6 
Mogas ...... 62.3 32.6 36.3 + 0.8 
Kerosine .... 6.2 16.9 12.0 + 2.2 
Distillate ... 127.9 72.2 106.3 + 37.5 
Residual .... 63.0 67.1 45.6 — 6.1 

Total ..... 285.4 207.4 230.9 + 45.0 


Gasoline Consumption—The Amer- 
ican Petroleum Institute reported 
the December, 1952, gasoline con- 
sumption estimates for eight states 
and the District of Columbia as fol- 
lows (in thousands of gallons, with 
comparative figures for December, 
1951, and the percent of change): 


Dee. Dee. % 

1952 1961 Change 
Alabama ....... 60,511 55,115 + 9.8 
Dist. of Columbia 17,839 17,353 + 2.8 
Florida ......... 101,135 86,968 +16.3 
Maine .......... 19,703 18,042 + 9.2 
Massachusetts .. 90,898 84,741 + 7.3 
Mississippi ..... 37,838 38,377 — 1.4 
Nevada ......... 7,049 7,582 — 7.0 
Oklahoma ...... 65,578 60,013 + 9.3 
Oregon ......... 42,160 39,654 + 6.3 


Louisiana Allowable Cut — The 
State Conservation Commission has 
set Louisiana’s April crude oil allow- 
able at 683,592 b/d, a reduction of 
26,252 b/d from the March allowable. 
North Louisiana was allocated 117,- 
623 b/d and South Louisiana was 
given 565,969 b/d. 

Sun Building Line — Deiivery of 
products from Sun Oil’s Toledo, Ohio, 
refinery to the company’s marketing 
terminal at River Rouge, Mich., will 
be handled by a new 8-inch products 
line which the Sun Pipe Line Co., 
plans to lay between Toledo and 
Inkster Junction, west of Detroit. 

Construction is scheduled to start 
in May with completion scheduled 
for Oct. 1, 1953. The capacity will 
be about 20,000 h/d. 

The new line will generally parallel 
the existing products line from To- 
ledo to Sarnia, Ont., where Sun is 
building a refinery scheduled for 
completion in October. 

The present line will be converted 
to transport crude oil, butane and 
butylene blending stocks, as well as 
burning oi] for Canadian markets. 
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DuPont's Broad Experience 
Helps Solve Varied 
Customer Problems 


To a casual observer, the use of 
farm chemicals and that of petro- 
leum additives would seem indus- 
tries apart. 

Recently, however, one of our 
TEL customers mentioned a serious 
refinery problem to his Petroleum 
Chemicals representative. This cus- 
tomer was concerned about the cost 
of controlling weeds and grasses 
around a refinery tank farm. Each 
year it amounted to several thou- 
sands of dollars. The reason for this 
exorbitant cost was that conven- 
tional weed killers had little or no 
effect. 

The Petroleum Chemicals repre- 
sentative discussed the problem 
with Du Pont’s Grasselli Chemicals 
Department and found that a new 
experimental Du Pont weed killer 
would do the job—at a fraction of 
the former cost. 

The breadth of experience avail- 
able in Du Pont is equalled by few 
other companies. Whether your 
problem be color conditioning, the 
use of explosives, stream pollution, 
or one of countless others, there is 
usually someone at DuPont in a 
position to help you. 











PETROLEUM LABORATORY 
STUDIES CARBURETOR 
MIXTURE PROBLEMS 


A trend toward leaner carburetor mix- 
tures is presenting a growing problem 
to refiners. This is especially significant 
since too lean a mixture can cause 
knock which is likely to be blamed on 
fuel quality. 

To help refiners overcome this prob- 
lem, the DuPont Petroleum Labora- 
tory is now studying the effect of lean 
mixtures on octane requirement. And 
to facilitate this program, several cars 
in the Du Pont fuel test fleet have been 
specially equipped for studying ae 
performance under varying fuel-air 
mixtures. 

Several different types of fuels have 
been tested so far and it has been found 
that some are more sensitive than 
others to knocking tendencies at lean 
mixture settings. 

This work is part of a broader Du 
Pont research program investigatin 
factors contributing to knocking tend- 
ency which are not directly related to 


ADVERTISEMENT—Prepared for the Petroleum Chemicals Division of E. 1. du Pont de Nemours & Company (inc.) 





“INFORMATION PLEASE?” 


DuPont Petroleum Laboratory offers 
its research findings to oil companies 


As a result of the research work at the Du Pont Petroleum Laboratory, much 
information useful to the oil industry has been accumulated. 

Based on this, a number of papers and discussions have been published 
over a period of years by Du Pont engineers and researchers. All of this 
material is available to the industry through Du Pont and the various so- 
cieties at whose meetings the papers are originally presented. 





JAMES A. GORRY, office manager of the Petroleum Chemicals Division Wilmington office, 


displays several of the Du Pont papers which have proved helpful to petroleum engineers. 


The literature covers a broad range of 
subjects of interest to oil company 
technical groups. It includes compre- 
hensive and detailed information on 
the laboratory's studies of fuel stability, 
combustion chamber reactions and 
how engine deposits affect octane re- 
quirement. 


OTHER TOPICS 


There are also considerable data on 
the effects of sulfur compounds on oc- 
tane numbers and combustion of 





fuel quality . . . such as humidity, alti- 
tude and temperature variations. 

Refiners who are encountering this 
type of problem are invited to consult 
with the Petroleum Chemicals Divi- 
sion’s automotive specialists. 





leaded fuels. Included too, are discus- 
sions on exhaust valve performance, 
antiknock antagonists and temperature 
effects on octane requirement. 

Several of the papers have received 
recognition as outstanding contribu- 
tions to the knowledge of fuel and 
engine performance. For example, 
“Possible Mechanisms by which Com- 
bustion Chamber Deposits Accumulate 
and Influence Knock” and “Precombus- 
tion Reactions in a Motored Engine” 
peel 3 og awards. Both were pre- 
pared by DuPont Petroleum Labora- 
tory engineers. 


A VALUABLE SUPPLEMENT 


The work of the Petroleum Laboratory 
is aimed at helping refiners through 
basic studies which supplement their 
own research work. In this way the 
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“Information Please” 


Petroleum Laboratory can contribute 
to the over-all knowledge on which im- 
provements in today’s fuels and lubri- 
cants and new products for the future 
will be based. 

What’s more, the work of the Petro- 
leum Laboratory is also supplemented 
by the more comprehensive research 
work of the whole Du Pont Company. 
As a result, many findings of the Ex- 
perimental Station, the Jackson Lab- 
oratory and other DuPont research 
facilities can be applied to petroleum 
industry uses. 

If you have a technical problem on 
which the data from Du Pont’s research 
work may be of help, we suggest that 
you talk it over with a Du Pont Petrole- 
um Chemicals Division representative. 





One of the papers by a Du Pont engineer whic 
received outstanding recognition as a valuabl 





contribution to fuel combustion knowledge. 








NEW BOOKLET AVAILABLE 
ON DU PONT FUEL OIL 
ADDITIVE No. 2 


Last month DuPont announced the 
development of a new fuel oil additive. 
It has both dispersant and stabilizing 
properties and is known as DuPont 
Fuel Oil Additive No. 2. Samples are 
now being distributed to the petroleum 
industry. 

And to help refiners make the most 
efficient and economical use of the new 
additive, Du Pont has prepared a spe- 
cial booklet covering completely its 
physical properties, applications, ef- 
fects and methods of addition. Copies 
are available from any of the Du Pont 
Petroleum Chemicals Division district 
offices. 


E. 1. DU PONT DE NEMOURS & COMPANY (INC.) 


Petroleum Chemicals Division @ Wilmington 98, Delaware Offices: 


Leon F. Dumonr is a group leader at 
the Du Pont Petroleum Laboratory. 

Before entering Drexel Institute in 
Philadelphia in 1943, he had traveled 
extensively in Europe and attended 
school for a year in Brussels, Belgium. 
Enlisting in the Naval Air Corps in 
1944, he was commissioned an Ensign 
in 1946, at which time he was instruct- 
ing in amphibious operations. Lee then 
studied mechanical engineering at 
Columbia University, receiving his 
M.S. there in 1948. 

He joined the Du Pont Company 
immediately after college. His first as- 
signment was with the “scavenging 
group,” which conducts research on 
combustion chamber deposits at the 
Petroleum Laboratory. 

In January, Lee was presented the 
Horning Award for his paper on “Pos- 
sible Mechanisms by Which Combus- 
tion Chamber Deposits Accumulate 
and Influence Knock.” 








LEON F. DUMONT 


He is a member of the Society of 
Automotive Engineers and the Ameri- 
can Society of Mechanical Engineers. 











What's the Nation-wide 
Trend in Octane Numbers? 


That’s a question frequently asked 
these days . . . especially in view of the 
fact that engine compression ratios are 
going higher and higher. 


a 





You'll find not only data on the na- 
tion-wide trend, but your own competi- 
tive standing as well, in the spring 
edition of Du Pont’s Quarterly Motor 
Gasoline Survey. The results are due 
to roll off the presses in the middle of 
April. Refiners can expect to have 
copies on their desks by the week of 
April 27. 


Petroleum Chemicals 


Chicago, Il. 
Tulsa, Okla. 
Houston, Texos 


New York, N. Y. 
District 


Los Angeles, Calif. 





MOVIES AVAILABLE 














Prints of the following Du Pont films 
are available to oil companies for train- 
ing and public relations purposes. They 
may be borrowed or purchased. Ad- 
dress request to nearest Petroleum 

Chemicals Division district office. 

Pipeline on Wheels—A 26-minute, full- 
color movie on tank truck safety. 
Suitable for both training and public 
relations purposes. 

What Makes a Gasoline Good—An 18- 
minute cartoon movie in color. Pre- 
sents the story of how high quality 
gasoline is made in easy-to-under- 
stand form. Ideal for Pat training 
meetings. 


GU PONT 


REG y. 5. Pat OFF 
Better Things for Better Living 
... through Chemistry 


























Wilmington, Del. 
istrii Chicago, Ill. 
MB coats te } Tulsa, Okla. 


Houston, Texos 
El Monte, Calif. 


IN CANADA: Canadian Industries Limited — Toronto, Ontario — Montreal, Quebec — Calgary, Alberta 


ADVERTISEMENT—Prepared for the Petroleum Chemicals Division of E. |. du Pont de Nemours & Company (Inc.) 
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- « « THE STANDARD OF ACCURACY FOR 
SEALERS AND OIL MARKETERS 





sealers check other 
meters with Xacto! 


@ Consistent accuracy meets exacting tolerances even 
after long service. This helps the many Sealers using 
Bowser XACTO meters maintain highest standards of 
control. 


Photos show XACTO-meter-equipped vehicles used in 
checking tank trucks, bulk plant meters and transports. 


marketers protect 
profits with Xacto! 


Wherever troleum liquids 
are handled, Bowser XACTO 
meters guard inventory, 
checking sales and receipts. 
Photo (right) shows an 
XACTO-equipped unit used b 
a marketer to check his tan 
truck fleet. 


fanaa 


Bowser XACTO meters last in- 
definitely. After long service they 
may be renewed, if necessary, 
at minimum parts cost. 






Only Bowser gasoline pumps are 
equipped with XACTO meters. 
It pays to specify Bowser market- 
ing equipment. 


BMAF p BOWSER, INC., 1301 CREIGHTON 
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Prove how the “Quietest Tread on Earth” 


OUTGRIPS THEM ALL 
.-»IN ALL DIRECTIONS! 











Side-skids— major cause of accidents. Armstrong holds along the “Lifeline”! 


Do your selling with silence— 
Demonstrate the new “hush ride” on 


ARMSTRONG’S Rhino-Flex Premiums 


Here's the one tire that “chushes as itholds’’ sideways. It’s the one tire that holds straight 
—and holds like no other tire ever made! along the “lifeline”. Prove this with a dra- 
Around sharp curves or on sudden stops, matic, revealing “‘hush ride’! Let them feel 
theexclusive Armstrong Interlocking Tread that new safety grip take hold—let them 
grips in all directions—forward, backward, _ hear the silence of that new tread. 
















@ The Armstrong Rhino-Flex Premium gives you four pow- 
erful new selling features found in no other tire. (1) World’s 
first Interlocking safety tread. 2,600 extra gripping edges 
hold forward, backward and sideways. (2) World’s first 
Uni-Cushion Contour. More rubber on the road elimi- 
nates uneven wear, bumpy rides. (3) World’s first Intra- 
Tread Bumpers muffle squeal. (4) World’s first Silent 
Traction Design cancels out noise, hum. 

UNCONDITIONALLY GUARANTEED FOR 3 FULL YEARS! 
Against all road hazards with no limit on mileage. Unserviceable tire 


will be replaced by comparable new tire with full credit for period 
of guarantee not realized. 
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Have you checked Prest-0-Lite? 

This nationally advertised line 

offers a complete profit-packed 

program designed to meet your 
TBA requirements. 


PREST-O-LITE BATTERY COMPANY, INC., TOLEDO 1, OHIO 











GULF OIL CORPORATION - 





“There's a detour just South of Springfield” 


OAD MAPS go way back in the history of the oil 

industry. Back to the days of endless detours . . . 
back to the days of get-out-and-get-under . . . back 
to the days of crank and choke. 


Just to pin it down to a date, the first free road 
map ever to guide a muddled motorist was given by 
Gulf in 1914. 


There weren’t many printed . . 
many motorists. 


Today, however, the entire American public is a 
motoring public. And when this public travels, it 
travels with up-to-date road maps in hand ...through 
the courtesy of the oil industry and its dealers. 


. there weren’t 


GULF REFINING COMPANY - 


Here, then, we have another of the many useful 
services which the oil industry offers the American 
public. 

This service, like all the others, by creating good will, 
benefits not only the public but the industry as well. 


In other words, it’s good business for everybody. 
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GENERAL OFFICES, PITTSBURGH, PA. 
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\ driveways and showroom floors. ...trowetied into 


the fresh concrete topping 


“Ee oa 


All over the nation modern service station and showroom — a | 
design includes the use of Colorundum in colored sidewalks, driveways 
and concrete showroom floors. Colorundum is in the standard 
specifications of many large oil companies. Colorundum is used widely 
in exteriors or interiors . . . a8 a wear-resistant and colorful 

concrete topping of long life . . . at the average cost of ordinary 
concrete. Decorative color combinations are often employed 


of red, maroon, brown, green, dark green, french grey and black. 
Colorundum is a dry powder, composed of coloring mediums, 

fused aggregates, water-repellent and hardening elements. Colorundum 
is dusted on and floated and trowelled into the fresh 

concrete topping. The non-slip, non-metallic surface makes it an 

ideal flooring on new concrete : 

or when replacing old concrete floors or sidewalks. 






aS Colorundum Showroom Floor 
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' A.C. HORN COMPANY, INC., sieicat, 
§ Long Island City 1, N. Y. 
8 Please send me [} complete data on 
| COLORUNDUM 
° 4 PORN) ( free copy of your 
1 96-page Construction 
i Data Handbook 
a 
A.C. HORN COMPANY, | bees oy 
. } Ne. est. 1897 : wiiad eoaiebas 
Manufacturers of materials for building maintenance and construction 4 
LONG ISLAND CITY 1, N.Y. © Los Angeles -San Francisco-Houston § “?>**SS 
Chicago Toronto SUBSIDIARY OF SUN CHEMICAL CORP. : 





CITY. STATE. 
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Here’s why it’s easier 
to sell Bull’s Eye... 


Auto-Lite Bull’s Eye is guaranteed to burn 
even when lens is cracked or broken. 


Auvto-Lite Bull’s Eye concentrates more 
light into main driving beam. 


Auto-Lite Bull’s Eye is sealed under 9000 
ibs. per square inch pressure to keep mois- 
ture and dust out. 


Auto-Lite Bull’s Eye is specified as original 
factory equipment on leading makes of 
cars and trucks. 


Auto-Lite Bull’s Eye is backed by national 
magazine, television and radio advertising. 


Order Auto-Lite Bull’s Eye Lamps 
from your Jobber Today! " 


From coast to coast Auto-Lite dealers 
are reporting Auto-Lite Bull’s Eye 
sales at an all-time high. Car owners are 
switching to the lamp that won’t 
BLACK OUT. So be sure you’re handling this 
distinctive original equipment lamp . . . boost your 
sales and profits! Order from your local 
Auto-Lite jobber today or write to 
THE ELECTRIC AUTO-LITE COMPANY 


ising Division 
Toledo 1, Ohio 


Teronto, Ontario 


SEALED TIGHT —STAYS BRIGHT... 























ales at All-lime High 


...Decause car owners want the 
lamp that won't black out! 


Ordinary lamp blacks Auto-Lite Bull’s Eye keeps 
out when the lens is burning even when the 
cracked or broken lens is cracked or broken 


The Auto-Lite Bull’s Eye is the only lamp that provides 
double safety. First, nothing but a metal-back sealed beam 
unit like the Auto-Lite Bull’s Eye continues to burn even 
when the lens is cracked or broken. All other types black 
out at once .. . the Auto-Lite Bull’s Eye continues to give 
light. The second safety feature . . . the exclusive Bull’s 
Eye concentrates more light into the main driving beam, 
for easier, safer driving. 





a] if; Concentrates MORE light into the Main Driving Beam! 
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TUNE IN “SUSPENSEI” ... CBS RADIO MONDAYS... CBS TELEVISION TUESDAYS 


ONLY AUTO-LITE MAKES THE BULL’S EYE 























EN IICELY NEW 


THROUGH AND TH. 


SELOU 


THE NEW AND IMPROVED 
OIL DISPLAY-SERVICE CABINET 


Seloil Cabinets are a proven cure for 
falling oil ratios and now the new 1953 
models have more time and space saving 
features than ever before. 

Two Models to Choose From. The new 
Lowboy Model 56 and the DeLuxe Model 
72. Both have the same new features. 





Removable Section of display lifts out for 
access to waste can receptacle. No side 
room needed. A 22 in. frontage is enough. 





Stainless Steel Sliding Door to dispose of 
empty cans and for access to can cutter. 
Door slides freely; stays in any position. 





Smaller, More Rigid Covers are quickly 
put in place to enclose display. They 
eliminate taking stock in at night. 


me ise 


Centrally Located Lock controls all cabi- 
net openings, including the sliding door 
and night time locking covers. 







ROUGH 2 ) 
USE CANNED OIL 


check it WOW! 
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SE CANNED OIL! ae 
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check it NOW! a a ef 
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Seloil Lowboy Model 56 Seloil Deluxe Model 72 
$78.00 F.0.B. Greensboro $86.00 F.0.B. Greensboro 


Prices slightly higher on West Coast 


You'll sell more oil with Seloil . . . The Modern Oil 
Display-Service Cabinet. The permanent display 
reminds customers and attendants to check oil. 
The time saving and convenience features encour- 
age attendants to sell oil .. . Make sure you cash 
in on greater motor oil profits this year by order- 
ing your Seloil Cabinet today. 


Oo: 
SEND ORDERS OR INQUIRIES T 


Modern 
lage PRODUCTS ae 


Greensboro, 


p. O. Box 2489 
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MOHAWKS SELL READILY BE- 
CAUSE THIS QUALITY LINE OF 
TIRES 1S COMPLETE... COMPETI- 
TIVELY PRICED...AND BACKED 
BY AN OUTSTANDING ROA 


"MY MOHAWK TERRITORY 
IS PROTECTED...MOHAWK 2 
NEVER COMPETES WITH 
ME BY SALES THROUGH 
CHAIN, MAIL ORDER OR 
COMPANY STORES.” 































from any point of view, a 


MOHAWK 


FRANCHISE 





" MOHAWK IS FRIENDLY TO DEAL 
WITH ...IT’S BEEN A FINAN- 
CIALLY SOUND, INDEPEND- 

ENTLY OWNED AND OPERATED 

TIRE COMPANY SINCE 1913.4 








Write NOW to learn about the advantages 
a Mohawk franchise offers YOU. 


MOHAWK 
SUPER CHIEF 


—the ultimate in 
premium quality 
low pressure tires. 


THE MOHAWK RUBBER COMPANY 


PLANTS: 
AKRON, OHIO « LITTLETON, COLORADO 


EXPORT DEPARTMENT: 1819 BROADWAY, NEW YORK 23, N.Y. 
Cable “Mohawk” New York 
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b> A. STRANAMAN Paceoen? 
©. STRAMAMAN Tren aeves® 





SPARK PLUG Commer 


or ann 


GaADIPIOX * 


a ELTHAM. ENGLANO 





- pans. Feanct 


TOLEDO 1 , Onto. S.A. 


April lst, 1953 


Dear Champion Dealers 
re's new sock to the Champion P 
nt of the famous Indianapoli 


The oster campaign this year, with 
s Speedway, and three-time 


Wilbur Shaw, Preside 
ter summer driving- 


recommending new Champions for bet 
seasonal and will work effectively 
right as it will be 


wirmer of the #500", 
ster itself is timely and 


eks to come. It appears on the 
Life and the Post, with 

















The po 
for you for many we 
rporated in full color pages in Collier's, 


inco 
In addition, 2 


Here is @ tremendous 


-color versions will appear in 4. long 


cempaign to pack you during 





Shaw's endorsement. 


list of publications. 
ng months. 
jal display of Champion Spark Plugs. 


s in first class condition. 


the best spark plug selli 
Feature this poster in 4 spec 


Be sure your cleaning and testing equipment i 


If you haven't already ob 


tained them, ask your jobber about the Champion 
rk plug viewer — all selling tools that 


firing indicator, 8*P tool and spe 
lume and profits top anything 


will help you to make this year's sales vo 


in the past. 
Sincerely, 


chips are down the stock car boys turn to 


It seems thet when the 
Grand Netional at Daytona 


The first three cars in the 
Oldsmobiles and a Lincoln, were Champion equipped. 


P.s. $ 
Champion. 


Beach, two 
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| IN THE 
NATION 


CHAMPION’S POSTER ADVERTISEMENT WILL APPEAR IN— 
SATURDAY EVENING POST—LIFE—COLLIER’S 
























POPULAR MECHANICS 


POPULAR SCIENCE “Don’t uNnderestimat 
ate 


AMERICAN LEGION the importance of 


CORONET 800d spark plugs 
for enjoyable 


summer driving!” 


FIELD & STREAM 





NEWSWEEK 
OUTDOOR LIFE 
PATHFINDER 
SPORTS AFIELD 
TIME 


BETTER HOMES 
AND GARDENS 


GRIT 


¢ Row. Install oy 
Champions and bes 
Summer Sao you, too, will be jue 






—Set For 






CHAMPION SPARK 
TOLEDO 1 once OMPANY 
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spells New Strength for Your Dealers! 





= 
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The exclusive product qualities of U. S. | The power of this nation-wide public ac- 
Royals are known and approved by practi- ceptance pays off for station operators—in 
cally every car-owning American. Millions easier sales success, in profit margins that 
of your customers get acquainted with consistently lead the industry. And that 
these superb tires when they come on new means reduced dealer turnover, increased 
cars. Millions more are pre-sold by U. S. dealer stability for oil marketers! 

Royal’s steady merchandising attack. 


LIFEWALL LIFEWALL THE U. S. TIRE 
U. S. ROYAL MASTER @ U.S. ROYAL AIR RIDE @ U.S.ROVALDELUXE @ THEU. S. TIRE, EL P. a CENTIPEDE GRIP 





UNITED STATES RUBBER COMPANY 
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and Last 
First/Name in Hose Reels 


HANNAY 


HANNAY has a hose reel for every purpose, 
for every business or industry employing hose. 
In the petroleum and chemical industries, in 
aviation, and among the nation’s leading 
manufacturers of fire fighting equipment, the 
name HANNAY is synonymous with “best”. 
Stationary and mobile types, hand or motor 
operated. Also special reels for special jobs 
such as cable reels for portable X-ray and 
lighting installations. 

When good hose reels are needed, standard 
or special purpose, put your problems up 
to Hannay. 


New EXPLOSION-PROOF Model 


Developed to overcome dangers previously 
associated with electrical rewinds. Sealed, 
Underwriters-approved motor protected 
against fog, foam, water and fumes. Safe, 
controlled rewind speed. Acclaimed by users, 
“the safest, most efficient Hose Reel ever built!” 


Hope To See You at BOOTH 11 
California Bidg., Tulsa 


Look for WANNAy 


©1952 C.B.H.&S., Ine. REG, U.S. PAT. OFF 


HOSE REELS 


CLIFFORD B. HANNAY & SON, Inc 
WESTERLO. NEW yoré 


eo te a 
i . 
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STILL TIME ... But you better ACT AT ONCE. 
TO CASH IN If you need anything, phone your reg- 


ular supplier, or get in touch with... 


‘PUROLATOR PRODUCTS INC. 
Rahway, New Jersey and Toronto, Ontario, Canada. 
*Reg. U. S. Pat. Off. 











Brilliant DAY-GLO 
point-of-sale Window 
Streamers . . . ready to 
go to work for you. 
Get ‘em up! 





PP ey "%3 
on 


An assortment of 29 “"< 
Purolator Micronic* refills. 

Fastest moving, easiest-to- 
sell deal ever assembled. | 
Quick money! 


A 26-piece 
Silver “Service-for-Six” 


. «. Costs dealer only 
$1.71 when he buys 
Purolator’s assortment— 


Backed by magazine ~ > first compl 
: pletely pre-pack- 
advertisements in Post, Life, ; a aged filter deal! Silverware 4 
Look, Collier's. Powerful— | im « " > made by nationally known 

as Only Purolator knows ; ; ~ 


Vorkk fest OE. FILTER. 











TEXACO DEALERS ARE WELL PRIMED 
FOR THE 26° AQNC AOA MH 


ARM weather’s coming — and so is a 
sizzling hot promotion to sell Texaco 


Dealer Spring check-ups to millions of 
motorists all over the U.S.A. 

























Texaco Dealers can’t miss with a hard- 
hitting nationwide advertising line-up like 
this: Full-page color ads in the big maga- 
zines will reach over 40-million readers. 


Milton Berle, America’s No. 1 Oil Sales- 
man on The Texaco Star Theater will be 
selling to his audience of over 25-million 
televiewers — and coast-to-coast billboards 
will deliver more than 30-million messages 
daily! All that plus colorful station window 
streamers and stickers, direct mail, and 
other Texaco Dealer promotion material. 


One more example of the complete adver- 
tising-promotion job The Texas Company 
does for its Dealers. It all adds up to more 
business, and bigger profits for Texaco 
Dealers in all 48 states! 


THE TEXAS COMPANY 


% wonder TEXPE 0 DEALERS 
ere such busy Wealers/ 



















All star line-up for 

























] HAVOUNE and MARFAK 7 pr 


TEXACO DEALERS Q ~vounsiont ff masa Gt maaan, 


ROOMS 
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OPENING GUN in a fight against curbing oil imports was fired at Montgomery, Ala., last week by the National Oil Jobbers 


Council. 


NOJC DECIDES: 


Shown here in a preliminary session are some of the jobber representatives from 26 states who were in attendance 


Percentage Margins Need Study; Imports Vital 


BY LEONARD CASTLE 
NPN Staff Writer 


MONTGOMERY, Ala.—aA_ report 
urging that representative groups of 
jobbers from each supplying com- 
pany seek to arrange conferences 
with marketing vice presidents to 
discuss the merits and demerits of 
the percentage margin theory was 
adopted by National Oil Jobbers 
Council] at its spring meeting last 
week. 

Purpose of these meetings, the re- 
port said, would be to work out “mu- 
tually satisfactory margin arrange- 
ments.” 

The report of NOJC’s Jobber Con- 
tracts Committee, headed by J. E. 
Adrian of South Dakota, stated that 
the committee ‘“‘does not have at this 
time adequate information on which 
positive recommendations could be 
made as to an industry-wide adoption 
of a percentage margin system for 
jobbers.” ; 

In other important actions at the 
Montgomery meeting, March 26-28, 
the national council: 

1. By a unanimous vote of its 25 
member associations, launched an all- 
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out campaign against congressional 
enactment of restrictions on imports 
of foreign oil. 

2. Urged that a greater portion of 
the Oil Industry Information Com- 
mittee’s annual budget be spent in 
publicizing the oil industry at the 
state and local levels. 


3. Provided for the gathering of 
statistical information on jobber 
costs, area by area, for use of vari- 
ous NOJC committees in the future. 


4. Demanded that laws creating toll 
road authorities contain clear pro- 
vision requiring competition in gaso- 
line sales on toll roads or limited ac- 
cess highways. 


5. Voted to conduct a study of price 
wars, their causes and effects. The 
study will be made by the Jobber 
Contracts Committee, which will re- 
port its findings to the November 
meeting of NOJC. 

In deciding to seek conferences 
with the supplying companies to dis- 
cuss the percentage margin plan, 
NOJC followed the recommendation 
of its Washington counsel, Otis H. 
Ellis, who declared in his formal re- 
port to the meeting: ' 


“The very nature of the jobber- 
supplier relationship, as well as the 
structure of marketing, is such that 
you will never be able to cram a 
percentage system down the unwill- 
ing throats of your supplier. If 
such a system is ever put into effect, 
it will only be after your suppliers 
have been persuaded of the merits 
and equitableness of your position.” 


Mr. Ellis said that most supplying 
companies have studied the percent- 
age margin theory, but he was un- 
aware of any who favored it. He 
contended most have made negative 
approaches in their studies. 


On the other hand, Mr, Ellis said, 
many jobbers have snatched some 
percentage out of the air, applied it 
to their current situation, found that 
such a percentage would give them 
a wider margin today, and promptly 
arrived at the conclusion that a per- 
centage discount or markup arrange- 
ment was a panacea for all their 
troubles. 


He recommended that every job- 
ber, before committing himself to a 
position on percentage margins, make 
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JOBBER CONTRACTS was the subject matter as this committee of the National Oil Jobbers Council huddled around the con- 


is 





a 


ference table at Montgomery, Ala., last week during NOJC’s spring meeting. That's Joe Adrian, of South Dakota, presiding 


an intensive personal study of the 
subject, deliberating all potentials. 


Imports Crusade 


In opening its fight against con- 
gressional restrictions on imports, 
the council promised that if Congress 
yields to the importuning of inde- 
pendent producers and coal interests, 
NOJC will then seek to initiate a 
congressional investigation of “the 
price and profit structure” of the 
crude oil producing industry and 
still another probe aimed at deter- 
mining “if the current depletion al- 
iowances for crude oil and coal pro- 
duction are excessive and, if so, to 
what extent.” 

The proposed latter inquiry would 
be advisable, NOJC said, because the 
imposition of imports curbs “will be 
indicative of a finding that we have 
surplus supplies of oil in this coun- 
try.” The investigation would in- 
clude “consideration of other per- 
tinent factors, such as state laws 
governing proration, supply and de- 
mand, special federal tax provisions 
for producers, intangible drilling 
costs allowances, etc.” 

There wasn’t a dissenting voice 
heard as NOJC acted on recommen- 
dations drafted by its Imports Po!- 
icy Committee, headed by J. Parks 
Gwaltney of North Carolina. 

Course of Action—In unanimously 
stamping an OK on the committee’s 
report: 

—NOJC ordered its officers ‘to 
take such steps as are legally per- 
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at the far endof the table 


missible and deemed necessary to 
oppose passage of any legislation 
seeking to impose restrictions on 
crude oil and petroleum products.” 

—NOJC directed the officers to in- 
quire of all supplying companies as 
to their respective positions on im- 
ports restrictive legislation and also 
to seek their support of NOJC in op- 
posing such legislation. 


“It is suggested,” the imports re- 
port said, ‘that all suppliers be re- 
minded of the fact that they have 
heretofore admonished jobbers against 
seeking legislative regulation of the 
petroleum industry and, to the con- 
trary, have been quite vocal in sug- 
gesting that problems be worked out 
within the industry. It is suggested 
(too) that they be reminded that 
they, either by acts of commission 
in advocating adoption of restrictive 
legislation, or by acts of omission in 
failing to defend against such legis- 
lation, will be guilty of assisting in 
taking the first steps toward end-use 
control of fuels, and by so doing, im- 
pair and seriously jeopardize our sys- 
tem of free, competitive enterprise.” 


—The council directed its officers 
to encourage other Independent mar- 
keting groups to support NOJC in 
its battle. 

“We should encourage these 
groups,” the imports committee said, 
“to carry the story to the consuming 
public that the coal interests and cer- 
tain groups of Independent petroleum 
producers are endeavoring to restrict 
imports of crude oil and petroleum 





products for the purpose of artificial- 
ly creating markets and increasing 
the cost of crude oil and some petro- 
leum products throughout the nation. 
If deemed necessary to carry this 
message to the consuming public, we 
shouid advocate the posting of signs 
on every independently owned truck 
and filling station in the United 
States, advising the public of the 
issue, those causing the issue, their 
greedy desires, and probable results.” 


—Officers were told to oppose “any 
and all efforts to artificially increase 
the price of crude oil in the U. S.,” 
with any “evidence” they uncover 
“that might indicate probable cause 
to believe that a conspiracy exists, 
the purpose of which is to reduce 
supply and affect price,” to be turned 
over to the Department of Justice 
or appropriate state officials. 


—Officers were to recommend to 
Congress, if it should see fit to limit 
imports, that it also either reduce 
current depietion allowances on coal 
and crude oil, or, in alternative, re- 
quire that before allowances are 
granted as tax reductions, “satisfac- 
tory evidence shall be submitted to 
show that the amount of such de- 
ductions either had been spent or was 
obligated to be spent on the explora- 
tion and/or developing of oil or coal 
producing properties.” 


—Officers were told to request as- 
sistance of the American Petroleum 
Industries Committee in resisting im- 
ports restrictions and also consider 
requesting OIC “to tell the true 
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story to the consuming public regard- 
ing efforts to cut imports.” 


“While we have littie hope that 
either request will be granted,” said 
the imports committee, “it will at 
least serve the purpose of the Inde- 
pendent jobbers ascertaining once 
and for all, whether these two groups 
are sincerely interested in opposing 
government regulation and control or 
merely use the Independent market- 
ers as foot soldiers for the purpose of 
fighting the special battles of others.” 


Ellis Speaks Out—In his report on 
the imports issue, Mr. Eliis charged 
that representatives of the Independ- 
ent Petroleum Assn. of America have 
climbed “in bed with the coal vro- 
ducers and John L. Lewis,” and in so 
doing have committed “industry 
treason.” 

Jobbers have an important stake in 
the issue, Mr. Ellis said, explaining 
that some Independent distributors 
of residual oil on the Eastern Sea- 
board would face financial ruin ‘f 
restrictive legislation were passed. 
Also, he said, if crude prices were 
increased because domestic supplies 
of both crude and residual were lim- 
ited, it would be reflected in increased 
product prices throughout the nation. 


Grass Roots Drive 


The national council's resoiution 
urging the expenditure of more OIIC 
funds at the local level said: 

“Our committee reviewed the lit- 
erature and program presently con- 
ducted by OTIC, and the consensus 
was that they are all fine but that 
they fall short of selling the oil in- 
dustry to the general public at the 
local ievel. 

“It is felt that if a part of the 
money spent by OIIC could be spent 
at the local level, with jobbers them- 
selves having a voice in how this 
money is to be spent, that the pro- 
gram would be more effective. It is 
also believed that by spending money 
locally, there would be much more 
co-operation from jobbers.” 

As originally written, the resolu- 
tion suggested that 10% of OIIC’s 
annual budget be spent at the local 
level, But several speakers, includ- 
ing John Harper of New York, 
former chairman of NOJC, said that 
specific allocations of funds could not 
be made unless jobbers had a definite 
program for using them. 

OIIC wants good ideas, and if such 
ideas are presented “you can get 
funds very quickly,” these speakers 
said. 

As a resuit of this discussion, the 
10% proposal was stricken and the 
recommendation that a “greater por- 
tion” of the annual budget be used 
at the local level adopted. NOJC 
also voted to have a representative 
present ideas for improving local 
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FROM MISSISSIPPI to Montgomery, Ala., journeyed oil jobber F. T. Fletcher last 


week to arrange some of the preliminaries that will see his state eventually becom- 


ing the 27th on the roster of the National Oil Jobbers Council. 


Mr. Fletcher (left), 


of Dixie Oil Co., Columbus, Miss., got a warm handshake from NOJC chairman Roy 


J. Thompson. 


He told the latter that Mississippi Oil Jobbers Assn. expects to appl) 


for NOJC membership as soon as it gets its charter from the state 


programs to the OIIC executive com- 
mittee. 


Cost-Profit Facts 


To gather the statistical informa- 
tion on jobber costs, the council’s 
Uniform Accounting Committee pre- 
pared a special form which will be 
mailed to each state association. The 
state secretaries then will seek to 
have at least 10 jobbers in each state 
fili out the forms, which are designed 
to show: 

1. Income and expense for handling 
of gasoline separate from the income 
and expense of distributing fuel oil 
and other marketing activities. 

2. Expenses tabulated under four 
headings—-(a) delivery expense, (b) 
bulk plant or yard expense, (c) sales 
expense, and (d) administrative ex- 
pense, 

The committee pointed out that 
statistical information is of vital im- 
portance to the council because at 
the present time it has no method of 
obtaining figures of this type. 


Turnpike Competition 

The report on toll roads, submitted 
by Harry Hilts of New York, pointed 
out that in several states, oil men 
have sought administrative provision 
for competitive gasoline marketing 
because the iaw did not specify such 
an arrangement. 

“However, trying to get a favor- 
able administrative decision to carry 
out vague provisions in a toll road 
or limited access highway law should 
be regarded as a last resort,” the re- 
port said. “The surest safeguard for 


the Independent distributor is a clear 
provision in the law itself, expressly 
requiring competition in gasoline 
sales on a toll road or limited access 
highway. 

“And the law should prescribe 
conditions and terms reasonable 
enough to give the sma:l marketer a 
fair chance to succeed in the bidding. 
When the enacted law spells out 
terms that will permit competition 
and give the Independent a chance, 
then—-and then only—he is assured 
of an opportunity to do business on 
a toll road or limited access highway. 


Meeting Roundup 
council also: 

—Urged all suppliers to give job- 
bers “an even break” in the purchase 
of distressed or surplus product “and 
not sell the same brand product to 
others at a price below that which 
the jobber wouid have to pay for 
the same product.” 

—Discharged its TBA Committee 
with thanks after hearing a ruling 
from Mr. Ellis that under its present 
charter the national council cannot 
set up an agency to purchase TBA 
items for member jobbers. 


The national 


—Instructed Mr. Ellis to continue 
his campaign to have a federal ex- 
cise tax imposed on re-refined oils. 

—Informed the Nationa] Congress 
of Petroleum Retailers that it is fa- 
vorable to a uniform service station 
lease to lend greater security to 
dealers. “ 

The summer meeting of NOJC wiil 
be held at the Connor Hotei, Laramie, 
Wyo., July 19, 20, 21. 
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Congressional Battle Over Oil Imports 


To Open with Hearings on Quota Bill*:= 


NPN News Bureau 
WASHINGTON—The oil imports 


battle, one of the bitterest facing the 
83rd Congress, will get under way 
officially April 22 when the House 
Ways and Means Committee opens 
hearings on a bill to extend the Re- 
ciprocal Trade Agreements Act for 
one year beyond June 12, 1953. 

The measure introduced by Repre- 
sentative Simpson (R., Pa.), H. R. 
4294, contains a section which would 
limit imports of crude petroleum and 
products in any calendar quarter of 
any year to 10% of domestic demand 
for petroleum oils during the corre- 
sponding quarter of the previous 
year. It would restrict imports of 
residual fuel oil to 5% of domestic 
demand for the same quarter of the 
preceding year. 


The bill thus contains provisions 
favored by the Imports Policy Com- 
mittee of the Independent Petroleum 
Assn. of America on crude and prod- 
ucts and by various coal state mem- 
bers of Congress on residual imports. 


President Eisenhower would have 
no discretion in the matter unless he 
finds that domestic supplies, as sup- 
plemented by imports, are inadequate 
to the total U. S. domestic and ex- 
port demand for petroleum. In that 
event, he could modify or suspend the 
quota arrangement. 

In addition, the bill would permit 
the Tariff Commission to bar fur- 
ther tariff reductions when it finds 
that imported commodities are 
threatening to bring unemployment 
on American workers or injury to 
producers of like or competitive 
products or that the imports are im- 
pairing national security. 

Both the IPAA and the coal state 
members have cited one or more of 
those reasons in demanding drastic 
limitations on oil imports. 

The commission could also, after 
hearings, take the same action in re- 
gard to treaty agreements already in 
effect, such as the Venezuelan pact 
provisions on oil. The President 
would have no choice but would 
have to order an upward revision of 
the tariff rate or the imposition of 
quotas, whichever the commission 
recommends. 

The bill would increase the com- 
mission to seven, instead of six 
members, 

Insofar as could be determined, the 
White House has not made any sug- 
gestions to Congress on extension of 
the trade act and Rep, Simpson said 
he does not kaow how the President 
feels about his bill. 


Other Moves—Here are other de- 
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velopments during the week on the 
imports issue: : 

The Independent Refiners Assn. of 
America wrote President Eisenhower 
for help in dealing with “excessive” 
imports of residual fuel oil. Asso- 
ciation President M. H. Robineau 
(Frontier Refining) asked that the 
government sponsor a meeting of 
importing company officials to dis- 
cuss limiting imports and that the 
President request a National Petro- 
leum Council study of the extent to 
which residual imports have sup- 
pianted domestic supplies in Gulf 
Coast and interior markets. 


Government sponsorship of an im- 
porting company meeting would be 
necessary, Robineau explained, be- 
cause the antitrust laws bar such 
voluntary arrangements between in- 
dividual companies. 

Various government agencies, such 
as the State Department and the Pe- 
troleum Administration for Defense, 
were preparing reports for the Sen- 
ate Finance Committee and the 


FTC Returns ‘Good Faith’ Case to Court Jurisdiction 


NPN News Bureau 

WASHINGTON — Federal Trade 
Commission, in a surprise move, last 
week dumped the Standard Oil Co. 
(Indiana) “good faith” case back on 
the U. S, Circuit Court of Appeals in 
Chicago and asked the court to pass 
on the commission’s revised order 
which directed Indiana Standard to 
stop “discriminatory” pricing prac- 
tices. 

There was strong speculation here 
that the action was taken in an at- 
tempt to block a possible reversal 
by the FTC itself when Chairman- 
designate Edward F. Howrey takes 
office. 

This was the situation: 


In the original case Appeals Court 
said that while it found Indiana Stand- 
ard had acted in good faith to meet 
competition, that fact was immaterial 
because the company was guilty of 
discrimination whether it did so in- 
tentionally or not. 

But the Supreme Court ruled that 
good faith was an adequate defense 
and remanded the case to Appeals 
Court which, in turn, ordered FTC to 
hold a new hearing and decide 
whether the company did act in good 
faith. 


FTC did so and ruled that the 
company did not act in good faith. 
It then issued an order directing the 


company to cease “discriminatory” 
practices. 
































































House Ways and Means Committee 
on the expected effects of the legis- 
lation to restrict oil imports. The 
reports were expected to deflate coal 
industry claims. 

The Venezuelan Confederation of 
Chambers and Assns, of Commerce 
and Production warned Congress 
that the restriction legislation might 
end the cordial relations between 
Venezuela and the U. S. and pointed 
out that Venezuela is one of the few 
nations that has not requested Amer- 
ican economic aid. “We asked for 
interchange, not aid,” the petition 
said. 


Cost Factor Cited—President Rob- 
ert G. Dunlop of Sun Oil declared 
that “the sure way to answer price 
competition is to reduce your own 
costs and prices” and that the im- 
ports problem will continue as long 
as foreign oil can be produced and 
delivered to the U. S. cheaper than 
domestic oil. 

R. F. Windfohr, president, Texas 
Mid-Continent Oil & Gas Assn., 
warned independent producers to 
“go slow” in seeking legislative ac- 
tion against imports but also cau- 
tioned importing companies that “ex- 
cesses are always followed by periods 
of correction.” 





The company was given 60 days in 
which to report its compliances, or 
seek an FTC rehearing, or appeal to 
the courts. Thus far, the company 
has not taken any one of those three 
courses. 


The FTC ruling on “good faith” 
was taken by a 3-2 vote, with Com- 
missioners Lowell B. Mason and Al- 
bert A. Carretta dissenting. Since 
one of three who voted against com- 
pany—Commissoner John Carson— 
leaves office next week to be replaced 
by Mr. Howrey, the possibility loomed 
that Mason and Carretta might be 
joined by Mr. Howrey and thus be in 
the majority. Mr. Howrey testified 
before a congressional committee that 
he would support the Supreme Court’s 
opinion that good faith was adequate 
defense. 


Apparently it was this possibility 
of reversal that prompted Commis- 
sioner Stephen J. Spingarn to lead a 
move to get the matter in hands of 
the Appeals Court before the “new” 
commission would be able to act on it. 


The argument used by the Spingarn 
faction was that since the Appeals 
Court had not taken final action but 
had, instead, ordered a good faith 
finding by FTC, the commission 
should return the case to Appeals 
Court now that the FTC has made its 
finding and ruling. 

Mr. Mason dissented, claiming the 
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FTC order on good faith was an en- 
tirely new action and not re-issuance 
of the original order. Thus, he 
maintained, there was no necessity 
for FTC to present this new action 
to Appeals Court. 

Mr. Carretta, however, did not join 
Mr. Mason in this view. In his opinion, 
the question must eventually be set- 
tled in the courts anyway—even if 
FTC should reverse itself—and it 
might as well be settled now. 


Congress Biding Time 


On Oil Industry Bills 


WASHINGTON—Congress is ap- 
proaching the stage where a few of 
the bills which were crammed into 
the hopper the first few weeks of the 
session are now beginning to near the 
showdown stage where they’ll either 
be written into law or get pushed 
aside for other proposals. 


Except for action on the tidelands 
issue, most of the legislative pro- 
posals still are in the skirmish stage. 
A brief resume of the status of vari- 
ous actions affecting oil follows: 


Tidelands—The first legislation to 
reach the floor of either house was 
the tidelands proposals, and although 
the proponents were hopeful of quick 
and favorable action, there was al- 
ways the possibility that a filibuster 
or other delaying action would de- 
velop to stall the outcome as long as 
possible. Both bills would award 
states ownership and control over 
submerged lands within historic state 
boundaries. 


Gasoline Tax—-Minnesota and Mas- 
sachusetts joined the swelling list of 
other states (there are about 20 now) 
which have asked Congress to remove 
the federal government from the 
gasoline taxation field, leaving such 
levies to the respective state. There 
may be some developments along this 
line from another source, too, for 
President Eisenhower has asked Cong- 
ress for authority to establish a com- 
mission to study overlapping in taxa- 
tion between federal and state. Also, 
Mr. Eisenhower wants the commission 
to take a look at the “strings” at- 
tached to government aid to state 
programs to determine whether that 
is being used as a wedge for federal 
control. 

Highways — The House Public 
Works Committee has approved a 
study of U. S,. highways, including 
financing and—in line with the above 
subject—the effect which might result 
should the federal government with- 
draw from the gasoline taxation field. 


Railroad Rates—Several Senators 
have joined hands on a bill which 
would require the Interstate Com- 
merce Commission to hurry up its 
action on railroad rate increase appli- 
cations. The bill would require action 
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in 60 days. As it is now, there is no 
time limit and some cases drag on 
and on. 

Pipe Lines—The Interstate Com- 
merce Commission was also involved 
in another’ controversial issue: 
Whether it has the authority to re- 
quire private oil pipe lines to handle 
petroleum products as a common car- 
rier, ICC told the House Interstate 
and Foreign Commerce Committe that 
it doesn’t have the authority. 

Overseas Investments—A bill has 
been introduced in the House propos- 
ing a study to determine why foreign 


investments aren't more attractive to 
U. S. firms and to suggest steps for 
the creation of a “climate” favorable 
to free enterprise “trade.” 

Trip Leasing—The House Interstate 
and Foreign Commerce Committee 
will hold hearings April 21-22 on pro- 
posed legislation to remove from In- 
terstate Commerce Commission the 
authority to regulate the length of 
truck leases. This is an effort to null- 
ify ICC’s 30-day minimum ruling 
which makes leasing of trucks, includ- 
ing tank trucks, for a single trip dif- 
ficult. 





G. P. & F. 
DOME TOP 
UTILITY CAN 


A safe, sturdy shipping container for your product and useful in many woys after 
it is emptied. Yes, it's a recl premium that goes with every sale and carries your 
label to keep your name and product before the user. Has o score of uses for the 


consumer. 


Built for a long useful life, the Dome Top Utility Can has big, sturdy reinforcing ribs 
on top .. . strong body beading to ward off bumps and blows. 


A short spout makes pouring easy, saves carton, shipping and storage space .. . 


Firmly riveted bail has plenty of knuckle clearance 
pouring and convenient off-center filler opening . . 
screening, labels or lithograph design. 

Made in 5 gal. and 49 Ib. sizes. 26 and 28 gauge steel. 


colors. Write today for more details. 


- The famous €-Z- 

2 Fill Grease Gun 

il Loader Container. 
| _ Fost, Clean, Eco- 
hares nomical. 


. » » Double spout for controlled 
- Lerge, flat surface for silk 


Lithographed or solid 


G. P. & F. CONTAINERS 


G. P. & F. “POURING” 
DRUMS AND PAILS. 
2% to 7 gols. 22 to 
29 gouge steel. 


It’s Better to Ship in Steel 


GEUDER, PAESCHKE & FREY CO 
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IN CANADA SEE: 
PUMPS AND SOFTENERS LTD., 
LONDON, CANADA 


MARLOW PUMPS RIDGEWOOD. NEW 


are the BEST 


.-- for dependable, 
low-cost performance ! 


A BRAND NEW PUMP 


... for tank trucks! 





Three years ago Marlow Pumps 
introduced the FIRST Self-Priming 
Centrifugal pump to be sucessfully 
used for direct coupling to power 
take-off of tank trucks. This pump 
was enthusiastically accepted by ma- 
jor oil companies, independent oil 
companies, and by the armed serv- 
ices. It was used for home fuel oil 
delivery, aircraft refueling and for 
deliveries to bulk plants and service 
stations. As compared to rotary 
pumps, it offered higher efficiencies, 
less noise and practically no wear. 


Now a completely redesigned and 
expanded line of Marlow “type G” 
pumps is available. The new pumps 
are smaller and lighter — both of 
primary importance in tank truck 
installations. Performance has been 
res and the price has been 
reduced over $100 on each model. 
A total of 16 new pumps are avail- 
able with capacities ranging up to 
400 gallons per minute. 

This is another pump “ease-history” 

that reflects continued Marlow 

leadership by design pioneering 


and by acceptance through better 
performance. 


Check the many advantages offered by 
Marlow Petroleum Pumps. Write for in- 
formation on the NEW “type G” tank 
pump features: 


For complete details... facts, figures 
and em pe oe see your Marlow 
Distributor today! 
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Amendment Softens 
Idaho Ton-Mile Tax 


Idaho’s two-year-old ton-mile tax 
law has been amended so that about 
80% of the trucks registered in the 
state will no longer be taxed on a 
strictly ton-mile basis. 

As originally enacted, the ton-mile 
tax applied to trucks of all weight 
classifications, with reports to be 
made monthly. Trucks had certain 
options of paying the tax on either 
a ton-mile basis or on a flat fee basis. 
Low-mileage truckers chose to pay on 
the ton-mile basis, with monthly re- 
ports. As a result administration was 
far too costly in light of the revenue 
received. 

Under the amended version, trucks 
below the 24,000-Ib. classification are 
exempt from the ton-mile tax, and 
those still subject to the tax will now 
report quarterly instead of monthly. 

Elsewhere on the state legislative 
front: 

South Dakota—The governor has 
signed into law a bill making fuel oils 
(except No. 5 and No. 6) subject to 
both inspection and inspection fees, 
and making it unlawful to use in 
South Dakota any rejected high-flash 
oil product. Previously, only the sale, 
or offering for sale, of rejected prod- 
ucts had been prohibited. 


New Hampshire—Bills authorizing 
two toll roads in the state have been 
introduced. They would provide com- 
petition between privately owned 
gasoline stations to the “maximum 
practical extent” in roadside service 
areas. The bills have administration 
backing. 


Arkansas—Legislators have rejec- 
ted all measures to increase or levy 
new taxes on gasoline. Defeated was 
a proposal to levy a 10c per gal. tax 
for the privilege of selling Arkansas- 
made motor fuel in Arkansas at a 
price higher than that charged in 
any other state. 

An Arkansas Turnpike Authority 
act was passed, which states that 
toll road users should be given a “rea- 
sonable choice of motor fuels of dif- 
ferent brands.” 

Maryland — The legislature has 
passed a bill providing for a refer- 
endum in the 1954 general election on 
whether the state constitution should 
be amended to prohibit diversion of 
gasoline tax funds from highway use. 
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GASOLINE— 65% (67%) 
KEROSINE— 49% (49%) 
DISTULATE— 57% (51%) 
RESIDUAL— 21% (21%) 








PERCENTAGE of secondary storage capacity filled with principal products as of 
Jan. 31, 1953, in various PAD districts is shown in this map prepared by the Census 


Bureau. 


Percentages as of Dec. 31 are shown in parentheses. “Distillate” includes 


Nos. 1-4 fue loil and light Diesel oil. “Residual” includes Nos. 5-6 fuel oil and heavy 
Diesel oil 


Secondary Inventories Show Increase 


WASHINGTON Secondary in- 
ventories of four major petroleum 
products in the U. S. (exclusive of 
PAD District 5), totaled 60.2 million 
bbls. as of Jan. 31, 1953, an increase 
of 1.4 million over the previous month 
and a boost of 3.1 million over stocks 
on hand a year ago, according to the 
Census Bureau. 


(Bureau said the data for District 
5 was delayed.) 

The bureau said that storage capac- 
ity of 85 million bbls. was 59% filled 
on Jan. 31, 1953, compared with 63% 
on Oct. 31, 1952, when storage ca- 
pacity was last measured. (Four dis- 
tricts, however, account for about 


93% of the total U. S. secondary stor- 
age capacity.) 


Deaths 


Samuel D. Wise, a pioneer Inde- 
pendent lubricating oil jobber of 
Cleveland, died at Kotonah, New 
York, March 25, after a long illness. 
He was 79. 

He and several of his uncles start- 
ed a lubricating oil business to in- 
dustrial plants and the farm trade in 
Cleveland more than 50 years ago. 
As that lubricating oil business more 
and more was taken over by oil com- 
panies who also distributed gasoline, 
Mr. Wise added a line of roofing, 


Census Report on Secondary Stocks, Storage Capacity 


Figures in thousands of bbls. 





dan. 31, 
1953 
PADI 
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Bulk Storage 
Dee. 31, dan. 31, Capacity 
1952 1952 Jan. 31, 1953 
22,337 19,643 36,211 
5,341 5,565 9,028 
2,890 2,635 5,093 
10,062 8,114 15,803 
4,044 3,326 6,287 
19,829 20,240 36,451 
8,104 8,890 15,832 
3,458 3,662 6,227 
6,494 6,389 11,628 
1,773 1,299 2,764 
5,188 5,825 9,592 
3,194 3,345 4.785 
7380 680 1,596 
g14 1,123 1 
300 677 893 
1,450 1,377 2.705 
845 1,618 
9s 108 177 
483 418 893 
6 6 17 


then paints, and about 30 or more 
years ago, dropped the oil complete- 
ly and made it a paint and varnish 
manufacturing business known as 
the Arco Company. This he devel- 
oped into a very large company. 

For years he has been recognized 
as a philanthropist, active not only 
in supporting various Jewish welfare 
institutions, but the Cleveland Art 
Museum, music activities, and many 
projects for wunder-privileged chil- 
dren. 

. * o 

James A. Moffett, 66, died March 
25 in New York after a long illness. 
Mr. Moffett was a former senior vice 
president and director of Standard 
Oil Co. (New Jersey), vice president 
of Standard Oil Co. of California, and 
chairman of California Texas Oil Co., 
Ltd., and Bahrein Petroleum Co., 
Ltd. 

In 1934 Mr. Moffet was named 
first federal housing administrator. 

Survivors include his wife, three 
sons and two daughters. 





Deep Rock Gets Patent 
On ‘Short Stop’ Name 


TULSA—The name “Short Stop” 
for multi-pump service stations has 
become the exclusive property of Deep 
Rock Oil Corp. The U. 8S. Patent Of- 
fice has granted the company a cer- 
tificate of registration under the Lan- 
ham Act of 1946. 

This is reportedly the first time 
such a certificate has been granted 
under the Act for a service mark not 
used on goods of any type. 

The name “Short Stop” has been 
used by Deep. Rock to indicate the 
fast service offered at two multi- 
pumps—in Omaha, Nebr., and Chi- 
cago. The company says its “entire 
‘Short Stop’ plan is packaged for, 
and readily available to, Deep Rock 
franchised jobbers.” 
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To Tell Public About Gasoline Taxes .. . 





ILLUMINATED MARQUEE SIGN at Deep Rock’s “Short Stop” multi-pump in 


Omaha, Nebr., flashes this message to motorists. 


has 18-in. letters. 


Earlier message used on sign read: 


Sign measures 6 x 25 ft., and 
“Motorists Beware! Legisla- 


tors Talking About Increasing State Gas Tax—Write and Protest Today” 


. 


POINT-OF-SALE REMINDER at station of Phillips jobber H. L. Parker Co., Wichita, 
Kans., tells customers “Gasoline is Cheap—Only the Tax is High” 








Defense Orders For Oil Industry 


(Issued March 24-30, inclusive) 

This description of oil defense orders pro- 
vides a weekly summary of government regu- 
lations that may affect NPN readers. We will 
appreciate our readers letting us know when 
they think that we have omitted a regulation. 

Complete copies of the official text of these 
orders can be obtained from Platt’s OIL-Law- 
GRAM Reports, 1213 West Third St., Cleveland 
13, Ohio, a publication which reproduces and 
mails out the orders on oil upon issuance. 
Minimum charge for single copies, $1.00, 
postage paid. One year’s service, $100. Less 
than one year’s service pro rata plus $5.00 
for handling. 

CODE: NPA—National Production Author- 
ity; ESA — Economic Stabilization Agency; 
PAD—Petroleum Administration for Defense; 
ODM—Office of Defense Mobilization; DPA— 
Defense Production Administration; DTA _ 
Defense Transport Administration; WSB — 
Wage Stabilization Board; OPS — Office of 
Price Stabilization. 


Listof Orders 


NPA—National Production Authority 
DMS Reg. 1—Basic Rules of the Defense 
Materials System. 


DMS Reg. Saw under the De- 


fense Materials 8 
CMP Reg. 1, yg 


“21 —Rules relating to 











transition from the CMP to DMS. 

CMP Reg. 6, Dir. 11—Rules relating to 
transition from CMP to DMS. 

NPA Reg. 2, as amended—Basic rules of the 
priorities system. 

NPA Reg. 2, Ints. 1, 2, and 3—Basic rules 
of the priorities system. 

NPA Reg. 2, Dir. 6—Cancellation and con- 
version of certain DO ratings. 

NPA Reg. 3, as —. aS Priorities systems 
between Canada and U. 


What Orders Do 
National Production Authority 


DEFENSE MATERIALS SYSTEM—DMS 1 
and 2—A new materials control system ts 
established which is limited to assuring de- 
liveries of enough steel, copper and aluminum 
for the Dept. of Defense, and the AEC. 

TRANSITION FROM CMP TO DMS—Dir. 
21 to CMP Reg. 1; Dir. 11 to CMP Reg. 6— 
Establishes rules and procedures for an orderly 
transition from OMP to DMS. 

PRIORITIES SYSTEM—NPA Se 
amended; Ints. 2 2, and 3, and Dir. 6 to 
same; NPA Reg. 3, as amended—lIncorporates 
minor changes and interpreta:ions which bring 
the operation of the priorities system in this 
country and between Canada and the U. 8S. 
into conformity with the new DMS. 


Weather Still ‘Warm’ 
In Three Heating Areas 


NPN News Bureau 
CLEVELAND—Weather in three 


heating areas, the East Coast, Mid- 
west and West Coast-Rocky Mt., con- 
tinued warmer than either last year 
or normal for the Sept. 1-March 28 
portion of the heating season. 

The Southeast area _ registered 
slightly cooler than last year but 
warmer than normal, 


Degree Day Summary 
Season Sept. 1-March 28 


Week 
Mar. 22- 
1952 1951- Nor- Mar. 28, 
East Coast 53 52 mal 1953 
Bostont ......... 4433 4683 4996 109 
New York ...... 3865 4077 4547 ill 
Philadelphia ..... 3621 3824 4176 98 
Washingtont .... 3486 3571 4058 91 
Average ....... 3851 4039 4444 102 
Midwest 
Chicagot ........ 4989 5584 5582 152 
Cleveland 4339 4843 5242 128 
Detsolt? «sc cccrce 4956 5458 5588 143 
Minneapolist .... 6721 7368 6976 197 
Omahat .....+.+.- 5314 5924 5438 169 
St. BOG vicceces 3707 4156 4151 122 
Average ....... 5004 5556 496 152 
Southeast 
Birmingham, Ala.t 2412 2299 2682 74 
Charleston, 8S. C.. 1529 1477 1745 46 


Nashville, Tenn.t. 3125 3196 3318 109 


Raleigh, N. C. .. 2681 2667 2981 79 
Average ....... 2437 2410 2682 7 

West Coast—Rocky Mt. 

San Francisco.... 1959 2278 1937 78 

Seattle .......... 3161 3618 3750 116 

DOUNVEET © 6 cixscctc 4666 5221 5067 118 


Average ....... 3262 3706 3584 104 


*Degree days are on 65 deg. F. basis. 


tReadings at airport office. Readings in 
other cities taken at downtown (city) offices 
Correction: The Sept. 1-March 14, 1951-52 
total for the East Coast area (see March 18 
NPN) should have read 3735 instead of 2985 


Shell Agrees to FTC Terms 
On Fuel Oil Contracts 


NPN News Bureau 

NEW YORK—A Shell Oil Co. of- 
ficial said here the company had 
received from Federal Trade Com- 
mission a consent agreement under 
which the company has agreed that 
in the future it would refrain from 
certain practices which FTC considers 
constitutes unfair trade practice. 

FTC had charged originally that the 
company used unfair practices in its 
fuel oil and kerosine contracts. In 
the consent agreement, the company 
did not admit it had used unfair 
practices in the past but agreed to 
avoid them in the future. 

Points of agreement included the 
company’s promise to refrain from 
making exclusive dealing contracts 
for fuel oil and kerosine, and would 
not require buyers to paint their 
trucks and equipment in Shell colors. 


NPC to Meet May 28 
NPN News Bureau 
WASHINGTON—Chairman Walter 
S. Hallanan called a meeting of the 
National Petroleum Council for May 
28 in Conference Rooms A and B of 
Departmental Auditorium, Washing- 
ton, D. C. 
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EDITORIALLY SPEAKING 








Curtis W. McGraw 
President, McGraw-Hill Publishing Co. 


To the Readers 
Of National Petroleum News: 


With this issue of NATIONAL PETROLEUM NEWS the 
McGraw-Hill Publishing Company assumes reSpon- 
sibility for rendering to the petroleum industry the 
service that has been so well performed by Warren 
C. Platt and his associates for nearly half a century. 
To many of you, readers of this publication, McGraw- 
Hill is no stranger. You know something about our 
company, its resources, its world-wide organization, 
its magazines, its books and its related services in 
many departments of industry, engineering and educa- 
tion. It is not my desire to talk here about our com- 
pany, what it has done or what it is doing. 


Rather do I wish to tell you, the men who are 
operating the great industry served by this publica- 
tion, that we embark upon this new role with a keen 
sense of our responsibility and a purpose to put all 
of our resources to work for you. We know that 
we have a lot to learn about an unfamiliar industry 
and about you and your problems. For that reason 
we expect to devote a large part of our energies for 
some time to come to studying your needs and to 
learning how best we can help-to serve them. In 
doing this, we are fortunate to have the continuing 
counsel of Warren Platt and the members of his 
organization. It is our hope that we shall be able to 
work with the oil men of today and tomorrow as ef- 
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fectively as they have been working with them here- 
tofore. 

This ambition poses a very real challenge to us. 
The petroleum industry, in all its functions, has made 
giant strides during the last half century, especially 
during the last few decades. Its expansion has been 
sensational, its technology has tapped every resource 
of chemical and engineering science, its transporta- 
tion facilities have set new standards of efficiency on 
land and sea, its marketing activities have forged a 
world-wide chain of agencies and outlets, its eco- 
nomic well being has been served by highly expert 
guidance and direction, the corporate structures that 
have been developed by its operating companies are 
studied as models of modern management, its operat- 
ing policies have reconciled business efficiency with 
human relations, and its intercourse with government 
—both at home and abroad—has been marked by 
a high standard of business statesmanship. 


And as we now survey this complex and fast-mov- 
ing industry, with which we must fall into step, we are 
told that it is entering upon an era of even more 
far-reaching development and accomplishment. If 
this be true, we can be sure that the place occupied 
by the petroleum industry in our national economy, 
in the technology of our times, and in the everyday 
lives of people the world over will insure ample op- 
portunities for us all. That is, for all who have the 
courage and capacity to meet the demand for broader 
knowledge, higher technical competence, more effi- 
cient management and a more profound understand- 
ing of the markets and of public affairs. 

To help the men of industry to cultivate those 
essentials is the mission of the technical and indus- 
trial press. It is an axiom of business publishing that 
each individual journal must become a part of the 
industry it serves before it can be a worthy member 
of the publishing industry. McGraw-Hill publishing 
policies and practices are based on that axiom, and 
each of our publications makes itself an integral part 
of the industry it serves. As Warren Platt has made 
himself, his publications, and his services a part of 
the petroleum industry, so we of McGraw-Hill now 
assume the obligation to do likewise. 

To that end I pledge my own best efforts and those 
of my associates. We shall apply the full resources 
of our company to maintain a publishing service for 
the petroleum industry that will meet the challenge of 
the years ahead. For we know by experience in many 
other industries that a competent and responsible 
press, having the confidence and cooperation of its 
industry, promotes the kind of technical and business 
progress that makes for the prosperity of all. 
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INTERPRETING THE OIL NEWS 





Before the 
Rhode Island leg- 
islature again is the proposal for 
establishment of a state “consumers 
council” which failed in the 1952 
session. 


It drew heavy industry fire the 
last time, and this opposition appears 
to be acquiring reinforcements this 
time, while the administration of 
Governor Roberts is reported giving 
the measure (H. 749) enthusiastic 
backing. 

The industry opposition finds the 
plan substantially unchanged, and 
just as objectionable as before. 


The proposal would create a five- 
member council, to be named by the 
governor, to investigate “the cir- 
cumstances affecting the price of 
food, clothing, shelter, fuel, public 
utilities and other commodities or 
services which are necessities of life”; 
hold hearings, publish findings and 
draft and recommend legislation “to 
prevent an increase or effect a de- 
crease in the price, in this state, of 
such necessities of life.” 


The council would do this on its 
own initiative, or on the basis of 
complaints, Also, it would “appear” 
in proceedings of other state agencies, 
or federal or their states’ legislative 
proceedings which might affect prices 
in Rhode Island. 


It would have power to subpoena 
witnesses and records in “the same 
manner” as in criminal cases. At 
the same time, rules of evidence in 
the courts would not be controlling 
in any of its proceedings. 


Enactment of the bill could have 
the state dictating how practically 
all business activity in the state 
should be operated, crippling any 
reasonable competition in the retail, 
wholesale and service trades, say 
its industry critics. 


They declare such a law would 
put tremendous power in the hands of 
the governor—enable him to punish 
his enemies and protect his friends. 


An irresponsible council, they say, 
could blackmail individual businesses 
or whole industries, at least smear 
them with gossip and hearsay, per- 
haps’ drive small businessmen to 
bankruptcy by denying them freedom 
to charge prices reflecting higher 
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Rhode Island's ‘Consumer Council’ Plan 
Termed an Attempt to Control Industry 


By Raymond E. Bjorkback, Eastern Editor 


costs than experienced by 
volume operators. 


They contend petroleum products 
distributors, jobbers and _ dealers 
would be no be***r off in these re- 
spects than would other businessmen 
handling a long list of “necessities” 
in commodities and services. 


large- 


Agents of the council, they assert, 
could pry into a businessman’s af- 
fairs, examine his books, papers, doc- 
uments and correspondence, He could 
be required to submit to the council 
any or all of his records, and testify, 
just as 


in a criminal case, but 


MIDWEST 


A “grass roots” 
program that is 
likely to become a model for the Oil 
Industry Information Committee in 
other heavily populated sections has 
been organized in the Chicago Met- 
ropolitan area under the direction 
of Frank V. Martinek, chairman of 
the Great Lakes district and assist- 
ant vice president of Standard Oil 
Co. (Indiana). 

When Mr. Martinek assumed the 
chairmanship early in 1952, one of 
his goals was that an organization 
be created which could carry the in- 
dustry’s message into every section 
of densely populated Cook County 
and surrounding territory. 

Today, Mr.. Martinek is able to 
state that “this is the first time in 
the history of the OIIC program any- 
where in the country that such an 
intensive organization of a major 
metropolitan area has been accom- 
plished.” 

Forming the foundation of the or- 
ganizational structure are 600 job- 
bers, dealers and major company per- 
sonnel who are organized into more 
than 75 smaller OIIC units covering 
all important community and neigh- 
borhood centers throughout the met- 
ropolitan area. 


wouldn't enjoy the protection which 
the courts’ rules of evidence provide. 
+ * * 


Conceivably, say the industry crit- 
ics of the council plan, it could lead 
to supply shortages—some companies 
might prefer to withdraw from the 
Rhode Island market rather than 
expose themselves to the possibility 
of the council’s one-sided “star cham- 
ber” proceedings; or, denied what 
they consider fair prices for their 
products and services, the companies 
might decide to market elsewhere. 


“This bill,” goes the argument, “is 
a denial of the American way of 
competitive business and 2 repudia- 
tion of the free enterprise system. 
It is typically Socialist in spirit. The 
council members would be, in effect, 
price commissars. Enactment of the 
measure could easily mean the open- 
ing wedge for a socialistic state, and 
subsequent government ownership 
and operation of all business activity 
in Rhode Island.” 


Success of OIIC Campaign in Chicago 
Due to Detailed, Efficient Planning 


By Leonard Castle, Midwest Editor 


In working with Charles J. Wood of 
the Harry P. Dunn Co., Chicago, 
Illinois state chairman, and other 
OTIC leaders in setting up the Chi- 
cago organization, Mr. Martinek 
drew heavily upon his own experi- 
ences in organizing the city for the 
Red Cross drive in 1951. 


* * 7 


Two principal considerations in the 
furtherance of the OIIC program dic- 
tated the organization pattern that 
finally was evolved, First was the 
realization of the necessity for local 
OIIC representation in the key com- 
munities in and around Chicago. Sec- 
ond was the conviction that the 
broadened scope of the OIIC program 
required a tremendous increase in 
manpower so the total OIIC program 
could be distributed among a greater 
number of oil men. 


Execution of the ambitious organiz- 
ing plan fell to R. L. Williams of 
Shell, district vice chairman for 
press, radio and television, and C. 
Cc. Cruea of Sinclair, metropolitan 
area vice chairman. They mapped 
out the boundaries of eight OIIC 
zones within the city limits of Chi- 
cago and nine zones in the suburbs. 


NATIONAL PETROLEUM NEWS 





INTERPRETING THE OIL NEWS 





Suburban zones then were further 
divided for the establishment of 60 
community committees in towns of 
about 5,000 population. Zones with- 
in the city will be further subdivided 
to form neighborhood communities. 


Mr. Williams then directed a let- 
ter to oil companies, large and small, 
and to Chicago dealer and jobber 
organizations, asking them to attend 
a metropolitan area conference. 
Twenty-two men attended. 

From their knowledge of key oil 
men in the 17 zones and 60 com- 
munities, the company, dealer and 
jobber representatives recommended 
candidates not only for zone and 
community chairmanships but also 
for the functional vice chairmanships 
on zone and community OIIC groups, 
These included vice chairmen for 
speakers-films, press-radio, women’s 
program, education program and 
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special events-Oil Progress Week. 

The men making the recommenda- 
tions followed up with each candi- 
date for a zone or community job 
to obtain his acceptance of the ap- 
pointments. The entire metropoli- 
tan organization project now is near- 
ing completion. Within a short time, 
all zone and community OIIC chair- 
men and their committee members 
will be invited to attend an indoc- 
trination meeting at which they will 
learn the full scope of their assign- 
ments and familiarize themselves 
with the OTIC program and its ob- 
jectives. 

Members of Mr. Williams’ over-all 
metropolitan area committee, in ad- 
dition to Mr. Cruea, are George Kurtz 
of Gulf, speakers-film; Victor West 
of Indiana Standard, press-radio-TV; 
T. L. Jenkins of Cities Service, educa- 
tion, and A. G. Naes of Continental, 
special events-Oil Progress Week. 


Competition in Oil Marketing, Refining 
Welcomed in Growing Pacific Northwest 


By Frank Breese, Pacific Coast Editor 


i Competition in 

the booming Pa- 
cific Northwest market keeps grow- 
ing. 

The Utah Oil Refining Co. reports 
that it is about to construct a net- 
work of service stations in Washing- 
ton. No details have yet been given 
out, but P. L. VanderJagt, assistant 
general manager of marketing, com- 
ments, “We plan to develop the area 
extensively.” 

The firm has leased storage facili- 
ties in Pasco, Wash., to supply the 
retail stations. Refined products will 
fiow to Pasco through a common-car- 
rier pipe line built by Salt Lake Pipe- 
line Co., subsidiary of Standard of 
California, from its Salt Lake City. 
refinery, 


* . * 


Washington is after all the petro- 
leum refining industry it can get. 
When Shell Oil announced that it 
would build a $75,000,000 refinery in 
Washington if state laws permitted, 
the. land laws were quickly revised. 
State legislature amended the alien 
land laws which prohibited foreign- 
controiled corporations from owning 
land in the state, and Gov. Langlie 
signed it into law. 


The Washington (state) Gasoline 
Dealers Assn. reported that with the 
rise of gasoline prices following de- 
control, the service station mortality 
rate “may be heading downward”. 

The association said that many 
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dealers were caved from going to 
the wall by hiking their prices. The 
association said that since low mar- 
gins were in effect in many areas 
when OPS set up its controls, sub- 
sequent increases were eaten up by 
state and federal taxes; and higher 
wages and operating costs narrowed 
the dealers’ margin at an accelerated 
pace. 

The result, said the association, 
was a mortality rate of about 35% 
up to iast year, when it may have 
gone up to 40%. 

Recalling that an  association- 
sponsored survey in 1948 set 6c per 
gal. as the cost of selling gasoline, 
the organization commented, “Since 
decontrol, dealers have found that a 
six-cent margin on regular gasoline 
and a six-and-one-half-cent margin 
on premium are the minimums for 
successful operations.” 

The average margin has been in 
the neighborhood of 5c per gal. 


> * * 


In Empire, Ore., (pop. 4,500), a 
new station opened; and the dealer 
pumped 4,353 gals. the first day. 

Reason for the high-gallonage was 
an intensive promotion program 
which paid off for C. W. Knutsen at 
the debut of his new Union Oil sta- 
tion. Here’s what he did: 

He gave Hawaiian orchids to the 
first 500 women who visited the sta- 
tion on opening day . . . gave helium- 
fiied balloons and banks to the 
youngsters ... gave a free lube job 


to the customer who bought the 
100th gal. of gasoline ... gave 100 
gals. of premium gasoline to the per- 
son who guessed closest to the open- 
ing day’s volume .. . ran spot radio 
announcements on both local sta- 
tions three days prior to the open- 
ing . . . made tape recordings of in- 
terviews with customers for simul- 
taneous broadcast on the two sta- 
tions that evening. 


Richfield Oil Corp., discussing its 
gains in the domestic market, re- 
ported that total gasoline volume 
last year was 82% above 1946. De- 
cember, 1952, was the 55th consecu- 
tive month that gasoline sales in the 
domestic market showed a gain over 
the same month of the previous year. 

Richfield spent some $3,500,000 iast 
year on new marketing facilities. 


In Southern California, distributors 
reported that collections on farm ac- 
counts are slowing down and that 
credit is becoming a definite prob- 
lem, 

* * * 


Private-brand multiple pump op- 
erators in Los Angeles Basin are 
participating in a charity act, with 
promotional benefits, which began 
last week-end and will run through- 
out April. 

The “Save the Children Federa- 
tion,’ with prominent sponsors, is 
collecting blankets for Korean chil- 
dren. At participating stations, 
“Biankets for Korea” boxes are dis- 
played. 

Messages were broadcast over 35 
radio stations and seven TV chan- 
nels, calling on people to contribute 
blankets to homeless Korean refugee 
children and to deposit them at the 
“nearest self-serve gasoline station’, 
said the Serve Yourself and Multiple 
Pump Assn. 


West Coast petroleum stocks have 
hit a new high since the big slump 
after the outbreak of the Korean 
War. 

At the end of January, inventories 
totaled 98,968,000 bbls., a 16 million 
bbl. gain over Jan. 31, 1952—-the 
Korean low point (82,776,000 bbis.). 


Recruiting, training and other em- 
ploye development programs in Shell 
Oil’s six West Coast marketing di- 
visions will be co-ordinated through 
a newly-created office. The new posi- 
tion is assistant to the manager of 
the employe development department, 
organized in New York. W. S. (Bil) 
Roberts, selected as West Coast rep- 
resentative, will work out of San 
Francisco. y 
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Fuel Oil Demand—A Look Ahead to '55 


Oil use should enjoy a “fairly substantial increase” in the U.S. 
heat and energy market during the next three years—despite the 
fact that gas “will take a substantial part of the new markets.” 

This is the over-all conclusion reached in a study prepared by 
Albert J. McIntosh, chief economist, and James A. Coble, assistant 
in research, Socony-Vacuum Oil Co. 

Their report, presented March 24 at the Western Petroleum 
Refiners Assn. meeting in San Antonio, Texas, forecasts market 
trends through 1955, and is based on the assumption that “busi- 


By ALBERT J. McINTOSH 
and 
JAMES A. COBLE 


We are still riding an unprecedented 
business boom that has already lasted 
six years, and apparently will con- 
tinue for at least another year. 

The energy requirements to support 
such industrial activity have been 
enormous. The natural gas industry 
has grown beyond expectations, and 





ness activity will be high.” 

The summary below omits some sections of the report, as well 
as detailed description of the bases of the statistics. These appear 
in the full report, copies of which are available in limited number 
from Mr. McIntosh at Socony-Vacuum’s home office, 26 Broadway, 
New York 4. 


at the same time the fuel oil de- 
mand has averaged gains of 7% an- 
nually. 

Where do we go from here? 

The gas utility industry has in- 
dicated that it sees a potential gain 
in sales in the coming three years 


TABLE 1 
Consumption of Distillate Fuel Oils (Including No. 1 Range Oil) 1949-1955 


(Thousands of B/D) 


District 1 District 3 





























* ha a ‘i Est. Est. Est. Est. Est. Est. 
se 9 1962 1953 1955 1949 1950 41951 1952 1953 1955 
Rafliroads 
Diesel 29.9 35.0 44.3 51 57 70 11.7 16.6 19.9 24 28 36 
Other .. 3.8 5.5 6.3 7 7 8 0.7 0.8 0.9 1 1 1 
et 5s cr ek. ae 33.7 40.5 50.6 58 64 78 12.4 17.4 20.8 25 29 37 
Vessels 
Diesel 14.5 13.9 14.2 15 15 16 10.1 11.2 11.3 12 13 14 
Other .... 1.1 1.0 1.1 1 1 1 0.8 0.6 1.7 2 1 2 
Total . 15.6 14.9 15.3 16 16 17 10.9 11.8 13.0 14 4 16 
Gas & Electric 
Diesel ...... 5.2 5.5 5.1 5 5 5 1.0 1.2 0.7 1 1 1 
CRE tks hss es 12.4 11.7 7.2 5 3 2 0.4 0.4 0.3 =" 
| te Re epee 17.2 12.3 10 8 7 1.4 1.6 1.0 1 1 1 
RR 11.4 11.9 7.8 6 4 2 os ge 0.2 a 
Blectie ......6.0:. 6.2 5.3 4.5 4 4 5 1.4 1.6 0.8 1 1 1 
Smelting, Mining & Mfg. 
Diesel .. 9.7 12.3 13.6 14 15 16 3.8 4.3 4.2 4 4 4 
Other 23.0 37.8 45.6 46 49 48 2.5 3.9 3.9 4 5 5 
Total 5 ee asin ik a «A 50.1 59.2 60 64 64 6.3 8.2 8.1 8 9 9 
CNN 55 es i esi ee, OR 357.7 407.0 421 462 534 5.8 6.3 7.9 8 8 8 
i ws oo ud : 
Diesel 5.0 5.5 4.6 7 9 9 1.8 1.9 3.5 7 8 8 
GU reso ea ivan tees 1.6 2.5 2.4 4 4 4 0.3 0.2 1.3 2 2 2 
oa cemTtal tertetteeeeee 6.6 8.0 7.0 i 13 13 21 2.1 2.8 “9 10 10 
SUED ine Sapna uaes aeen 0.1 0.5 0.7 1 1 1 0.4 0.3 0.4 i 4 
Other. 3.9 3.6 5.4 4 4 4 2.5 4.8 5.3 5 5 5 
WE Siktne cecwiewss<' 4.0 4.1 1 5 5 5 2.9 5.1 5.7 5 5 5 
DCTP R VRP AS Nees 6.9 6 16.9 22 26 33 7.0 8.9 11.1 13 14 18 
Dissel—Tractor SO RAEN N.A. N.A 2.1 2 2 2 N.A. N.A. 3.3 4 4 4 
WR bss. tvietedssvceceds « 6.0 9.7 9.7 11 11 12 3.5 5.2 1.6 2 2 2 
ess isctecca. San 22.3 28.7 35 39 "7 10.5 14.1 16.0 19 20 25 
No, 1 Range Of) .............. 7.5 9.9 9.7 9 9 10 0.8 0.9 2.1 2 2 2 
All = 
esel 71.3 85.3 101.5 117 130 152 35.8 44.4 54.4 65 72 85 
MM RS Ta Sie S0 a vakens 366.4 439.4 494.4 508 550 623 17.5 23.2 25.0 26 26 28 
All Domestic Uses.... 437.7 524.7 595.9 625 680 175 53.3 67.6 79.4 91 98 113 
wedbboese veins 3.2 5.5 12.2 15 12 4 18.5 12.3 23.9 Bvt 41 14 
Total Uses .......... 440.9 530.2 608.1 640 692 779 71.8 79.9 103.3 145 139 127 


;Estimates for 1952, 1953 and 1955 based upon 1951, 
N.A.—Not available. 
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similar to the great upsurge of the 
past three years. Fuel oil should con- 
tinue to increase, but at a lower rate. 
The brunt of stiff gas competition 
will be borne by coal. Export losses 
for oil will offset some of the gains 
looked for in the U. 8S. 


Forecast consumption of distillate 
fuel oils for 1953 and 1955, by dis- 
tricts, is shown in Tables 1 and 2. 
Districts 2 and 4 are expected to 
show the largest gain, while a loss 
is expected in District 3 (due to ex- 
port decline). Changes in kerosine 
consumption (Table 3) should be 
relatively small. 


For residual fuel oils, we expect 
District 1 to show a fairly large 
increase, while the other districts 
are expected to show no significant 
increase, or a slight drop. District 1 
has practically no sales of heavy 
fuel oil to railroads, and therefore 
could not have any loss from the 
reduction in use which may, hurt 
other districts. Another point is that 
the use of heavy fuel oils in the 
power industry is important in the 
East, and we look for great in- 
creases in that area. Some of the 
other districts consume practically 
no residual for that purpose. 





_DOMESTIC PLUS 


DISTILLATES +9% 

RESIDUALS -17% 

KEROSINE -38% 
\ 


KEROSINE ~2% 





CHANGES IN CONSUMPTION 1955 VS. 1951 DEMAND 


DISTILLATES +39% 
RESIDUALS -.5% \ 


\ *' 
DISTILLATES +28% 
RESIDUALS +15% 


KEROSINE +4% 
—ae 








_- - 





DISTILLATES +23%; 


RESIDUALS —4% 
\\rgrosine 11% 











Gas Sales 


Gas available for residential space 
heating, and which is estimated to be 
sold for that purpose, is expected to 
increase by 1955 some 63% over 1951, 
and double the sales of 1950. The gas 
for other uses in residences is ex- 
pected to increase much more moder- 


ately and show only a 26% increase 
between 1951 and 1955. 

Gas that will be used for com- 
merce and industry, however, is ex- 
pected to increase about 43%, with 
the largest increase taking place in 
the industrial, rather than the com- 
mercial field. 

On an over-all basis, these fore- 


TABLE 2 
Consumption of Distillate Fuel Oils (Including No. 1 Range Oil) 1949-1955 


(Thousands of B/D) 
Districts 2 and 4 
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Use 
Range oil ....... 
Tractor fuel 


Other (incl, military) 


All domestic uses 


Total uses 


Use 


2 eae ee 
Tractor fuel .... 


Other (incl. military) ...... 


All domestic uses 


Total uses 





1950 
153.1 
2.5 
29.9 


185.5 
0.2 
185.7 


1951 
157.4 
2.5 
32.8 


192.7 
6.3 


199.0 


District 


1950 
52.8 

6.5 
37.3 
96.6 


96.6 


64.8 
6.2 
33.1 


104.1 
0.4 


104.5 


TABLE 3 
Consumption of Kerosine (Excluding No. 1 Range Oil) 1949-1955 


(Thousands of B/D) 
District 1 


Est. 
1952 
160 
3 
36 


199 
2 


201 


Est. 
1952 


34 


100 


100 


Est. Est. 
1953 1955 
167 163 
3 2 
40 
205 
1 


206 


District 





1951 
14.8 

2.4 
15.8 


33.0 
10.3 


43.3 





1951 
0.3 
7.6 
7.9 
1.7 


9.6 


Distriet 5 


3 





Est. 
1952 
16 
2 
18 
36 
19 


55 








TABLE 4 TABLE 5 


Number of Dwelling Units 
Heated by Various Fuels 


(Thousands) 
Central Heating 
Utility 
Coal Wood Gas LP-Gas Other Total 


Gas and Distillate Fuels Used for Space Heating 
Total U. S. 1950-1955 


(Expressed in Equivalent of Thousands of B/D) Liquid 
Year Fuel 


Annual Rate ... 


Gas 
(All 


Distillate 
Fuel Oils 
(Heating 
and No. 1 


Types) Range Oil) 


654 
756 
818 
869 
973 


Total 
1,051 
1,256 
1,435 
1,548 
1,787 


Increase from Prior Year 


Gas 


117 
62 

135 
67.5 


Fuels 


102 
62 
51 

104 
52 


Total 


205 
179 
113 
239 
119.5 


NOTE: Data for 1950, 1951 and 1952 adjusted to normal weather 


rate. 


TABLE 6 


April 1940 
Apri] 1950 


10-year change. 


10-year change 
adjusted* 


April 1940 .... 


April 1950 .... 


10-year change —2,495 —3,393 


10-year change 
adjusted* 


10-year change 
adjusted* 


.. 2,530 —3,433 


—4,428 —3,563 


373 = 11,080 30Est. 1,666 100Est. 14,152 
250 5,719 195 4,678 452 20,724 
—123 4,639 165 3,012 352 6,572 


—130 5,096 181 

Non-Central Heating 
7,362 2,550 178Nst. 1,207 
3,969 5,204 676 
2,654 498 


3,314 384 6,947 


550 Est. 19,469 
4,437 641 20,054 
3,230 91 585 


2,594 545 3,340 99 615 
Total 


7,690 726 6,654 483 7,562 


*Census preliminary report adjusted for non-reporting and to end of 


year basis. 


Estimated Net Change in Numbers of Dwelling Units 
Heated by Various Fuels Annually from 1941 


1950 
10 Year Total 
1951 


(Thousands) 


Central Heating 
Utility 


Wood 


+ 934 


LP-Gas 


H+ tH+eetttt 


Non-Central Heating 


+ 640 
+110 
+110 
+110 
+110 
+312 
+ 528 
+ 237 
+124 
+313 


+ 2,504 
+ 160 


+ 200 
+180 


casts show that 45% more gas will 
be sold in 1955 than in 1951 for all 
purposes. Compared with 1950, the 
increase will be 66%. 


Translating these gains into bar- 
rels per day, we find that the addi- 
tional gas in 1955 vs. 1950 is equiv- 
alent to 1,300,000 b/d of oil. This is 
just about as much as the use of 
all distillates in the U. S. in 1952, (and 
those distillates include all home heat- 
ing and Diesel uses, as well as the 
rest of the distillates which various 
users consume). 


We emphasize this is not the 
amount of gas that is going to be 
available, but simply the increase dur- 
ing the five-year period. Percentage- 
wise, the greatest increase is fore- 
east for District 1. 


Gas Has Edge—tIn Table 4, we 
have compared the uses of gas with 
distillate fuel oils for space heating. 
One of the interesting facts from this 
study is that in the 1950-1955 period 
these two fuels are estimated to in- 
crease about 70% in the space heat- 
ing market. The analysis shows 
also that gas is expected to obtain 
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a much larger share of the increase 
than distillate fuel oils, which has 
been the case in recent years. 

As for gas vs. oil competition in 
commerce and industry, the gas in- 
dustry forecasts there will be some 
60% more gas sold to industry in 
1955 than there was in 1950. But for 
oil fuels, we think there will be less 
than 5% additional sold. In fact, 
during recent years small decreases 
(mostly residual) have shown up. 


Home Heating 


Changes that have taken place in 
the way people are heating their 
homes are shown in Table 5, which 
covers the 1940-1950 period. The table 
shows that the greatest number of 
homes are heated by coal. But dur- 
ing the 10-year span, both coal and 
wood lost heavily, while utility gas 
and oil gained spectacularly. A new- 
comer to the market — LP-gas — 
gained almost % million new users. 

From this data, plus yearly figures 
on new dwelling unit completions, 
yearly changes in each of the fuels 
were approximated, as shown in Table 
6. This table also projects future 
changes to 1955 and shows a contin- 
uing loss by coal (although at a slow- 
er rate than in the postwar period). 


Effect of Weather 


Weather conditions naturally af- 
fect the total fuels actually used. For 
statistical analysis work, records or 
estimates of actual consumption must 
be adjusted. From an analysis of 
the consumption of oil used by dif- 
ferent classifications of consumers, 
we are able to estimate about how 
much oil is used over and above the 
normal, when weather turns colder 
than normal, and how much is not 


TABLE 7 


Fuel Oil Consumption Affected by Weather 


used when weather is warmer than 
normal. 

Oil consumption in the U. S. was 
below normal in each of the last 
four years. The year 1949 was quite 
warm, and U. S. consumers were 
able to save about 105,000 b/d of dis- 
tillates, kerosine, residual] and LP-gas. 
The year 1950 showed a saving of 
16,000 b/d, confined to the eastern 
area, since the Midwest was colder 
than normal that year. The year 
1951, being slightly warmer than 
normal, created a saving of 50,000 
b/d. And 1952, about as “warm” as 
1949, produced a saving of about 102,- 
000 b/d. 

Can Be Misleading—However, in- 
dividual months or even quarters of 
the year generally show consider- 
ably larger differences than these 
annual deviations, because weather 
over a year tends to average out. 

Without calculations of the effect 
of weather, a study of the raw or 
unadjusted figures for consumption 
very often would mislead the industry 
and the executives in the various 
companies as to the actual conditions 
and the true normal rate of demand. 

In order to show how these vari- 
ations come about, we have shown on 
Table 7 the total numbers of barrels 
of the three kinds of fuels subject to 
weather variations. 

In Table 8, we have taken these 
quantities and divided them by the 
number of degree days in the various 
districts over the last four years to 
produce a table of the consumption 
of oil per degree day. 

A table like this has some interest- 
ing uses, 

For example, if it is found that 
the weather in District 1 for any 
recent day was one degree below 


(Portions of Various End Uses) 


Thousands of Bbis. Annually 


34,602 38,580 
99,791 116,581 
38,143 44,713 


District 1 
i ree 
Distillates 
Residuals 


Sree. 199,874 
Districts 2 and 4 
PET OTe oe 
Distillates ... 
Residuals 


15,695 
55,078 
12,118 


20,112 
66,503 
15,293 


MO} cca vase cee 82,891 101,908 
District 5 
Kerosine .......... 2,007 1,898 
Distillates ......... 17,885 18,761 
Residuals .......... 8,760 9,855 


BURR 5 os teicneses 28,652 


Total U. 8. 
Kerosine ........++. 
Distillates 


30,514 


52,304 
172,754 
59,021 


60,590 
201,845 
69,861 


Woes cece secs SLOW 


332,296 


NOTE: Consumption of similar kinds in District 3 excluded as not 


subject to weather adjustment. 
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District 1 ... 


1951 1952 District 5 .... 
40,077 41,504 
132,130 136,884 
42,340 43,920 


214.547 District 1 


Kerosine ....... 
Distillates 


222,308 


21,645 
76,650 
17,155 


20,862 
81,252 


17,202 Districts 2 and 4 


Districts 2 and 4 ...... 


Residuals ............- 


normal, then we could assume that 
consumers saved about 47,000 b/d. 
This is somewhat higher than 1952 
as shown on the table (45,300 b/d), 
and would take into account the rising 
trend. 

Comparable weather in Districts 
2 and 4 would create a saving of less 
than half of this quantity. Therefore, 
it is important to know not only the 
weather, but the relative importance 
of the areas where these weather 
variations occur. The average degree 
days shown in Table 8 for each of the 
three districts are calculated from the 
weather in a great many cities, 
weighted by our estimates of the rel- 
ative importance of consumption in 
the area surrounding those cities. 


Chemical Slows Corrosion 
In Home Fuel Oil Tanks 


NPN News Bureau 

NEW YORK—Shell Oil Co. has 
developed a new chemical product 
that can double the life expectancy 
of home heating oil tanks by retard- 
ing corrosion, according to F. §8. 
Clulow, vice president. 

Called Sonitor, the new product is 
poured directly into the fuel oil tank, 
where it setties to the bottom, mix- 
ing with moisture. It stops electric 
current set up through water in the 
corrosion process, and reacts with 
metal to form a protective coating 
on the metal surface. Application 
about once every three years should 
prolong tank life many times, Mr. 
Clulow said. It is being marketed 
in small cans. 

Effectiveness of Sonitor has been 
proved by intensive experiment in 
the company’s laboratories and by 
field trials in more than 50,000 home 
oil tanks. 


TABLE 8 


Degree Days Annually 


1949 1951 1952 
4,734 . 4,892 4.909 
5,849 . 6,574 5,909 
3,657 . 3,662 3,569 


Consumption of Fuel Oils Per Degree Day 


(Thousands Barrels) 
1949 


7.2 
20. 
8. 


a LOT 


IB he Distillates 

115,450 119,316 

District 5 
Kerosine 
Distillates 


1,642 1,062 
20,075 20,496 
9,490 9,882 


31,440 Total U. 8. 


Kerosine -.... 
Distillates 


31,207 


63,364 
228,855 
68,985 


63,428 
238,632 


71.004 LP-Gas (est.) 


361,204 373,064 


Residuals ............. 


Residuals ............. 


Residuals d Acduale atiaduil 


38. 11. 


Includes portions of heating oils, railroads, gas oils, company use 


and range oils which are consumed for space heating. 


NOTE: Consumption of similar kinds in District 3 excluded as not 


subject to weather adjustment. 
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A MESSAGE TO AMERICAN INDUSTRY ® ONE OF A 


SERICS 


FOR REAL HELP 
TO SMALL BUSINESS 


It is ironic that one of the first jobs of the 
Eisenhower administration, so widely, and 
erroneously, tagged as a “big business” ad- 
ministration, must be to go to the relief of 
small business. This is necessary because the 
preceding administration, while continually 
proclaiming its tender regard for small busi- 


ness, actually impaired gravely the ability of . 


small business to carry on successfully. This 
it did in the necessary haste of devising an 
emergency tax program to finance rearma- 
ment and the Korean War. Now the new 
administration must revise this tax structure 
to give small business a chance to make its 
key contribution to an expanding American 
economy. 


How Taxes Hurt Small Business 


Since the outbreak of the Korean War, 
small business has been handicapped by two 
principal features of the emergency tax 
program: 

1) Many small firms are unable to retain 
enough of their earnings to provide for ex- 
pansion because these earnings are drastically 
limited by the excess profits tax. 

2) Small companies have received a very 
small share of the tax concessions allowed 
by the federal government to encourage con- 
struction of defense facilities. 

A small business that succeeds and hence 
grows is particularly hard hit by the excess 


profits tax. That tax, of course, applies to 
corporations having a net income of more 
than $25,000 per year. It results in taking up 
to 82 cents on every dollar of profit that the 
company earns above what is called an “excess 
profits credit.” For most small companies the 
credit depends on what was earned in 1946-49. 
This creates an element of gamble and dis- 
crimination in determining the amount of tax 
to be paid. Time has proved that it is impos- 
sible to select a base period for the tax that 
is fair to all companies. A young company 
starting in 1946-49 is peculiarly vulnerable, as 
its earnings in that period were necessarily 
low. Even on modest earnings today, it would 
pay a high excess profits tax. 

It is true that Congress wrote into the ex- 
cess profits tax law provisions to lessen the 
impact of the tax on growing companies. 
However, none of these provisions in prac- 
tice has given much relief to small business. 


‘‘Relief’’ Provisions Give Little Relief 


Small firms rely almost entirely on retained 
earnings to provide funds for improving their 
plants and equipment. They get very little 
help from the provisions (1) that no more 
than 70 per cent of total profits can be taxed 
away, (2) that additional earnings are al- 
lowed on an increase of invested capital or 
(3) that growing companies are allowed a 
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rate of return on capital equal to the industry 
average. 

Most large firms can obtain additional funds 
in the securities market. But small firms find 
it difficult to increase their capital by selling 
securities, since investors generally prefer 
the stocks or bonds of nationally known and 
seasoned companies. Few small companies, 
therefore, can reduce their tax burdens by 
increasing their invested capital, and few can 
meet their needs for equity capital if their 
rates of profit are no higher than those of the 
leading companies which generally set the 
average profit. 

Small business has been equally at a dis- 
advantage in the matter of accelerated de- 
preciation for tax purposes. The government 
has encouraged a great expansion of our 
industrial plant, despite the very high rate of 
taxation on corporate earnings, by granting 
certificates of accelerated amortization on new 
plants built to support the defense program. 
These certificates allow business to charge 
off the cost of defense plants at a rapid rate. 
This decreases the earnings that are subject 
to taxes, and so increases the part of the 
earnings that may be retained in the business. 


Growth is Stifled 


But most of these tax concessions have been 
made to large firms especially equipped to 
handle the complex problems of defense pro- 
duction. Of the $12 billion of new facilities 
so far approved for fast amortization, only 
11 per cent are for companies with less than 
500 employees, although the share of such 
companies in the normal civilian business is 
about 30 per cent. In only 2 of 12 industries 
studied by the Small Defense Plants Admin- 
istration were small firms receiving what was 
estimated to be a fair share of the total tax 
amortization awarded. 

Because they are unable either to retain 
enough earnings after taxes or to step up their 
depreciation allowances, most small firms are 
unable to keep up in the race to expand and 
modernize plant capacity. The Small Defense 
Plants Administrator, in his report to Con- 
gress, emphasized that small companies have 
been unable to do their full part in the de- 
fense program for lack of capital. 

The Council of State Chambers of Com- 
merce recently published an eight-state sur- 
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vey showing widespread cutbacks of plans 
for new plants by small and medium-sized 
companies. According to this report, “high 
federal taxes enacted since the beginning of 
the Korean War appear to be placing an effec- 
tive brake on the rate of industrial expansion 
in all the states surveyed and probably in the 
48 states generally . . . It is principally the 
small and medium-sized companies whose 
growth is being stifled.” 


Some Ways to Help 


The first step to relieve small companies 
should be to free them from the excess profits 
tax. The nation as a whole would be far better 
off if the excess profits tax were allowed to 
die as scheduled on June 30, since the tax 
promotes waste as it stifles incentives. It is 
quite possible, however, that the politics of 
tax reduction, as opposed to the economics, 
will prevent the elimination of the tax during 
1953. 

If the tax is extended, provision should be 
made for a much broader exemption to 
smaller corporations. If net income up to 
$100,000 a year, which in these days still 
constitutes small business, were exempted 
from the tax, the loss of revenue to the gov- 
ernment would be about $175 million. This 
relatively small amount could easily be offset 
by an increase in employment and incomes 
if small business is freed from its financial 
strait jacket and allowed to expand. Care- 
ful attention should be given also to the pos- 
sibilities of allowing a higher rate of return 
on the first $1 million of capital (roughly the 
amount it takes to provide 100 jobs) and of 
making special accelerated depreciation al- 
lowances to smaller firms. This is a matter 
so important that we shall return to it in a 
future editorial. 

Relief for small business—relief from a 
financial paralysis that has kept it from play- 
ing its dynamic part as a growth element in 
our economy — would do much to give the lie 
to the notion that the Eisenhower administra- 
tion is a “big business” operation. Much more 
important, it would be a long stride toward 
releasing the dynamic energies of many small 
businesses and businessmen to forward a 
continuing and expanding prosperity. 
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Domestic Market Slow; Foreign Trading Active 


Trading reports in oil markets tended more to stress 
foreign developments during the last full week of March 
as domestic markets, caught in a between-season lull, 
waited for gasoline season to begin. 

Activity on the foreign front followed closely on the 
easing of ocean tanker rates. This lowering of ocean 
transportation costs had a deadening effect on coastal 
distillate trading, but with the result that East Coast 
tanker terminal operators began switching from a deliver- 
cargo basis to a FOB Gulf market, particularly as far 
as their forward requirements were concerned. 

In the rest of the nation east of the Rockies, products 
reacted variously to the closing of the heating season and 
approach of spring. Residual fuel was firmer in Gulf 
markets, but was not particularly steady in the Mid- 
Continent. Chicago area suppliers said residual fuel was 
steady, but reminded that they had gone through “pain- 
ful” price reductions during the heating season. 

As interest dwindled in light fuels, the trade generally 
was apprehensive about summer developments because 
of big carry-over stocks in the Mid-Continent. Gasoline 
inventories were high also, but prices were steady and 
refiners were optimistic about the summer market be- 
cause of signs pointing toward an early spring. Against 
a background of spotty price wars, there also was a re- 
tail price hike in gasoline by many Michigan private- 
brand dealers (see below for details). 

The weak tanker market (USMC minus 25 to 35%) 
brought a dampening of Canadian interest in No. 2 fuel 
barge offerings at New York. With drop in ocean trans- 
portation, No. 2 fuel from Caribbean could be laid down 
at Toronto at “not much over 9.65c,” same as posted New 
York Harbor price. 

A Greek purchase of approximately 975,000 bbls. of 
bunker oil was sold on delivered basis of $2.15 bbl., 
which sources said amounted to a “discount” (on basis 
of USMC freight scale) of “almost 40%.” Mutual Sec- 
urity Agency described the transaction as a “very signi- 
ficant contract” pointing out that bidding was “very 
active’ with virtually all majors and some U. S. and 
foreign Independents bidding. MSA also said in an “un- 
precedented” move, majors quoted fixed freight rates “far 
below” company rates. 

Early this week, however, signs of strength were ap- 
parent in tank steamer chartering rates. Rate for black 
oil in Gulf-North of Hatteras trade climbed to highest 
level since end of January with fixture of a T2 for prompt 
trip at $2.00 per ton (USMC minus 30%), up 29c from 
recent charters, and three majors entered market for 
both clean and dirty voyages to New York. 

In foreign trading it was disclosed that Greece is in 
market for approximately 238,800 gals. of various grades 
of lubricating oils for military purposes, and about 24,000 
lbs. of general purpose and military greases. 

Meanwhile, the “increasing exchange value of the U. S. 
dollar,” was given as the basic reason for a 6c per bbl. 
crude hike in western Canadian fields by Imperial Oil, 
effective March 19 (see p. 53). Effective the same date, 
Royalite Oil Co. raised its posted price for absorption 





gasoline (Reid Vapor Pressure of 45 Ibs. p.s.i.), Valley 
(Alberta) field, 3c to $2.8675 per bbl. 

On the domestic scene, East Coast terminal operators 
saw a disparity between delivered prices for No. 2 fuel 
and what material would deliver for if bought on an 
FOB Gulf basis with current freight charges added— 
8.96c per gal. as against 8.6c. (Price of 8.96c is contract 
price of 9.05c less 1% cash discount.) 


It was pointed out that while there is no telling what 
tanker rates will do from day to day, some terminal 
operators already had switched part of their commit- 
ments from a delivered basis to FOB Gulf. With some 
operators it was not a matter of choice, but due to cut- 
backs in gallonage on part of their suppliers who earlier 
had reached out for more profitable distribution—that 
of barge resellers and direct consumers. 

In recent report to stockholders, Sinclair’s president, 
P. C. Spencer said his company was converting a steadily 
increasing proportion of its sales volume from spot and 
cargo sales at wholesale level to service station and 
consumer sales because of higher price realization. 

Other supplying companies have tightened up on trade 
with terminal operators by narrowing the difference be- 
tween summer and winter takings. One supplier last year 
sold on a 40-60 basis, but next season will put his de- 
livered cargo trade on a 43-57 basis. 

So far this year, four terminal operators—two in Bos- 
ton and two in New York—reportedly have negotiated for 
“extra” No. 2 fuel FOB Gulf for summer and fall lifting. 
The biggest purchase, that of six cargoes, calls for three 
deliveries in the summer and three next fall. One of these 
operators entered the Gulf market because one of his 
suppliers had been cutting back his supplies at rate of 
25% per year until the account is closed. 

Inventories of natural gasoline and allied products at 
refineries, plants and terminals declined in January to 
lowest point in two years despite sharply higher produc- 
tion this year as compared with January two years ago, 
according to a Bureau of Mines report. January inven- 
tories stood at 7,575,000 bbls. down 2,520,000 bbls. from 
July 1952 peak, and lowest since Jan. 31, 1951, when 
supplies were 7,474,000 bbls. Bureau said January pro- 
duction was off 5,000 b/d, but at 665,000 b/d, was 107,000 
b/d higher than in January 1951. (See p. 60 for details). 

The LP-gas market continued quiet with material 
channeling into underground storage tending to delay 
summer “discounts” (see p. 61). 

Wax prices, meanwhile, were on the up side of the 
ledger due to a cutback in lubricating oil production. Low 
quoted price for scale wax was 0.25c higher in Western 
Pennsylvania at 4c. One supplier withdrew his quotation 
of 3.75c, adding he had not set his price for April, as 
yet. Most other suppliers indicated sold up positions. 
However, a sale of 50 tons at 4c was disclosed. 

One wax buyer said he had been unable to obtain 40 
tons of 130-132 AMP semi-refined product, slabs in bags, 
at the Gulf for prompt export. Others said 125 to 133 
melting point fully-refined grades also have become “un- 
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Summary of Daily Gasoline Prices (March 24 through March 30) 


Tuesday 
March 24 
13.2-13.25(2) 
12.5 





Monday 


Friday 
March 30 March 27 
N, Tex. (Texas & New Mex, shpt.) .. 13.2-13.25 13.2-13.25(2) 

+ Tex. (Texas & New Mex, shpt.) .. 12.5 12.5 
Tex. (Truck Tsp.) ....eseceseses 12.25 12.25 12.25 12. 
Cent, W. Tex. (Truck Tnsp.) occccece cose cove osee a+ 

Motor Gasoline 90 Oct. (Premium): 

x, = & (Texas & New Mex. shpt.) .. 


Thursday 
March 26 


13.2-13.25(2) 
12.5 


Wednesday 
March 25 


13.2-13.25(2) 
12.5 


(Texas & New Mex. sh ae os iz i 45 ee 2s 12 ie ts 
“ty be . a 

Tex. (Truck eee cet "75-12. 75 11.75-12.75 , 1175-12. 75 

t. W. Tex. (Truck Tnap.) 2... ééa ease 6eus yew . eens 


(3)11.5-11.875 (3)11.5-11.875 
(6)11.375-11.75 (6)11.375-11.75 
(Ou: + Let 7 (4)11.375-11.75 
, Tex. (7 & 3 Ne Mex. sh ; iG 2 Tasag io 
jn. ‘exas 4 ex. oe 
LF ay eee . (2) 11 46-12 (2)11. 76-12 
Sent. ¥ Ww. K truck WOES ovine’ 12 12 
wa gs ha 86 Oct. (Premium): 
N, Tex. (Texas & New Mex. shot.) ee egee epee 
W. Tex. (Texas & New M 12 i2 
BE. Tex. ( Tnsp. — ars i 11.75 11.75 
Moter Gasoline 84 Oct. (aguas: 
N, Tex. (Texas & New Mex, shpt.) .. 
W. Tex, iFenne & ie New Mex, shi é 10.75-11.25 10.75-11.25 
. Tex, (ee 2 eng mien S's 10.75-11.25 10.75-11.25 
~ We oe (Truck ‘rnsp.) 2. eeeee coco eeee 
Motor Ssthoeg 82 Oct, (Regular): 
ae.. Group 3 (Okla. shpt. . ' (4)10. £10. 875 
Okla., Group 3 ty A if ¥ setae tt ee . 
spe western (Group 3 basis . . (1 O37 5-10. 0.375-10.5 10.5 
Tex. (Texas & New Mex. shpt.) . . 75-11.25 (2) 10. wi. 3 y x i1. 
W. Tex, (Texas & New Mex. shpt.) . . 10.75-11(2) 10.75-11¢ 10.75-11(2) 
EB. Tex. (Truck Tnsp.) ee 0.75-11 (2)10.75-11 \ (2)10. 75-11 
Cent. W. Tex. (Truck’ Tnsp.) ....+. 0. 10.75 0.75 10.75 
Motor Gasoline 66 Oct, M & below: 


10.75-11.7 10.75-11.7 


9.625-10.125 
9.5-9.875 
9.625-9.75(2) 
(2)9.75-10.8 
10.25-10.5 
—— 5 


9.625-10.125 
. 9.5-9.875 
9.625-9. 75(2) 9.625-9.75(2) 
(2)9.75-10.8 (2)9.75-10.8 
Tex. . . ‘ 10.25-10.5 10.25-10.5 
E. Tex. (Truck Tnsp.} wasecee . , 9.875-10.5 
Cent. W. Tex, (Truck Tnsp.) ........ 10 10 
Motor Gasoline 92 Oct. aac a? 


ene ee MOTRGS . .n .caovcccecseotuness 


é 13.85-15 
£3 harbor, barges ......sse0e+ 
a 


13.75-14.9 
15.15-15.2 


15.05 
12.9-15(2) 
12.8 








lle 
yest 737) 


~ 


13.85 
13-13.75 
15.15 


PRSEE 
x) 


13. 
13- 
15. 
15. 
12. 
12. 


15.06 
12.9- 
12.8-13 


ee 
Ps 


(2022. 85-13.6 
12-13.4 

(2)13.7-13.9 
13.6-13.8 
11.9-13.5 
11.8-12 


Eee 


(3)32. — 


4 
(2) 13. 7-13.9 
13.6-13.8 
11.9-13.5 
11,.8-12 


tet et et 
per cogetno 
ees 


13.75(2) 
12.75(2) 


13.75(2) 
12.75(2) 


13.75-13. 13.75-13.9 
1275-12. 8¢2) 12.75-12.9(2) 





obtainable” at the Gulf. The lowest price reported for 
124-126 white crude scale in packages, FAS New York, 
was up 0.1c per Ib. to 5.1c. 

Reductions of 0.15c per gal. were made in Socony-Vacu- 
um’s consumer prices for distillates in tank car lots in 
western New York State and New England (see p. 59 
for new prices). Other major suppliers also reported 
similar reductions in New York State and New England 
to tank car consumer buyers, thus erasing the differential 
between consumer and reseller tank car prices. 


Against a backdrop of gasoline price wars in other 
areas, a large number of private brand service station 
operators in Kent County (Grand Rapids), Mich., and in 
four nearby counties raised their retail prices 1c for both 


Grand Rapids, Mich., (6.5c) — Private brand dealers 
raised their retail price for regular-grade gasoline 1c to 
19.5c. Similar moves on part of private brand dealers were 
reported in Ottawa, Kalamazoo, Calhoun and Ingham 
counties. Grand Rapids dealers said increase was neces- 
sary because of higher operating costs. Major brand 
dealers in Grand Rapids continued to sell regular gaso- 
line at 21.5c. 


Erie, Pa. (7c)—No change in city’s low postings of 
11.9c for major brand regular-grade gasoline, but more 
major outlets cut prices 2c to 12.9c. 


York, Pa. (7c)—Retail gasoline price war appeared on 
the mend. Dealer tank wagon prices moved back up 


regular and premium-grade gasoline. 

Details of the Michigan dealers’ action and price wars 
follow. Prices are exclusive of state and federal taxes, 
the amount of which is shown in parentheses. 
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to 15c. Reason given for about face was trend of re- 
tail prices toward “normal.” Some stations that had 
been 14.9c and 15.9c for regular-grade hiked prices to 
18.9c, 19c and 19.5c; 19.5c was. pre-war price level. 
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GULF COAST 
Field Shutdown May Cut Products Supply 


The April 1 shutdown of production in the Spraberry 
Trend that has been supplying about 100,000 b/d of crude 
oil may do much to correct some of the current surplus 
in the Gulf Coast refined products market, according to 
reports the past week. 

There was no immediate effect on cargo quotations, 
however, For early lifting, only two refined oils recently 
have come in for any measure of demand—high octane 
motor fuel and bunker oil. For forward lifting, on the 
other hand, there is considerable interest in No. 2 fuel, 
and several “large” sales have been closed. 

The Spraberry shutdown for excessive gas flaring made 
for reduced crude takings by a number of refiners, in- 
cluding Humble, Shell, Atlantic, and several of the Inde- 
perdents with deepwater outlets on the recently-com- 
pleted Rancho Pipe Line. 

With spring gasoline demand generally not yet in full 
swing, and with government withdrawals of jet fuel at 
a relatively slow pace, regular-grade and low octane 
gasolines and kerosine all were in a fairly easy supply 
position. There also were several quotations made at 
8c for prompt loadings of No. 2 fuel. 

Closings on several large lots of No. 2 for forward lift- 
ing were indicated as some eastern terminal operators 
were increasing the rate of their FOB Gulf pick-ups in 
relation to delivered cargo quantities. 

While supplies of most products were “easy,” refiners 
appeared under no pressure to find outlets, according 
to reports. The large refiners all have big supply lines 
on distillates—the Midwest, the East Coast, Canada— 
that need to be filled up. And many of the Independents 
still have substantial orders for gas oil for export on 
their books. 

An unseasonal development was the “rather strong” 
demand for heavy fuel, and bids have been placed for 
bunker oil at $1.50 per bbl., the generally quoted cargo 
price. However, one refiner who had been quoting $1.50 
withdrew his price, and .another refiner said that, were 
he to offer heavy fuel for spot lifting, his price would be 
“about $1.60 per bbl.” 


ATLANTIC COAST 


Consumer Tank Car Distillates Cut 


Reduction of 0.15c per gal. in tank car prices to distil- 
late consumer customers was reported by a number of 
sellers at middle Atlantic and New England points the 
past week. Although there was an “air of expectancy” 
as to possible developments also in refinery and terminal 
prices to the trade in general, these prices were unchanged 
in principal East Coast districts. 

The cut of 0.15c to the consumer distillate trade spelled 
the end of a differential at points north of Virginia that 
has been in effect since the Office of Price Stabilization 
permitted the increase in the summer of 1952. It has 
been an “unworkable differential,” according to most 
sources in the trade, and during the past few months 
instances were reported when suppliers posted a consumer 
price 0.15c higher than reseller quotations, but failed, 
for reasons of competition, to bill on this basis. Then, 
too, some suppliers since last summer have posted the 
same prices for distillates to both classes of trade. Rail- 
road buyers in particular had threatened to leave their 
regular “consumer-price” suppliers for the lower reseller 
schedule. 

With the heating season drawing to a close, resellers 
generally were p on the assumption that low 
distillate inventories were the best “protection” against 
the possibility of spring price declines. Asa result, needs 
of a few resellers were reflected in inquiries for only 
small spot barge lots, generally about 5,000 to 7,000 bbis., 
and a few sales of No. 2 were said to have been closed 


at 9.3c at New York Harbor. Sales at this price could 
not be confirmed. 

Gasoline, kerosine, and residual markets for the most 
part were quiet. At New York Harbor, a few inquiries 
for bunker oil for shipment to nearby seaboard points 
were reported, but prospective buyers were. said to be 
interested in supply only at “ridiculous” prices. New 
York suppliers quoted $2.00 for heavy fuel, unchanged. 


CHICAGO DISTRICT 


Heavy Fuel Edges Lower in Quiet Week 


Heavy fuel prices edged slightly lower in Chicago Dis- 
trict last week, a period described by many in the trade 
as one of the quietest trading periods in months. Light 
fuels still offered at “discounts,” continued to be with- 
out buyers. Refiners said call for gasoline was up some, 
but spring demand had not yet taken hold. 

Suppliers quotations for No. 6 fuel ranged from 5.2 
to 6.05c, FOB Chicago District, down on the range low 
from 5.25c. Shipments of residual fuel to heavy industry 
were “fairly steady” and suppliers reported no storage 
difficulties, 

Purchase of “a few” transport loads of high-sulfur 
No, 6 fuel at 5.25c, Chicago District, were disclosed, but 
in general, movement of residuals was to regular custo- 
mers. 


MIDWESTERN (Chicago-E. St. Louis Area) 
Nos. 1 and 6 Fuels Quoted Lower 


Refiners’ quotations for Nos. 1 and 6 fuels ranged lower 
in Midwest last week following one refiner’s reduction 
for the light product and another’s price cut on the heavy 
fuel. Refiners said gasoline shipments were increasing, 
but open market interest remained quiet. 

Refiners reported quotations for No. 1 fuel from 7.5 
to 8.375c, Group 3, down 0.125c on the low, following 
similar reduction by a refiner. Tank car marketers of- 
fered No. 1 fuel from 7.25c, no trading disclosed. 

Prices for No. 6 fuel narrowed by 10c and ranged from 
$0.85 to $0.90, Group 3, down from $1 on the high side, 
when single refiner changed his quotation, Marketers’ 
offerings of No, 6 fuel mostly ranged from $0.75. 

Gasoline was steady despite high stock positions. Re- 
finers said shipments were increasing and they “looked 
for” a good season, especially in farming trade, be- 
cause of general indications of an early spring. Product 
withdrawals at most Great Lakes Pipe Line terminals 
already have been described as “very good.” 


Gasoline Continues Strong 


An inter-refinery purchase of gasoline in Central Michi- 
gan in last full week of the month revealed product’s 
strength in open market. Light fuels were in snug sup- 
ply at most plants, although one refiner offered up to 
2,500 bbis. each of range oil and No. 2 fuel. Refiners’ 
reports on status of residual fuel still were in conflict. 
mer aed prices were reported unchanged for all prod- 
u . 


Purchase by a refiner of 1,000,000 gals. total of high- 
octane premium and regular-grade gasoline pointed up 
product’s supply position as refiners face start of the big 
consuming season, Same refiner said he may have to 
buy again in four to six weeks. While prices were not 
disclosed, the buyer said they were “very firm.” 

Most refiners were shipping light fuels to their job- 
bers from scant working stocks and admitted that while 
frost law (weight) road restrictions were a “costly 
nuisance,” reduced truck loads did help to build a little 
inventory. Contrariwise, one refiner offered 2,500 bbls. 
each of range oil and No. 2 fuel in open market, prices 
not indicated. 

Residual fuels remained in tight supply at some plants. 
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Nevertheless, refiners said there were “soft spots” in 
their marketing areas that created “price problems.” Two 
refiners said Chicago District’s “low” quotation of 5.2c 
for No. 6 fuel was “causing trouble” in part of southern 
Michigan. 


MID-CONTINENT 


Call for Gasoline Continues to Rise 

Gasoline demand continued to increase in the Mid- 
Continent during final full week of March. Refiners 
generally reported better demand, both locally and at 
northern pipe line terminals. Other products, however, 
such as burning oils, residual fuel and lubricating oils, 
continued in light demand, with open market trading still 
at virtual standstill. 

Tank car gasoline activity remained slow, although 
there was some northern demand for third-grade gaso- 
line to be moved by tank car. Both premium and regu- 
lar-grade continued available “at more attractive prices” 


out of pipe line than material shipped by tank car, 


after considering transportation costs, according to trade 
sources. 

Burning oils continued to drag, as did residual fuel 
and most lubricating oils. In Oklahoma, one marketer 
said “Nos. 1 and 2 fuels are available at just about 
any price a buyer wants to offer,” while majority of re- 
finers admitted “sharp discounts” still were failing to at- 
tract many buyers. 

No. 6 fuel appears to “have leveled off at $0.70, for 
resale,” according to marketers in Oklahoma. As one 
trade source said, however, “price doesn’t mean any- 
thing anymore on fuel oils. Buyers just don’t need the 
products, and they aren’t buying.” 

South Texas lubricating oil demand remained “fairly 
good,” reports indicated. One refiner said he was “be- 
hind in shipments” on some grades. 


WESTERN PENNA. 
Scale Wax Quoted Higher 


Scale wax was quoted 0.25c higher at Western Penna. 
refineries the last week in March, and higher prices also 
were reported for export lots at New York. Lower prices 
on other hand were reported for 600 flash cylinder stock 
and light neutral oil. Low quotations for other products 
remained unchanged. 

Over all, demand picture was unchanged from recent 
weeks, except for steadily improving call for scale wax. 
Lubricating oil trading generally remained quiet although 
two refiners stated there was better movement of both 
bulk and canned oils against contracts. 

White crude scale wax was quoted upward from 4c, 
tank cars, the field, following withdrawal of 3.75c quo- 
tations by two refiners, Most refiners said they were 
sold up for month in advance, and several sales of 40 
to 50 tons at 4c were disclosed. Prices for same product, 
in packages for export, FAS New York, were 0.35c higher, 
ranging upward from 5.1c. Better domestic demand and 
diminishing supply have firmed scale wax rather than 
any increase in foreign buying, refiners indicated. 

Neutral oil, 200 vis., quoted at 26c, remained strong 
while most other lubes were weak. Cylinder stock, 600 
flash, was quoted upward from 22c, and 150 vis. neutral 





Crude Oil Prices 


Western Canada crudes advanced 6c bbl. by 
Imperial Oil (see p. 53). No other changes re- 
— in crude oil prices in week ended March 

For complete crude price schedules, see 
March 25 NPN, p. 50-51. 
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NPN Gasoline Index 


Cents Gal. 
Dealer T.W. Tank Car 
Bard, BO. ck cd antec cevisee’ 15.31 11.78 
Month A@oO ......ee-seeseee: 15.43 11.80 
Went ABD ceccccvvevswe sense 15.26 11.54 


Dealer index is an average of dealer tank wagon prices 
ex tax in 50 cities. 

Tank car index is weighted average of following wholesale 
markets for reguiar-grade gasoline, FOB refineries or ter- 
minals: Okla., Midwest, W. Penna., Calif., N. Y¥. Harbor, 
Philadelphia, Jacksonville, Boston and Guif Coast. 











also upward from 22c, both off 1c. Some refiners, how- 
ever, discounted any “new” weakness in prices for these 
grades, and some stated they would not offer 150 vis. 
neutral lower than 23c, 

Demand continued good for finished petrolatums from 
the domestic trade, and call for crude (dark green) pe- 
trolatum was “especially heavy,” according to several 
sellers. 

Gasoline call was “only fair,” with spring buying not 


- yet in evidence. Despite slowing in heating oil demand, 


industrial demand for light fuels remained good and 
most refiners said they were reaching end of season with 
well-balanced inventories, 


Greece in Market for Lube Oils 


NEW YORK—Greece is in market for 796 tons (ap- 
proximately 238,800 gals.) of various grades of lubricat- 
ing oils for its armed forces, according to reports in trade 
circles here March 24, Inquiry also calls for roughly 24,- 
000 Ibs. of general purpose and military greases. 

Breakdown of lube oils by grade follows: 





ity 

Us. Metric U.S. Gals 
Specification Tons (approximate) 
For Navy 
MIL-L-9080 ..........5 2 ; 15 22,500 
SP ECaeEn f4?reieens: .<ea ‘syaes 80 24,000 
MIL-L-9050 i 38 11,400 
Navy Symbol "2190-T . whe ogres thn 48 14,400 
Navy Symbol 4065 . . ‘ bb ashes 27 8,100 
Navy Symbol 5190 ....... io ; ‘ 9 2,700 
Navy Symbol 2135 ........ ‘ j ‘ 3 900 
For Army 
eT Fe OD eee ee 24 7,200 
2-104-B, SAE 30 FP PO 450 135,000 
2-105-B; SAE 90 (gear oil). pshotay tes 42 12,600 

—  eeee vasuses 796 238,800 


Bids, on the basis ‘of delivered Piraeus in drums (new 
drums preferred) will be accepted until April 8. Ship- 
ment is required within 30 to 60 days thereafter. 


Imperial Boosts West Canada Crude 


Special to NPN 
TORONTO—Imperial Oil had increased by 6c per bbl. 
prices it will pay for crude oil in western Canada fields, 
effective March 19. Company spokesman said increase 
was “to meet the higher competitive cost of imported 
crude at Sarnia, resulting from increasing exchange 
value of the U. S. dollar.” 
Imperial’s new prices in Canadian dollars per Canadian 
bbl, of 35 Imperial gals. (42 U. 8. gals.) follow: 


Field Field 

Acheson/Stony Plain: Golden Spike, D-2 & D-3 
D-2 & D-3 zones....... $2.425 zones 2.425 
Lower Cretaceous zone.. 2.305 Joseph Lake, Viking zone. 2.38 

Armena/Camrose, Viking Leduc-Woodbend. . 2 
ee ee eee 2.35 Malmo: 

D-2 & lower Cretaceous 
zon. 


dade bedeusdas sp ake 2.425 a tanec cece 2.43 
Big’ Valley, D-2 & D-3 zones 2.11 D-3 zone . 2.34 
el, D-2 & D-3 zones 2.33 New Norway: 
Excelsior, D-2 zone ...... 2.355 D-2 zone ...... 2.43 
Fenn, D-2 & D-3 zones ... 2.12 D-3 zone 2.25 
water ... 2.385 


New prices in Turner Valley Field start at $2. 825 for 
33-33.9 gravity and increase 2c per degree of gravity up 
to 64 and over at $3.445. 
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Prices at Refineries and Terminals and by Tank Wagon 


PRICES IN EFFECT MARCH 30 


Prices herewith are reproduced from Platt’s OILGRAM Daily Oil 
Price Service, associated with National Petroleum News, whose rep- 
resentatives in all NPN-OILGRAM offices devote their time exclusively 
to reporting oil industry prices everywhere. 

Prices shown in tables are sales prices or quotations or genera! offers 
or posted prices by refiners, by pipeline terminal operators, and by 
tanker terminal operators; for current sales and shipments; for the busi- 
ness day or period stated; except Tank Wagon prices, prices are for 
bulk lots such as tank car, truck transport, barge; prices applying to 
barges or cargoes or truck transport lots only, so designated; FOB re- 
fineries or terminals; in cents per gal., except per bbl. where § sign is 
shown; wax and petrolatums in cents per pound; ex all fees and taxes; 
for crude oi] and its products lawfully produced and transported; re- 
ported as received by OJLGRAM and Nationa! Petroleum News but not 
guaranteed; for subscribers’ private use only and not for resale or 


GASOLINE 


OKLA., aden 3 (Okla, shpt.) 


CALIFORNIA 
Los Angeles Dist.: 
90 Oct, Prem. 


88 Oct. Prem. ............ (3) 11. 5-11.875 £0 Oct. Reg 
82 Oct. Reg. ............. (4)10.5-10.875 - ina 
80 Oct. Reg " San Francisco Dist.: 


60 Oct. M & below ....... _ 9.625-10.125 =. ae —. 
OKLA., Group 3 (Northern shpt. 
88 Oct, Prem, ... . (6) 11. "975-11. 75 90 Oct. 
82 Oct. Reg. 


60 Oct. M & eens? 9.5-9.875 





San Joaquin oe: Dist.: 
Prem. 


. (6)10.375-10.625 80 Oct. Reg. ...... 


distribution or publication. During period of short supply, some sellers 
and at times all sellers, withhold quotations to new customers or the 
posting of firm prices but give OILGRAM the prices they otherwise 
would quote to the trade in general and which they confine to their 
regular customers only, and such prices appear in the price tables. 
Gasoline ratings are by ASTM Research Method and are minimum 
ratings, except where letter M is used to indicate that octane rating is 
by ASTM Motor Method. For further details of price conditions apply 
to any NPN—OILGRAM office or see back of any OILGRAM Price 
Service invoice. 


For complete price service delivered daily from nearest OILGRAM 
publishing office, New York, Cleveland and Houston, address Platt’s 
Price Service, Inc., 1213 West 3rd St., Cleveland 13, Ohio. Annual 
Subscription rate in U. 8.: $150 per year, payable in advance. 


ARK. (For shipment to Ark. & La.) 


he 2 Se: . err 8.875 

(2)14.1-18.1 Tractor fuel .... eve : 9.5 

(2)13.1-15.6 Diesel fuel 52 & ‘below... 8.5 
Diezel fuel 58 & above. 8.875 

No. 2 fuel dae 8 

85-18. : 

es EF Seppe 7.625 
‘ : ae ee ee ere et $1.70 
No, 5 fuel ... Jeabe ar $1.50 
17.85-18.6 No. Paneth sas vg 1.35 

15.85-16.1 pa es $ 


WESTERN PENNA 
Bradford-Warren: 


MIDWESTERN (Group 3 basis) 

Oct. Prem. ....--....(4)41.375-11.75 KEROSINE, GAS & FUEL OILS Kerosine .....-....+-+++: 11.25-11.96 
$2 ee (5)10.375-10.5 5o cetane eee Fs os cuss 11(2) 
60 Oct. M & below. 9.625-9.75(2) ; No, 1 fuel tees a <9 

agra — 3 (Okla. shpt.) pat No. 2 fuel 10.75~11.2 
N. TEX. (? - - WOE iowa be as coke os 1 St Siok baa 0d ows 10.75—11.2 
93 Oct. Prem. aa ee ee 42-44 W.W. ......--46. 8.375-9(2) 36-40 gravity fuel ........ 10.25 
66 On P 13.2-13.25 Range oil . 8.375-8.75 
- . Prem. 12.75(2) 58 & above D.I. Diesel. 8.125-8.875 Ol City: 
88 Oct. Prem. «ees 11. 75-12.75 No. 1 fuel 7.5-8.75 Kerosine ain (2)11.25-11.65 
ff. & , Seer ere cede Me Stee ....:.. 7.25 5 30 cetane Diesel eae 
= a pes. oq Ghtas fa nas 10.75-11.7 No. 3 fuel 7.25-7.75 No. 1 fuel 10.75—11.15 
so ro Me ace en de bese (2)10.75-11.25 a GD rk ee ee $0.85—1.20 Se S| reat ee 10.5—-10.75(2) 
5 NM gat tude dey pial bia "i RA ee 10.5 
60 Oct. M & below ....... (2)9.75-10.8 OKLA., Group 3 (Northern shpt.) 36-40 gravity OSs rapid 10.5 
W. TEX. (Texas & New Mex. shpt.) Se A = os bs Sess (3)8.375-8.75 Pittsburgh: - 
93 Oct. Prem. 12.5 eS Ee ae (4)8.375-8.75(3) Keros.ne wind 0 a6 we cee be (2)11.4-11.65 
90 Oct: Prem. ............ 12.5-12.75 Range oil . soeseeess 8.125-8.5 50 eetane Diesel ....-..-.. oo 
6 Ot. fra 1212) 58 & above D.I. Diesel... 8.125-8.875 No, 1 fuel ....---.+-+++. 11.35 
86 Oct. Prem... 12 No. 1 fuel BAST ROEs 7.5-8.5 No. 2 fuel ea ueeeeese €3)10.65-10.75 
84 Oct. Reg. . 10.75-11.25 No. 2 fuel 7.25-7.875 No. 3 fuel . soe 
82 Oct. Reg. ............. 10.75-11(2) No, 3 fuel trees (2)7.25-7.75 36-40 gravity fuel SR.See-th.65 
Ye” Se eae wag Mo, © fuel .....csece- $0.85—1.15 . 
60 Oct. M & below 10.25-10.5 ‘ CENTRAL MICHIGAN 
MIDWESTERN (Group 3 basis) (FOB Central Pe refineries. ) 
E. TEX. (Truck tranapert dete) 41-43 ww, (3)8.375-8.625 Kange oi .... 11.55-12.25 
93 Oct, P ae 12.25 42-44 w. = é (4)8.375-8.625(2) 46-49 wow. kero. s Sig aided 11.55—12. a 
90 Oct 11. 75~12.75 Range . gee aie P.W. distillate (2)11.5-1212 
88 Oct (2)11.75-12 58 & EN D.I. Diesel.... 8. 125-8.625 No. 2 tuel 10.75-11.5 
86 Oct : 11.75 te. Ee” SS eee 7.5-8.375 No, 3 fuel .. 10.5-11(3) 
84 Oct. 10.75-11.25 No. 2 fuel 7.25-7.75 U.G.1. gas oil (2)8.5-9.7 
~. Oat. ~ (2)10.75-11 No. 6 fuel $0.85-0.90(3) x No. 5 fuel . sees (2)6.25-8.25(2) 
ct, cane Be, @ PRMD occ cvcadecss (2)6-8 
60 Oct. 9.875-10.5 N. TEX. (Texas & New Mex, shpt.) 
cunts: We, am ttm 2 toe A143 WoW. woe ee ese. (2)8.75-9.5(2) pn 0 egg ae Oe: Cae ee eee 8° 
‘ . Fans 42-44 w.w. ... Se eee at 9 2 
oe ere 12 58 & above D1 Diesel... (2)8.5-9.25 Keroiine ..... codecs kwwes 11.9 
a es ML, adnan baie es ae ‘ 10.75 No. 2 fuel No. 1 fuel 11.7 
60 Oct. oe tee. 10 pi Senaee a 1 ‘RO RC CEE . 
No. 6 fuel x$0.90-1.50 No, 2 fuel .. 10.7 
an dee . rah Diesel (Light & Med.). 11.7 
88 Oct. — t to Ark. ) 11.78 W. TEX. (Texas & New Mex, shpt.) f i 
86 Oct. Prem. PR AEE: ated 41-43 w.w. see 8.75 psecugeabapeneigs 
hee napeencyaaee 10.75 42-44 w.w. .. 9.25-10.25 San Joaquin Valiey Dist.: 
60 Oct. M & below ....... 9.625 58 & above D.I. Diesel. ... ode 40-43 w.w. ... 14.4-14.8 
ee peer errr rer 8. 75-9.25(2) Heavy fuel (PS 400) 2.05-2.15 
KANSAS (For Kansas destinations only) No, 2 fuel ........... 8.5-9 Light fuel (PS 300) ...... 2.35(2) 
90 Oct. Prem, ............ | 11.563-11.8 No. 6 fuel $0.90-1.75 Diesel fuel (PS 200 12.2-13.3 
88 Oct. Prem. ............ 11.563-12.375 Stove dist. (PSs 100) saa 13.7- 14.8 
86 Oct. Prem. : aD E. TEX. (Truck transport lots) hontai Die - sa nats 
S2 Oct. =e. fiisseeneerge 10.563~11.375 Wee ARE so cy es cso 9~9.25(2) — sci 
SO Oct. beeen. eees te Td TREE CEE 9(3) Bo ye Coeur ees 
On. Mo bbw. 9.6-10.625 58 & above D.l. Diesel.... —8.25-9.25 use fuel (PB 400) «.. ae 
WESTERN PENNA, a : oon Stern erereseees 9.125 Diesel fuel (PS 200) ...... 12.2-13.3 
Bradford-W No. 6 fuel $1 00-185 Stove dist. (PS 100) ..... 13.7-14.8 
= oe. ETRE RA: 13.75(2) 5 ss Los Angeles Dist.: 
B. TROB, ccc ccnscecens 12. CENT. W. T transpo 40-43 W.w. ... . (2)13.8-14.3 
pg ye agrees 41-43 Pagid et Seen " “_— Heavy fuel (PS 400) .... 1.80-2.10 
t. Prem os 13.75-13.9 =§=8#2# #88 & shove D1 Died... Light fuel (PS 300) 2.25-2.30(3) 
6 Oct. Res. JENIN qysagec) tan oan Diesel. 8.75 Diesel fuel (PS 200) ..... 10.25~13.2 
Pitts! : ogi alata tated. ayes Stove dist. (P3 100) 10.5-14.7 
Ok, Pee ok 13.9(2) a foe AWS rita ee see. sere Natural Gasol.ne.......... 
$6 Oct. ROS so. soececce 12.912) na wet ee: r 
No, 6 fuel 


OHIO—Quotations of 8.0. Ohio for delivery to 


Ohio points: 
OG: 0t... Rew. cnveecewcisise 13.5 42-44 w.w : ‘ef 
52 & below D.I. Diesel. 
CENTRAL MICHIGAN 58 & above D.I. Diesel. 
(FOB Central Michigan refineries) No. 
‘ No, 
No. 
No. 
No. 








oes NATURAL GASOLINE 


KANSAS (For Kansas destinations only) 


(Group 3 & Breckenridge prices are to biend- 
ers on freight basis shown below. Shipments 
x8.5-9 may originate in any Mid-Continent manufac- 
turing district.) 


(2)7. 75~9.125 FOB GROUP 3 


Grade 26-70 ..... 5&.5¢€Quotations) 
$1.40-1.475 FOB BRECKENIIDGE 
$1.00-1.20 Grade 26-70 .... tala 5( Quotations) 
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Refinery & Terminal Prices (Continued) 
PRICES IN EFFECT MARCH 30 





LUBRICATING OILS 


WESTERN PENNA. 

Prices are for sales made, or offers reliably 
reported, to jobbers & compounders only. 
Viscous Neutrals—No. 3 col. Vis. at 70° F. 200 
Vis. (180 at erases 420-425 fi 











0 pt ae 
10 p.t. eat HOT ag 28.5 r 
pe? eee knpre dabds.0 27.5 79 First Street 
MB Dt. ooo e-ee nese oneness 26(3) ty SCULLY SIGNAL COMPANY cambridge 41, Mass. 
150 Vis. (143 at 100°) 400-405 fi. 
5 ee Sa eae aies Canadian Licensee: EMPIRE BRASS MFG. CO. LTD. Toronto, Ontario 
UF’ oes eoges Naya 25.5 ager 
ec Sle» win 640 oo heeds c 2.5 
tot ance hoa aad 22-2313) 
“eiae the 210 0-550 fl, No. 8 ¢ol 
= vis. a °. §40-55 . o. 8 col, 
0 mipsel atagae 26.5 Marketer of Petroleum Products 
15 p.t. .. sp echeaiks J 25.5 
25 p.t. .. co (2) 24-2514) DRPORATION 
Cylinder Stocks 
600 s.r. filterb’l ........ (2)19-20 
Se Se ékeetesevetuge (2)20-21 
SANNA ics. ss aae oa oo 22-24(2)x New York 
I GE fain cttnsartrnns 27-28 





MIDCONTINENT LUBES —_— warosee ewe Sa RRR eG REN OS 


| 
FOB Tulea basis, for domestic shipment only. | 
Bright oe vis. at 210° Neutrals, vis. at 


ae METAL CLAD TANK INSULATION 








60-85 vis , 11-12 
mee 8. 18125 Our Welded Web insulation method is incorporated within standard ° 
200 vis _* 23-13 specifications of five major oil companies—all repeat order customers. 
s 3. 12. 1 

280 vis. Beeeeeeeee IIS This procedure permanently protects perishable insulation on Asphalt 
Bright Stock—< ‘onventional : and Bunker “C” Tanks. 

vis. ) 
150-160 a a ‘ ae No costly painting—ever—with rust-proof aluminum. 

BD DuBy vce vececscs ce 1- 
ee. eee and Now: A METAL CLAD ROOF SYSTEM 
Bright Stock——Setvent _— welded to the deck, accommodating any insulation—any thickness. 
150-160 vis. 0-10 p.p., 95 v.i. 24-25(4) 
Neutral Ofle—Gelvent (96 v1.) 0 This adaptation of side wall procedure, possesses the unique ad- 
200-210 vis. ..... . 14.5-15.5(4) vantage of a rugged promenade surface. Proof Positive against 
300 vis, .... ARS ShE e+e 15.5-16.543) * 
Cylinder Stocks: wind and weather. 
600 s.r., olive green ...... 18 


GULF COAST—Soivent Refined tubes. = | «|: BLOMELEY ENGINEERING CORPORATION 


grade crude. 

ship at Gulf for export. Hobart Bidg. Perth Amboy, N. J. PErth Amboy 4-0473 

Bright stock—Vis, at 210° 

150-160 vis., 0-10 pour 2 Sa Se 4 al dds. 
test, 95 v.i. 22.25-24(2) 











Neptrat Olls—V is. ‘at 100°; 95 v.i.; 0-10 p.t. 
00 vis. os (2)13-14 
300 vie yun besew (2)14-16 





SMR oii nonce seeders (2)15-17 

GRO WE crcdets icbictcces (2)17-18.25 
SOUTH TEXAS LUBES 

(Vis. at 100° F, FOB 8. Tex., refineries for 


domestic and/or export shipment.) 


Is YOUR business growing? 





















PALE OILS: Are YOUR sales expanding? ... 
100 2%4-2% -....---.--. (8)10.5-21 Establish yourself with one of the oldest refiners in the 
ae Se ot eee Pennsylvania Field and build your business on the unsur- 
EID. "Sikhs ninth ties ds (5) 15-16 ° 
y200 342202 (316-17 passed quality of UNITED’s 100% Pure Pennsylvania 
2000 Seka a den-40-beceniied (3) 17-1813) > . P ’ e . 
RED OILS: Lubricating Oils ... Enjoy the benefits of a Sales Policy 
100 5-6 eee eeeseeeees 405-12 based on the protection of the individual jobber and 
300 5-6 ..... asaeie 4 5)13-14 
4 He dom We dono 0 mate eA eis (S)14-15 marketer. 
i ihm wtb Oe ae oe (5) 15-16 . . : 
1200 SB 0 aT Join the UNITED family and watch your business grow ! 
DTT. Breen déae ahaekos (5)17-18 
Write for free, illustrated book, ““A Story of Progress” 
PETROLATUMS 
WESTERN PENNA. THE worto's Fimedl-..100% PURE PENNSYLVANIA OIL 
(Bbis., carloads; tank car, 1 to 1.5c¢ less., 
Snow ‘white .............. (2)6.875-7.375 a 
Soft white ....... .... €3)6.625-7.25 ‘ 
Lily white .............. (2)6.375-7 
Cream white .... tee (2)6—6. 75 MEMBER 7.G.C.0.A PERMIT No. 24 
Soft —- CER Se neta 
es dered eet obey oe UNITED REFINING , WARREN, PA. 
er ee 4.5-4.75(2) 


APRIL 1, 1953 











Oil PRICE SECTION 





Refinery & Terminal Prices (Continued) 


PRICES IN EFFECT MARCH 30 


ATLANTIC & GULF COASTS 





WESTERN PENNA, (T.C., in Balk, 
White Crade scale: 
122-124 A.m.p. 


124-126 A.m.p, 


SEABOARD 


Melting points are 


AMP, 


«44.25 
u4—4.25 


higher thar 


Prices are for carload lots. Domestie 


prices are FOB 


refinery; 


scale in bags or 


bbis.; fully refined, slabs loose. Export prices 
are FAS; scale in bags or bbis., fully refined 


in bags or 


Crude Scale 
124-126 white 
Fully Refined: 





N.Y. Domestic 
5.6(2) 


7.45 
7.45(3) 
7.45(3) 


N.Y. 


Export 
x5 .1-5.6(2) 


7-8.15(3) 

7-8. — 
7.1-8.25 
7.1-8.25(2) 
7.25-8.4 
7.6-8.75 
7.8-9 











Prices are of refiners, FOB their refineries & tanker terminals and of tanker termina! operators, 
FOB their terminals. Ships’ bunkers prices are exclusive of lighterage. 
92 Oct. 90 Oct. 86 Oct. 83 Oct. Kerosine 
District Prem. Gasoline Prem. Reg. Gasoline Reg. Gasoline Neo. 1 Fuel(*) 
N. Y. Harbor 13.85-15 13.85 (3)12.85-13.6 10.75(19) 
do barges 13.75-14.9 13-13.75 12-13.4 10.65(19) 
Albany ..... 14.2-15.2(4) 14.2 oY 7-13.7(6) 11.05(9) 
Baltimore . 12.9-15(2) 12.9-13.1 11. 5 10.85(10) 
barges . 12.8-13 11.8-12 10.75(9) 
Boston .... 14.95-15.7 14.95-15.2(2) 13.7(9) r 10.95(16) 
Charl +». 13.3-14.475 13.3 (2)12.3-12.475 ee (3)10.7-10.9(2) 
Corpus 12.5-13.5 12.5 11.5(2) eee eoes 
Houston .... 12.25-13.3 12.25- (2)11.25-11.3 - 9.25-9.75 
do barges . 12.25-13.3 (2)12-12.25 11.25-11.3 aes 9-9.25 
J - 13.6(4) 13.3-13.6(2) 12.3-12.6(7) sige 11.4(11) 
Miami Tae 13.6 12.6 é 11.5(2) 
Mobile ++» 13.403) 13.4 12.4(8) ree 10.4(4) 
New Haven.. 15(3) 15 13.5(3) ens 10.9518) 
New Orleans 12.6 Sees 11.6 «11.3 9.7-10.15 
do barges 12.6 rer 11.6 «11.3 9.7-9.95 
eeece 12.9-14.6 12.¥-13.2 11.9-12.6 sees 10.75(7) 
eee 4 13.4 12.4 ene 10.4(2) 
Philadelphia . 15.15-15.2 15.15 ae ewe 0. 85( 
do barges 15.05 15.05 13.6-13.8 onee 10.75(10) 
Port Everglades 13.6(3) 13.6 12.6(4) secs 1.5(5) 
Portland .... 15.05-15.3(3) 15.05-15.3 13.8(4) Sees 11.05(9) 
Providence .. 14.95-15.2(3) 14.95-15.2 13.7(5) ee 10.95(9) 
Savannah ... 13.6(8) 18.3(2) (2)12.3-12.6(6) eee 11.45(7) 
Tampa ..... 13.4(3) 13.3-13.4 12.3-12.4 cece 11.15(8) 
Wilmington, 
N.C. ....  13.05-14.56(2) 13.05-13.2 12.05-12.55 12.05 (3)10.7-10.9(4) 
Diesel O01 Light Diesel 
Gas House Shore Plants* Ships’ Bunkers 
No.2 Fuel*® Gas Oll* No. 4 Fuel No. 6 Fuel (50 cet., 55 4.1.) (45 cet., 45 4.1.) 
N. Y. Harb. 9.75(19) 9.85 (11)$3.02-3.56 $2.55 (8)10.15-10.25 $4.24(4) 
do barges. 9.65(18) ese» (11)2,99-3.46 2.52 eoee sees 
Albany ..... 10.06(12) % eeee 10.46(4) eee 
Baltimore .. 9.85(11) 10.25(5) 4.24(4) 
do barges. 2.52 neve coos 
Baton Rouge 2.09 8.8 3.40 
do barges. 2.05 oes cose 
Boston 3.01(5) 10.35(6) 4.27-4.28(2) 
Charleston vas yh) bye 
do barges. —_ : cee 8 , 
Jacksonville 10.4(6) 4.431(5) 
1 10.5(2) 4.473 (2) 
Mobile .. 5 sees 
New Haven. 10.35(5) Sone 
New Orleans : 8.7-9.1(2) 3.49(3) 
Norfolk .... 9%.75(6) ‘ 10.15(4 4.19-4.24(2) 
Phila fa.  9.85(10) 9.95 (3)3.06-3.10 10.25(8) 4.24(4) 
do barges. 9.75(9) éene ated ae ore 
Pt.Evergiades 10.5(4) oece cece cose 10.5(5) 4.478(3) 
Portland ...  10.05(9) 10.45 oese Sune 10.45(4) esse 
Providence . 9.95(9) 10.35 2.99 2.99(2) 10.35 (4) 28 
— ee * = Ly sees 2.71-2.76 cece eae 4.452(5) 
Wilmington, eoee (6) 4.368 (5) 
H.C, i... BOE) 9.9 cows ° 10(2) 4.18(3) 
No. 6 Fuel No. 6 Fuel Bunker © Heavy 
No, 6 Fuei No Sulfur No.6 Fuel © Max. 1% Fuel Diesea 
No Sulfur Guarantee Max. 1% Sulfur Ships’ Ships’ 
Guarantee Barges Sulfur Barges Bunkers Bunkers 
N.Y. Harb. . * — $2.00(14) (3)$2.10-2.15 (3)$2.10-2.15 $2.00(10) $3.91(4) 
SbO9404S) =p coe eens see eee “eee eee 
Baltimore .. 2 0605) 2.00(4) 2.28 2.25 2.00(4) 3.91(2) 
Baton Rouge 1.63 1.60 eece cose 1.60(2) 3.24 
Boston ..... 2.04(7) 2.04(5) 2.19 2.19 2.04(5) 
Charleston . 1.98(2) 1.95(3) eeee oeee 1.95(3) nie 
Corpus Christi 1.63 1.60 owe 1.60(2) 3.15 
Houston ... 1.60-1.70x (4)1.60-1. 70x coee eees (8)1.60-1.85(2)  3.24(5) 
Jacksonville. 1.95(6) 1.92(6) dee cons 1.92(6) eee 
Miami ..... 1.90 1.87 viéee veee 1.87(3) 
Mobile ..... 1.68 1.65 cece ose 1.65 <a 
New Haven.. 2.02(3) 2.02 oees eeee 2.02(2) kee 
New Orleans 1.63(2) 1.60(2) esee cece 1.60(4) 3.24(2) 
Norfolk .... 2.01(3) 1.98(4) vas see 1.9815) an 
Pensacola .. .... 1.85 a ade 1.85-1.90 ee 
Philadelphia. 2.03(8) 2.00(8) 2.18(5) 2.00(8) 3.91(4) 
Pt. 1.90(2) 1.87(2) aces 1.87(3) ose 
Portland . 2.07(2) 2.04 + ote : 
Providence "+ ()2.01-2.02(2) (2)2.01-2.02 2.26 2.01-2.02(2) obs 
Savannah .. 98(5) -95(4) seee 1.95(5) os 
— ¥eeee iets) 1.84(4) oebe 1.84(5) yrs 
HM. GC. scee = scce osae eoes eeee eece eee 
(*) At Atlantic Coast refineries and terminals, and at Albany and Tampa, prices of some sellers to 
bulk commercial consumers are 0.15¢ higher than prices shown above. 











Prices to jobbers & distributors in tank car 
and/or truck transport lots FOB refineries. 
pipe line terminals and inland waterway barge 
terminals. 

Motor 


88 Oct. Prem. 12.85-13.625 
82 Oct. Reg. (3)12.1-12.625 
Light Fuel Oils 

Range oil .. 10.375—11.125 
BOR. RD cass coccceces 9.5-10.1 
Heavy Fuel Oils 

No. 5, low sulfur ........ 6.25 
No. 5, high sulfur ....... (2)6.25-6.7 
No. 6, low sulfur ........ (2)5.35-6.05 
No. 6, high sulfur x5. 7 


(FOB Group 3) 


Stoddard solvent ....... ee 11.375(3) 
Cleaners naphtha ...... ee 11.875(2) 
V.M.&P, naphtha ...... 11.875(4) 
Mineral spirits .......... P 10.875(4) 
Rubber solvent ........ ee 11.875(3) 
Lacquer diluent .......... | (2)12.125-12. 375 
GOES a vvctovccess (2)13.125-13.625 
pay - aged PENNA. 
Stosdera solvent ......... 14 
Pittsburgh: 
Stoddard solvent ......... 15(3) 


OHIO—Quotations of 8.0. Ohio for delivery to 
Ohio points 


V.M.&P. naphtha set ondewessonss 17.0 
Mineral spirits & stoddard solvent 16.0 
Rubber solvent tte eee gees lanes 14.875 
E, TEXAS (Truck Trnspt. lots) 

Stoddard solvent .......... 11.25 


CENT. W. TEX. (Truck Trnspt. aan, = 
Stoddard solvent .......... 


KANSAS (For Kans, Dest’n. only) 


Stoddard solvent ......... 1.8 
ATLANTIC COAST 
V.M.&P. Mineral 
Naphtha Spirits 
New York 
Harbor ..... 17(4) 16(5) 
Philadelphia 16.5(4) 15 .5(5) 
Baltimore . oes 15.5(3) 
BOM cc ivess 17.5(4) 16.6(5) 
Providence ee 16.5(4) 
(Of refiners, FOB refineries, in voor gal. 
ears or transport trucks 
District — — 
Philadelphia 8(3) Bc) 
Baltimore cove Sbee 
Hastings . eee — 
New Orleans «4.125 «4.125 
Houston .... 1% 3.75 
Toledo 7 











PETROLEUM PRODUCTS 
Marketers— 
Compounders— 
Packagers— 


WEST PENN OIL COMPANY 
Warren, Penna. 
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Oil PRICE SECTION 





Refinery & Terminal Prices (Continued) 
PRICES IN EFFECT MARCH 30 
GULF COAST—CARGOES, DOMESTIC & EXPORT, ALL PORTS 


Cargo prices are FOB ship at U. 8. Gulf, ainttnem of 20,000 b0te.. and are by refiners only to 
other refiners, export agents, or tanker terminal operators. The figure in parentheses after each 
price indicates the number of companies quoting that price. 
Aviation MIL-F-5572) 


¢ 

ee le RR et PS eee 7% 
i: MD padiuce nes b00a.50 04 ceheereteonen 16-16 .75 
PD Tasyadinaibe ov 6u}2ucdbense shen ah 6eene -1% 
Se Me PROMED coe conc cccevccvavesegenberosas 12-12 .25(2) 
Te GOR, PRCMEIIEE 0 60 00 00 00. 00,00 0009800000000 00 008 11.75-12-12.25 
86 Oct. Regular 11(4)-11.25-11.5 
Se a0 5c toad bob cnmramnanwens oie 10.5-10. 75-11-11. 25 
Tet pane eb da ones 02 0b00sedueesanasendé besdes 10.375-10.5-11 
a ot TE SMUD cccccccscvcesencadeeccecss 10-10. 25-10.75 
a BS RR rer errr 9(3) 
LUNE Abad bau ped 600606 00 ch as sncanaseboene 8(5)-8.25 

& Gas Olls 
43-47 Diesel index 


x8 .125(2)-8.25 
x8 .25(2)-8 .375-8.5 
x8 .375(2)~—8 .5-8 .625 


Gn SOON SUNN. 60s cc c0cbd cdpanmbmanoahe seeds 
EE SEE: oo natees 00 os daha nenodent< 


Heavy 
ee ee, GOD BS. ocd cocccestaneoues ocesed $2.35(2)-$2.50 
Be. Ge ocnnsicesecks maeedeotunse ss aun x$1.50-1.60(3)-1 . 75-1 .85(2) 


Posted Export Prices of Socony-Vacuum Overseas Supply Co. for Sale in Cargo Lots. 
(Prices are per bbl. of 42 U. 8. 


gals., exclusive of local port or other governmental charges 
sales taxes, etc., if any; FOB point indicated, for gravities shown; 2c per bbi. differential per 
degree of gravity applies for gravities below and above those shown.) 
Type of Price Effective 

Per Boi. FOB Point Gravity Date 

Arabian * 75 Ras Tanura, Saudi Arabia 36-36.9 Nov. 1, 1950 
Arabian 2.29 Sidon, Lebanon 36-36.9 Feb. ‘5, 1953 
Iraq 1.67 Fao, Iraq 32-32.9 Dec. 24, 1951 
Iraq 2.29 Tripoli, Lebanon/Banias, Syria 36-36.9 Feb. 5, 1953 
Qatar 1.81 Umm Said, Qatar 39-39.9 Nov. 1, 1951 


VENEZUELAN CRUDE PRICES 


Prices are of Creole Petroleum Corp. for sale and/or purchase of cargo-lot quantities FOB 
deepwater termfnals at ports named, and are subject to crude availability and company’s require- 
ments; 2c per bbl, differential per degree of gravity applies for gravities below and above those 
shown, except for Lagunillas Heavy for which applies ee mag, KW of gravity. Price 
applicable for each cargo is that in effect at time vessel tenders for loading. For purchases made 
im fields, prices shown are basis for such purchases with deductions being made for terminaling 
and pipe line services in accordance with published tariffs. Purchases not ty —» to contracts with 
Venezuelan government are made at prices established by schedule shown below less ic = bbl. 
‘ective 





$/Barrel FOB Date 

14-14.9 1.66 Las Piedras or Amuay Oct. 11, 1952 
19-19.9 2.03 Amuay Oct. 11, 1952 

Flat 2.05 Las Piedras or Amuay Oct. 11, 1952 
26-26.9 2.20 Amuay July 24, 1952 
26-26.9 2.44 Amuay July 24, 1952 
30-30.9 2.28 Amuay July 24, 1952 
30-30.9 2.338 Las Piedras of Amuay July 24, 1952 
48-48.9 3.10 Tucupido Oct. 11, 1952 
42-42.9 Puerto La Cruz Feb. 5, 1953 
32-32.9 2.57 Puerto La Cruz July 24, 1952 
35-35.9 La Cruz Sept. 
32-32.9 Puerto La Cruz July 24, 
18-18.9 2.15 Caripito Feb. 5, 1953 
20-20.9 2.20 Feb. 5, 
20-20.9 1.27 Capure (Pedernales) Sept. 1, 19628 


AVIATION GASOLINE PRICES 


(Prices are for tank cars, barges or truck transport lots; aviation gasoline meet specification 
MIL-F-5572, unless otherwise noted.) 





Grade 100/130 t) Grade 8@ 
How York, NM. DZ. cccccccvsccessesvess 17.6-18.6 16.1-17.2 15.6-16.2 
TSS Sag SRN RGR: eR eS te 18.2 16.7 15.95 
Portland, MO. cccccccce ccccsoscesseess cvecee seseo0e OS © eee 
Philadelphia, Pa. .. S5e ct ccsebeesuses Pebtee oR ssl! “Ae nr Oar eS 
Baltimore, Md, ..... eeccecs Svessooe 17.96 16.46 16.85 
DNs * dk ontdetibdes tddettond iiss 17.85 16.35 15.6 
B. OG. sceccicc ci vdevicevesévce 18 16.5 15.75 
New Orleans, a, La. “(Baton Rouge) . coeces 17 15.5 14.75 
0 dc cceccedébeeipets soe 16.5-17.25 15-15.75 14.5-15 
Detrott Toledo 
16(2) esse sien 
14.5(3) ° Seer 
12.45(5) ope " 
x11.7(3)x 10.35(2)x 10.25 
11.2-11.7 1.76 11.1 
xil.2(4)x 10.2-10.35(2)x 10-10.1 
pon 7.35(3) 7(3) 
6 Fu 8.45(2) 6.85(3) 6.5(3) 
(a) Delivered Cleveland. 
MEXICAN BUNKER PRICES PACIFIC COAST 
U. S. DOLLARS PER Pad 159 LITERS eo » Be , ©} 
(Ships Bunkers) or Deep Tank Lots) (P.S. 200) (P.S. 400) 
Gulf 
San Pedro, Calif.. $4.20(5) $1.80(5) 
Beeeee 4+5¥=--<° 2.3 $3.75 San Francisco .... 4.41(4) 1-85(4) 
Somer soot . a on Portland, Ore. .... 4.62(4) 
tan «6. .ssss 1.65 3.7% Seattle, Wash. .... 4.62(4) 2.10(4) 
Guaymas ......... $2.50 00 
Manzanillo 2.50 4.10 
Salina Cruz ...... 2.50 4.10 














REPUBLIC OIL REFINING CO. 
Refiners of 
and Petroleum 
Main Offices: Refinery, 
Pittsburgh, Pa. Texas City, Texas 














or 
ANK CAR BUYERS 


* 
Uniform High Quality 
DEEP ROCK OiL CORPORATION 


HONE 2-435) 











DEPENDABILITY 
i 
TRANSPORTING AND 
MARKETING QUALITY 
PETROLEUM PRODUCTS 


MARTIN OIL Coureny, wnG. 
3536 S. Ist St., St. Louis 1 

















PETROLEUM CORPORATION 
INDEPENDENT MARKETERS 


Maine to South Carolina 
FIFTH AVENUE, NEW YORK 20. WY 
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OIL PRICE SECTION 





Kero.& 

Ne. 1 No.2 

a Fuel Fuel 
T.W. T.W. Taxes T.W. T.W. 

Allentown, Pa. 15.3 15.3 7.0 14.8 13.6 








Altoona ...... - 15.35 13.95 
Brie ...... ; see +» 16.35 13.95 
Greensburg 15.6 15.6 7.0 15. 13.95 
Harrisburg .... 15.3 15.3 7.0 14.8 13.6 
Philadelphia .. 14.7 14.7 7.0 14.2 13. 
Pittsburgh 6 15.6 7.0 15.35 13.95 
Reading . 154.3 15.3 7.0 14.8 13.6 
Scranton 15.3 153 7.0 15.1 13. 
Wilkes Barre... ... +» WU. 13.9 
Williamsport .. 15.6 15.6 7.0 15.1 13.9 
We iat cies -- 145 13.3 
Wilmington, 

Ge weedecs - 4.7 4.7 7.0 14.2 18.1 
Bridgpt., Conn. 14.8 14.8 6.0 RA a 
Hartford ..... 13. 15.1 6.0 13.6 
New Haven ... 14.5 14.8 6.0 13.1 

\e - 4.9 49 7.0 ee 13.4 

Fall River .... 149 14.9 7.0 ... ee 
Springfield .... 15.6 15.6 7.0 ... 14.1 
Worcester .... 15.1 15.1 7.0 ose 136 
Prov., R. I. .. 14.9 149 60 ... i383 
Camden, N. J. 14.6 14.6 5.0 14.0 13.0 
Newark ...... 146 14.6 5.0 13.9 12.9 
Albany, N. Y.. 14.7 14.7 6.0 14.3 13.0 
Binghamton ..15.8 15.8 6.0 7 143 
Buffalo ...... 15.5 154.5 60 15.9 14.7 
Elmira ....... 15.8 15.8 60 15.8 14.4 
Rochester .... 16.5 15.5 6.0 16.0 14.6 
Syracuse «++ 15.4 15.4 6.0 15.7 143 
Watertown .... 16.6 16.6 60 169 15.2 
Baltimore, Md. 14.5 14.5 7.0 ° 13.3 
Richmond, Va.. 14.5 14.5 8.0 14.4 13.3 
Charlotte, N.C. 15.4 15.4 9.0 13.9 126 
Jacksonville, 

~ eovccees 43 WD 9.0 «ne ewe 

a Spirits V.M.&P. 
Philadephia, Pa. .... 16.5 18.0 
PRUBOIIR 6.00.0c-0K 002 20.0 21.0 
Heavy Fuel Oils—T.W. 
No. & No. 6 

Philadelphia, Pa, ....... 7.86 5.83 


Notes: 


Kerosine—Thru Penna. & Del., add 2c per 
gal, for t.w. deliveries of less than 25 gals. 
at one time. Camden—aAdd ic for deliveries of 
100-299 gals., 2c for less than 100 gals, 

Mineral Spirits prices also apply to 


Stod- 
dard Solvent. 


CONT'L (N. B. Prices are Continental's 


Conoco 
N-tane (3rd Gaso- Kero- 
(regular) Grade) line sine 
Wagon Taxes T.W. 
Denver, Colo. ... 14.9 13.9 8.0 14.8 
Grand Junc, .... 17.3 16.3 8.0 17.2 
Pueblo ..... eves 15.6 14.6 8.0 15.5 
Casper, Wyo. ... 15.7 14.7 8.0 15.0 
Cheyenne ...... 15.9 14.9 8.0 15.8 
Billings, Mont... 17.0 .... 8.0 16.5 
Butte ........., 18.2 nia 8.0 18.5 
Great Falls -. 17.0 ues 8.0 18.5 
ne, Ee Oe ee 17.6 es<5 8.0 18.5 
Salt Lake U. .,. 16.4 eeee 7.0 16.5 
» - 19.1 hese 8.0 19.2 
Albuquer., N.M.. 16.0 15.0 8.5 14.9 
sovccose 15.3 14.3 8.5 14.2 
Santa Fe ...... 16.3 ese 9.0 15.2 
Muskogee, + 13.7 12.7 8.5 12.9 
Oklahoma City .. 13.5 12.5 8.5 13.1 
PUB: Kevicnvcces tO8 12.5 8.5 12.5 

Taxes: 

Gasoline 4 — these —. taxes: 
Albuquerque Roswell, ; Santa Fe, ic; 
Cheyenne, 1c; Casper, 1c. 

Discounts: 

Salt Lake City and Twin Falls gasoline 
and Se ae, tek for deliveries of less 
than 200 ; gals., deduct 0.5c; 


400 gals, and over, deduct ic. 
Notes: 
T.W. prices are to consumers and dealers. 


effect March 30, 1953, as posted by principal marketing companies at 
their headquarters offices, but subject to later correction. . 

Inspection fees per gal., included in both ¢ line and prices, 
unless otherwise : 


s: 

Ala. 1/40c on gasoline; Ark. 1/20c; Fla. 1/8c; Ill. 3/100c; Ind. 
2/25¢; Kans. 1/100c; La. 1/32c; Minn, 5/200c; Mo, 1/25; Neb. 2/100e; 
Nev. 1/20c; N. S = y _— Okla. 2/25¢; 8, C. 1/8¢; 8. D. 

; Tenn. 2/5c; ise, 3/100c. 
MM Serosine inspection fees only: Ala. 1/2c; Iowa 1/50c; Mich. 1/5e. 





CHEVRON 
STANDARD OF j(efuiar) Av. 80/82 Gase- 
CALIFORNIA T.T. T.T. line 
Gals, & over Taxes 
San Fran., Cal. . 16.1 19.6 6.5 
Los Angeles ..... - 15.6 19.1 6.5 
Fresno .. cooces 17.2 20.7 6.5 
Phoenix, Ariz. .... 18.2 21.7 7.0 
Reno, Nev ae 18.6 22.1 7.5 
Portland, Ore. .... 16.6 20.1 8.0 
Seattle, Wash. .... 16.6 20.1 8.5 
Spokane .......... 17.8 21.3 8.5 
Tacoma covcccce 16.8 20.1 8.5 
Boise, Idaho ...... 17.0 22.7 8.0 
Salt Lake, U.'.... 15.4 19.4 7.0 
Honolulu, T, H. .. 17.2 20.7 8.5 
Fairbanks, Alaska. 29 32.5 4.0 
Juneau ...... -- 18.3 21.7 4.0 

Standard 
Diesel Standard 
T.T. FurnaceOill Stove0ill 
40/199 7.7. T.T. 
e ( gals.or more) 

(ex all taxes) 
San Fran., Cal... 20.1 12.7 14.2 
Los Angeles .... 19.6 12.2 13.7 
Fresno .......... 21.3 13.5 15.0 
Phoenix, Ariz. - 23.2 15.2 16.7 
Reno, Nev. coco OO 15.5 17.0 
Portland, Ore. .. 22.1 13.3 ese 
Seattle, ash. .. 22.1 13.3 eeee 
Spokane ........ 24.3 14.8 16.3 
Tacoma ......... 22.1 13.3 cove 
Boise, Idaho ..... 28.7 14.6 16.1 
Salt Lake, U. .... 16.5 13.0 13.5 
Honolulu, T. H... 21.2 13.5 cece 
Fairbanks, Alaska 36.7 ecee cove 
Juneau ¢...++++0- 23.8 eeee eose 
Taxes: 

Bois gas tax applies to motor fuel 


only; avgas taxes are 2c federal, 2.5c¢ state. 
Salt Lake—T7c gas tax applies to motor 
fuel only; avgas taxes are 2c federal, 4c 
state. 
Honolulu—8.5¢ gas tax applies to motor fuel 
sre | avgas taxes are 2c federal, 4c 
torial, 
ex ic territorial liquid fuels tax. All T.T. 
prices are ex Hawaiian gross income tax of 
1% to resellers, 2.5% to consumers, 


Notes: 

Gasoline—For other deliveries of Chevron 
(Regular) and Chevron Aviation 80/87, add to 
400-gals.-and-over price 1.0c for 40-199 gals.; 
0.5¢ for 200-399 gals., except for deliveries to 
Marine trade in Alaska (excluding Chevron 
Aviation 80/87) where 0.5c differential applies 
to 40-399 gal. delivery; for less than 40 gals. 
add 4.0c gal., except at Honolulu add 4.5c for 
less than 40 gals. to Marine trade and less 
than 100 gals. to Shoreside trade. Prices for 
Chevron Aviation 80/87 at Salt Lake City ap- 


at 
is 1.5¢ gal. higher. For less than 40 gals. de- 
liveries, add 4.5¢ gal. to 400-gals.-and-over 
price, except at Honolulu, add 5.0c gal. for 
less than 40 gals. (Marine) and less than 100 
gals. (Shoreside). Add to Chevron Aviation 
80/87 quantity delivered prices, 2.0c for 91/98, 
5.0c for 100/130, and 8.0c for 115/145. 
Kerosine—T.T, prices, except at Salt Lake 
City, apply to deliveries of 40-199 gals. For 
other deliveries: less than 4 


Salt Lake City posted price for 
minimum 40 gal. deliveries. 
Di Oil 8 


gals. or more. For other deliveries: 40-199 
-, add ic; 200-399 gals., add 0.5c; less 
than 40 gals., 5c. 
Humbie 
HUMBLE Gasoline Gaso- Kerosine 
OIL Regular ine Tank Re- 
T.W. Retail Taxes Wagon tail 
Dallas, Tex.. 14.0 19.0 6.0 12.8 17.0 
Ft. Worth .. 14.0 19.0 6.0 12.8 ~ 17.0 
Houston .... 14.0 19.0 6.0 12.8 17.0 
San Antonio. 14.0 19.0 6.0 12.8 17.0 


T.W. prices are to all classes of dealers and 
consumers. 








Esso ae 
(Regular Grade 
sT Dir. Cons. 


T.W. T ‘aires 


7. 
be oh 






14.6 5.0 
14.6 5.0 9 
14.5 7.0 13.8 
15.7 7.0 15.2 
14.9 7.0 14.5 
15.4 8.0 14.2 
15.0 8.0 14.7 
14.1 14.1 8.0 14.0 
14.5 14.55 8.0 14.4 
16.3 16.3 8.0 15.1 
16.1 16.1 7.0 16.2 
16.1 16.1 7.0 15.6 
16.0 16.0 7.0 14.6 
16.0 16.0 7.0 14.4 
-- 6.4 15.4 9.0 13.9 
Hickory ........-. 16.8 15.8 9.0 14.1 
Mt. Airy .......-- 16.0 16.0 9.0 14.4 
Raleigh ......+--. 16.0 16.0 9.0 16.1 
Salisbury ......-. 15.3 15.3 9.0 13.7 
Charleston, 8, C... 14.6 14.6 9.0 .... 
Columbia .......-. 16.1 16.1 9.0 .... 
Spartanburg ...... 15.0 15.0 9.0 .... 
New Orleans, - 13.3 13.3 9.0 12.8 
Baton Rouge . 13.7 13.7 9.0 13.6 
Alexandria ........ 15.1 15.1 9.0 13.7 
Lake Charles ... 13.8 13.8 9.0 18.1 
Shreveport ....... 15.4 15.4 9.0 18.6 
New Iberia ....... 13.9 13.9 9.0 18.1 
Knoxville, Tenn, .. 15.3 15.3 9.0 18.7 
emphis ......... - 15.0 14.0 9.0 18.5 
Chattanooga ...... 15.2 15.2 9.0 13.6 
Nashville .......--. 15.5 15.5 9.0 14.0 
Little Rock, Ark.. 16.1 16.1 8.5 14.4 
Naphthas-T.W. & Steel " 
Min. Spirits V.M.&P. 
Newark, N. J. 
3,600 gals. & over... 17.0 18.5 
Steel bbis. .......... 23.0 24.5 
Baltimore, Md. 
3,600 gals. & over... 15.7 pees 
Ba. Dbis, .......... 24.5 eee 
100-499 gals. ....... 19.0 cove 
500-3,599 gals. ...... 18.0 cece 
3,600 gals. & over... 16.2 cece 
bDbis, ......... 25.0 eoee 
OILS—T.W. 
No.1 No.2 No.4 No.6 
Atlantic City, N.J. 14.0 13.0 eeee esse 
Newark, N. J. .. 13.9 12.9 $3.544 $2.556 
Baltimore, Md. .. 13.8 13.3 3.51 2.52 
Washington, D.C. 14.5 13.7 3.68 2.64 
Norfolk, Va. .... 14.0 12.9 ...- cece 
DQRVHG ccccccces soee 13.8 coor § cove 
Petersburg ...... 14.7 13.6 «++. eeee 
Richmond ....... 14.4 13.3 «... eves 
TOMES ncccccdd once” BBT - cece” eves 
Charlotte, N. C... 13.9 12.6 ..65 «eee 
Hickory .... » 86.8 BBD - sens ees 
BR d ccdctecs-coce BBR coce coer 
MLL 15.1 14.25 ose. sees 
'> Mere cote BBB: esse cece 
Charleston, 8S. C.. .... 3.1 .... cose 
Columbia ....++.+ «+++ FF eo 


Spartanburg ..... .... 33.6. cease eves 
Taxes: Louisiana kerosine prices do not in- 
clude ic state tax. 
Notes: Kerosine No. 1—Atlantic City prices are 
for deliveries of 300 gals. or more; add ic for 
100-299 gals. 2c for less than 100 gals. 

No. 6—Washington price is for min, delivery 
of 1,050 gals.; for min. delivery of 2,500 gals. 
price is $2.58 per bbl. 





IMPERIAL (Prices are per imperial gal.; to 
arrive at price per U. 8. gal., 

OL subtract 1/6th.) 

Esso 

(Regular Grade) Kere- 
Dealer sine 
T.W. Taxes T.w. 
St. John’s, Nfld. .. 24.4° 14.0 24.4 
Halifax, N. 8. .... 20.8 15.0 22.8 
St. John, N. B. ... 20.8 13.0 22.8 
Charlottetown,P.E.I 22.8 13.0 24.8 
Montreal, Que. 21.7 13.0 23.7 
Toronto, Ont, ..... 21.7 11.0 23.7 
Hamilton, Ont. . 21.7 11.0 23.7 
Winnipeg, Man. ... 22.1 9.0 26.1 
Brandon, cos 24.3 9.0 26.3 
Regina, sess 20.8 10.0 22.8 
Saskatoon, «e+ 23.7 10.0 25.7 
Calgary, Alta. .... 21.0 10.0 23.0 
Edmonton. «+ 19.5 10.0 21.5 
Vancouver, B. C. . x23.5 10.0 «25.5 


(*) Price is for Esso Extra (Premium). 
Taxes: Gasoline taxes are provincial taxes. 
x Effective March 21. 
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OIL PRICE SECTION 
Tank Wagon Prices (Continued) 





Mobligas (Regular Grade) Mobiifual MOBILHEAT 
Dir. Cons. Dir. Mobile Kerosine Diesel (Ne. 2 Fuel) 
T.c. T.W. T.W. T.W. 4.0. T.W. 7.0. Yard 


4.4 eee . seee sees 
14.6 tees 6 eeee 10.4 
14.4 «110.25 9.85 10 

14.4 eee eses eres 
14.2 2f10.15 13. 9.75 10 

ee x10.45 13 10.05 «10. 
15.7 «°11.85 11.35x%°11. 
15.9 «°11.7 f *11.2 x11. 
16.1 oben 5. 11. 85°12. 
14.7 cece 3. v.15 10, 
sods ases ese 11.45 x11. 
16.0 Fr g 11 .55xn°11 

sod 14 11.25%°11. 
vv 8. 


tt ee 
~~ eh 
eee 
Oe ee Re Bee] 
_@ 


2cKRNPwnN 


we. 5 . 
oO 


Albany, N. Y. 
Binghamton ........ 
Buffalo 


= 


BRE 


HON eH 


Syracuse .......... 
Bridgeport, Conn. .. 
Danbury 

Hartford 

New Haven 


© 
- ware ean~te 


> canao~ 


10.35 10. 
9.95 9. 
20.70. 2.0% 
10.05 
9.95 


io: 


Manchester 
Portsmouth 
Providence, R. I. .. 
Burlington, Vt. . 

«11.75 


Tank Wagon Prices ac 2a Hartford 
Mineral Spirits . 17.0 Qu. 19.0 


V.M.&P, Naphtha . pet set to caitnabia'e ic. aR 18.5 21.5 ‘ : 20.5 
es: N.Y.C. prices do not include 3% city sales tax applicable to price of gasoline 


Mobil Kerosine—Mt. Vernon T.W. less 0.5c for deliveries of 300 gals. or more. 
Mobilfuel Diesel—All points, 0.5¢ for T.W. deliveries of 800 gals. or more. 
Mobilheat—Mt. Vernon T.W. less 0.5¢ for deliveries of 300 gals. or more, 

Notes: 
Jamestown T.C. prices are delivered prices: all other T.C. prices are FOB bulk terminals. 
Effective dates: x March 20; x° March 24; xt March 25. 


OHIO STANDARD 


10.55 
9.95 .... 
11.35 11.35 
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f 
pevevessesssgep 
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SEEESEEEEESS 
cit 
3% 


Cincinnati 
Cleveland 
Columbus 


a 


SEESBNNg 
geevcvves 


Soooooooooooo 


Mansfield 
Marion 
Portsmouth 
Toledo 
Youngstown 22 ‘ 
Zane: ville 6. 22. é . 19. 15.5 . 21. 21.5 5 13.9° ‘ 
Taxes: Hangar _—— can purchase aviation gasoline less 4c per gal. State Road Tax by supporting purchase with State Tax Exemption Form 
A-10 to supplier. 
. : ~~~ ere ee cones to hangar operators and resellers, 2c off consumer t,w. 
erosine, Nos, 1 ces asterisk (*) are for t.w. or drum deliveries of 100 gals. or more; less than 100 gals. 
ener points are for t.w. or drum Geliveries of 50 gals. or more; jess than 50 gals., 0.5¢ higher. 2: oy Cee apne, rites at 
aphthas—To contract consumers off t.w. prices (except Lucas County) 300 to 999 gals., 0.5c; 1000 to 2499 gals. + 2500 4999 ‘ 
5000 or more gals., 1.5c. Lucas County: less than 50 gals., tank wagon price, 50 to 249 gals., 0.5c; 250 to 499 ag ~ 500 ou or } 3 7 
Notes: Renown (third-grade) gasoline prices are same as X-Tane unless otherwise noted. S.S. prices are at company-operate: ‘ oi 


ed stations. 
INDIANA STANDARD 


Tank wagon prices listed below were obtained by NPN correspondents who visited Standard of 
{ndiana bulk plants where the company’s prices are publicly posted. 
Red Crown (Reg. Grade) 


Furnace 0i}——_———_- 
1-09 100 gals. 100-174 175-999 1,000 gals. 
gals. & over gals. gals. & over 


8s 


22 


cooooooooooescSe 
BUBBBBBEEEEE 
eocoocooooooooooo 
SESSEEEESE 
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SEBEESEEEESEE 
ecooocooceococeoo 
ecooooceoooooo 
cooeooooooooo 
SESSESSBESEEse 
erererererererererere tert: 
VEoOuesoauaaus 
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T.W. 
15.8 
16.6 


iH 


eee ree eeee Covington, Ky. 


sees tase sees Lexington 
14.0 13.3 12.8 Louisville 


eeee eee eee 


eeee eeee sees Birmingham, Ala. ..... 
eeee seer eeee Mobile 

eeee eece ees Montgomery 

cose eeee . Atlanta, Ga, 

Augusta ...... 

Macon .. 

Savannah .... 
Jacksonville, 

Miami 


—* 
ee 

. 
oeocoece 


eee : 
eccoooooou°o 
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1-99 gals. ....sssees 
100-149 gals. ........ 
150 gals. & over .... 
100-399 gals. ........ 
400 gals. & over .... 


= 
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Cowes OHOUIHANNOe 
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CS CCHMHONOS 


cooooooeeoooeoco°o 
COM oMa Ow rwameHarHe 
eepg reo 


Gasoline tax column includes these city & 
county taxes: Mobile, 2c city; Birmingham, ic 
county; Montgomery, ic city & 1c county; Pen- 
sacola, ic city. Other taxes not included in 
prices: Georgia, kerosine, ic; Montgomery, ker- 
osine 1c; Mississippi, kerosine 0.5c, 


1-749 gals. 9 

750 gals. & over .... 8 

Taxes: St. Louis, Mo., gasoline 

city tax. Des Moines, la., k jt Sese 

oil prices do not include 4c state Port Arthur .... 14. ¥ 

sales, occupation, consumer & Notes: Dealer t.w. prices a also Notes: 

added where applicable. classes of consumers with minimum Consumer t.w. prices are same as net dealer 
© “*Temporary’’ price. of 50 gals. prices. 
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STATISTICS 





Midwestern Lubricating Oils 
(Compiled by Western Petroleum Refiners Assn, from figures of 12 
reporting companies, figures in bbls. of 42 gals.) 
JANUARY, 1953 


Total Solvent Total Solvent Paraf- Re- 
Bright Bright Viscous Viscous fin fined Blended 
Steck Stock Neutrals Neutrals Oils Stock Oils 


Production ..... 213,384 174,929 463,010 366,805 95,344 17,677 554,404 
Shipments: 
Domestic +. 175,061 157,281 417,678 331,488 117,858 14,445 512,110 
Export ...... 24,902 10,836 1,741 1, 596 2,323 155 24,014 
TOTAL .... 199,953 168,117 419,419 333,084 120,181 14,600 536,124 
Inventory 
January 31 .. 575,125 rrscats —s = 105,272 30,293 539,339 
Days Supply ° 55 
JANUAR 
Production ..... 348,731 258,433 611, ba mw 075 91,991 22,720 603,348 
Shipments: 
Domestic .. 218,234 177,978 499,503 411,591 109,684 17, = 523,900 
Export ....... 59,004 24,401 15,732 15, 637 884 40,829 
TOTAL .... 277,238 202,379 515,235 427,228 110,568 18, 3 564,729 
Inventory 
January 31 .. 426,804 335,351 878,443 745,104 135,678 48,965 423,051 
Days Supply ; 40 41 47 47 


Pennsylvania Lubricating Oils at Refineries 


(Compiled by National Petroleum Assn. from reports of companies re- 
fatey Fennestvents Grade crude oil, Figures in bbis. of 42 U. S. gals.) 


1953 1952 

S.: RF BAGS SUGGES .accccccnce beavis - NeGaes pevews ai ote 
2. 600 steam refined stock......... 212,494 148,690 214,123 134,177 
3. Other steam refined stock ...... 36,081 127,427 31,952 113,304 
4. Finished dewaxed long residuum. ...... cesses  sevces igs dos 
eee: GUNN. 6 bt be eu se 4ane seis 158,739 324,450 153,032 278,156 
6. Viscous neutral, below 180 vis. 

but not below 142 vis. @ 100... 87,054 161,097 77,277 131,389 
7. Viscous neutral, 180 vis, @ 100 


OME MONG 0 osc ccivcevcecucsises 106,648 280,582 110,941 252,706 


Pennsylvania Oil Other Than Lubes at Refineries 


es ee ae from report of all region 
refiners. Figures in bbis.) 


dan. 31, Dee. 31, 
1953 1952 


1. Naphthas & Gasoline 
(1) Straight run, unblended and/or unleaded, 
wk Oe Oe Prey or ee 3,027 3,354 
(2) Naphtha and gasoline, for sale for blending 
or further refining or held at refinery for 
further distillation, reforming, blending or 


leading 199,733 


177,272 


406,779 349,339 





2. Salable naphthas other than motor fuel mate- 
rial (does not include refinery process naphthas) 14,412 13,923 
Se. PMD -ncecansebadebbanssend wins. dobuc ats bee 44,629 49,282 
4. 36/40 gas oil (include furnace oll) i Maddebee be 84,692 85,897 
5. Fuel ofl (mot reported above) ................. 47,003 50,958 
6. Oils held as cracking plant charging stocks. 239,783 276,927 
7. Non viscous neutral ............... SCtRowe roses 21,984 25,117 
GSR NY ee chat snc sach-andebesnedes «eos 71,015 89,064 
©; GS OE Ss hcl b.des odvuds ceca be vavecn es 29,011 ,861 
Si POAT HPSS a dg calek 65 kn dw es tucdccecs 8,074,588 9,391,839 
Net Stocks of Pennsylvania Crude Oil 
(Compiled by National Petroleum Assn. Figures in bbls.) 
dan, 31, Dee. 31, Jan. 31, 
1953 1952 1952 
At refineries ................. 363,163 364,966 249,525 
Pipe Line and tank farm..... 1,364,983 1,439,181 1,334,290 
» | ES tre —" 1,728,146 1,804,147 1,593,815 
District 5 Demand 
(California, Oregon, Washington, Arizona and Nevada) 
(Bureau of Mines Figures in thousands of bbis, daily) 
Jan., Dee., Jan., 
Ll 1952 1952 
Gasoline N ithe ap © di 398 431 360 
Liquefied Petroleum ine nee 34 38 
& Kerosine tes 7 7 7 
ing Oils & Distiliates ............ 13 13 18 
Stove Oil & Diesel Ta A eS A 193 223 
Pret cane 429 435 
Asphalt & Road Oil . 19 21 18 


Dealer and Service Station Prices for Regular-Grade 
Gasoline in 50 Representative Cities*** 
MARCH 1, 1953 











its per 
Dealer’s Ind 
Net Price Dealer (Ine. 2¢ Station 
City (Ex Tax) Margin? federal tax) (Inc. Tax) 

Average United States . 15.43 5.19 7.35 27.97 
Portland, Me, ......... 15.00 3.90 8.00 26.90 
Manchester, N. H. ..... 15.60 3.30 7.00 25.90 
Burlington, Vt. ........ 15.60 5.20 7.00 27.80 
Boston, Mass. ........ 14.90 5.30 7.00 27.20 
Providence, R. I. ..... 14.90 5.00 6.00 25.90 
Hartford, Conn. ....... 14.80 3.10 6.00 23.90 
Buffalo, N. Y. ....+++- 15.50 5.40 6.00 26.90 
New York, N. Y. ...... 14.70 6.80 6.00 27.50 
Newark, N. J. ....++- 14.60 5.20 5.00 24.90 
Philadelphia, Pa, ..... 14.70 2.20 7.00 23.90 
Dover, Del. .... . 14.70 5.70 7.00 27.40 
Baltimore, Md. .... - 14.50 5.50 7.00 27.00 
Washington, D. C, ... 14.90 4.70 7.00 26.60 
Charleston, W. Va. .... 16.10 7.10 7.00 30.20 
Norfolk, Va. ......+.++ 14.10 6.10 8.00 28.20 
Charlotte, N. C. ....... 15.40 6.00 8.00 30.40 
Charleston, 8. C. ..... 14.60 5.90 9.00 29.50 
a errr 15.90 5.60 8.00 29.50 
Jacksonville, Fla. ...... 15.20 3.70 9.00 27.90 
Birmingham, Ala, ..... 15.70 5.60 9.00 *30.30 
Vicksburg, Miss. ....... 15.20 6.70 9.00 30.90 
Memphis, Tenn. ....... 15.00 5.50 8.00 29.50 
Lexington, Ky. ........ 16.50 4.30 9.00 29.80 
Youngstown, Ohio esdee 15.50 4.30 6.00 25.80 
South Bend, Ind, ..... 14.90 4.00 6.00 24.90 
Chicago, Ill. ........-- 15.30 5.25 17,00 27.55 
Detroit, Mich. ......... 14.80 5.12 6.50 26.42 
Milwaukee, Wisc, ..... 16.10 5.30 6.00 27.40 
Twin Cities, Minn, ..... 15.50 5.40 7.00 27.90 
Fargo, N. D. .... eee 14.50 4.50 7.00 26.00 
Huron, 8. D 16.70 5.00 7.00 28.70 
Omaha, Neb, .......... 14.50 4.50 7.00 26.00 
Des Moines, Iowa ...... 15.40 4.80 6.00 26.20 
St. Louis, Mo, ........ 15.20 4.20 6.00 *25.40 
Wichita, Kans. ........ 14.00 4.40 7.00 25.40 
Pelee, Gee. cccccccscce 13.50 5.50 18.50 27.50 
Little Rock, Ark. ..... 16.00 5.50 8.50 30.00 
New Orleans, La. ..... 13.30 5.80 9.00 28.10 
Houston, Tex. ......... 14.00 5.00 6.00 25.00 
Albuquerque, N. M. .. 16.00 5.50 6.50 **30.00 
Denver, Colo, ......... 14.80 5.20 8.00 28.00 
Casper, Wyo, ......... 15.60 6.90 8.00 *30.50 
Butte, Mont. ......... 18.20 6.80 8.00 33.00 
Boise, Idaho .......... 17.00 3.70 8.00 28.70 
Salt Lake City, Utah .. %15.40 5.50 7.00 27.90 

OO, WU. ccecccuve + 18.60 6.00 7.50 tt32.10 
Phoenix, Ariz. ........ 18.20 5.00 7.00 30.20 
San Francisco, Calif. ... 16.10 5.60 6.50 28.20 
Portland, Ore. ...... os 16.60 6.50 8.00 31.10 
Spokane, eee ee 17.80 6.00 8.50 32.30 

* Includes city tax of 1c per gal. 
** Includes city tax of 0.5c per gal. 
*** API figures as reported by The Texas Co. 


t Editor’s Note: Where there are price wars these indicated margins 
do not necessarily show what t the dealer is actually realizing per gallon 
of gasoline sold. Special porarily are being granted to 
some dealers hit by the subnormal retail prices. 

t Applies to deliveries of 400 gals and over. 

tt Includes county tax of lc per gal. 








Production of Natural Gaceliac 
(Bureau of Mines figures in bbis., 000 omitted) 
January 














’ December, 
1953 1952 
OR GOGO. 6 ciks dba ke chon dado de Sonne kes 
We SOO. WOE, occ riscdstecoccescéiseears 
Pennsylvania ...... 66. ice eeeceeees 16 18 
West Virginia 581 466 
**226 **233 
1588 579 
423 429 
* ee 
[uti bghy bb ures bods uN ebekKeees ki 2 2 
DD. ci ctcver<ctouddavcdseanieines 1,797 1,819 
DEED v oiccdons ss ieadavccshbievecave 226 223 
Louisiana: 2,015 2,033 
881 
1,190 1,152 
120 120 
623 616 
11,005 11,139 
2,243 2,436 
2,748 2,730 
964 
1,786 1,833 
3,248 3,176 
= tt 
24 25 
t tt 
. ° tt 
ERA ee a ree *236 +t261 
SD tN bo JGRSs Ke Wadaavescavbebissé 2,735 2,806 
WO ec hWh ria kd thst dkecduescevawaes 20,617 20,769 
Dally Average ........scsdeees adecee 665 670 


** Michigan included with Illinois. 
ed with Kansas. 
tt Colorado, Nebraska, and Utah included with Wyoming. 
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CLASSIFIED 


DISPLAYED: Advertisements set in special type or with border— “Positions Wanted’’—I5 cents a word. Minimum $3 per insertion. 
$13.50 per column inch. Box number counts 2 words. Copy must reach us by Wednesday 
UNDISPLAYED: Ned a.g% ee to ll “Help bn iy preceding date of issue. 
“Business rt ", Miscellaneous assifica- 
tions set in type this size wi out border—30 cents a word. “Minimum All classified advertiooments ese payable in odemmen. 
No agency commission or cash discounts on classified advertisements. 


charge $7.50 per insertion. 
Wanted to Buy Business Opportunity 


*, Position Wanted 
LUBRICATING OIL bulk plant with blending 
SALES MANAGER: Complete experience all WANT TO BUY: 8 Steel Storage Tanks facilities, Located in Great Lakes region with 
phases retail and wholesale petroleum mar- 10,000 to 25,000 gallon capacity and 2—10,000 old established trade. Shows good earning 
keting, TBA merchandising, leasing and prop- barrel capacity, alzo Pumps for Bulk Plant. record. $20,000 will handle. Box 759. 
sales. Corp., Rosemont, Pa 


erty acquisition, Jobber operations and 
Position Open 


Graduate Engineer. Age 42. Mid-West loca- 
SERVICE STATION SUPERVISOR 


tion, will relocate. Box 756 

SALES MANAGER: Proven ability in all 
Large distributor of a major oi] com- 
pany brand, has an opening for an 


phases of building a complete sales program 

for Independent or Major. Thoroughly experi- 

enced as Sales Manager in: Hiring and train- 

ing Sales Representatives, Operations Person- individual who has had marketing ex- 

nel, Chauffeurs, and Service Station and Bulk perience of retail service stations. 

Plant operators. Building an advertising and Duties are to supervise the merchandis- 
ing activities of our dealer service 

station organization. Generous com- 

pensation. Box 757 








LUBRICANT ADDITIVES WANTED 


To increase bomb life, extreme pressure 
and antirust qualities, for soda-base 
greases. Seller must send curves show- 
ing results before and after on bomb 
life and extreme pressure lubricants; 
also \%-Ib, sample of lubricants treated. 
Corrosion tests, before and after re- 
sults required with samples. Specify 
method of tests and verification, and 
give full particulars. 
Box 761 


Sales Promotion Program complete in. all 
phases (Billboard, Radio, TV., Direct Mail, 
point of sale, newspaper) Have worked closely 
with Advertising Agency. Acquiring controlled 
stations by purchase and lease, and construc- 
tion, and independent dealers and consumers 
by aggressive, hard hitting solicitation pro- 
_gtam. Primarily interested in employment by Bids 
Major 6r Independent, but will consider asso- 

ciation with Jobber where there is a possibil- 
ity of acquiring an interest in the busines:. 
For complete resume write Box 764, 














PUERTO RICO WATER RESOURCES AUTHORITY 
SAN JUAN, PUERTO RICO 


INVITATION FOR BIDS 
(Opening date originally set for April 1 has been extended to June 1) 


FURNISHING OF FUEL OIL FOR THE SAN JUAN AND 
SANTURCE STEAM PLANTS, LOCATED AT PUERTO 
NUEVO AND SANTURCE, RESPECTIVELY, 

SAN JUAN, PUERTO RICO 


For Sale 


FOR SALE: 2—5400 gal. Standard Tandems, 
4 compt. just thru shop. Perfect. Also single 
axles. Call Hi. 1385, Bruce E, Hackett Co., 
621 West 58 St., Kansas City, Mo, 


FOR SALE: 1946 1% Ton Ford Truck equipped 
with 800 gallon tank truck—4 compartments. 
Truck and tank in good condition. Both for 
$800.00. Vahey-Marsh-Woods , Phone 


The Puerto Rico Water Resources Authority will receive sealed 
4-4444 Youngstown, Ohio. 


proposals for the furnishing of fuel oil for the total requirements of 
its San Juan and Santurce Steam Plants, located at Puerto Nuevo 
and Santurce, respectively, in the Municipality of San Juan, Puerto 
Rico, for the period from July 1, 1953 to June 30, 1963. The average 
requirement for the period from July 1, 1953 to June 30, 1954 of these 
two plants is estimated at 1,150,000 barrels and will presumably in- 
crease over the 10 year term of the contract to possibly twice that 
amount. Paint of delivery of the fuel oil shall be at the San Juan 
Steam Plant site, Puerto Nuevo, either at the bulkhead adjacent 
thereto for water deliveries, or at an agreed upon point on the site 
for land deliveries. 


Instructions to bidders, special conditions, specifications, and any 
other information regarding this invitation, may be procured from 
the Purchasing Officer of the Puerto Rico Water Resources Author- 
ity, Credito y Ahorro Building, Stop 17, Ponce de Leon Avenue, San- 
turce, Puerto Rico. : 


Bids will be received by the Purchasing Officer of the Authority 
at the above address until 2:00 P. M., June 1, 1953 at which time and 
place bids will be publicly opened, Each bid must be accompanied by 
a bid bond in the form of a certified check or bond by a qualified 
surety company authorized to do business in Puerto Rico in the 
amount of $300,000.00 payable to the order of the Puerto Rico Water 
Resources Authority. 


The Puerto Rico Water Resources Authority reserves the right to 
waive any informality in bids and to accept any bid or to reject any 
or all bids, and to award the contract upon the conditions found most 
favorable to the Authority. 





STEEL STORAGE TANKS 
Railroad tank car tanks 6,500 
to 12,000 gal. cap. Coiled 
and non-coiled. They're heav- 
ier, safer, cheaper. 

Also complete tank cars 
8,000 and 10,000 gal. cap. 
Your inquiries solicited 

Marshall Rai 
50 Church St., awe tes 
Phone: COrtlandt 7-8090 








An advertisement in NPN’s 
Classified Section will bring 
you quick, effective results 
at low cost. 
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Oil Price Index Unchanged 


WASHINGTON—Bureau of Labor Statistics’ wholesale 
oil price index, based on Platt’s Oilgram quotations, was 
unchanged for second straight week. Current index is 
shown below (1947-49 equals 100): 


Crude and products 
Refined petroleum . 
Distillate fuels ... 
Residual fuels 


Lubricating oils Pa: 
Natura] gasoline 
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LP-Gas Markets Continue Quiet 


TULSA—With April 1 less than week away and no 
summer-fill “discounts” yet made known in Mid-Contin- 
ent, liquefied petroleum gas trading continues quiet, ac- 
cording to reports March 25. “Under-the-table discounts” 
still can be obtained that bring net cost to buyer down 
to 3.25c for both propane and butane, but principal pro- 
ducers still are quoting 4c for propane, 4.5c for butane- 
propane mix, and 5c for butane, Group 3, to contract ac- 
counts. 

Trade sources say that reason summer “discounts” have 
not been announced as yet is that material now is being 
channeled into underground storage. 
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CLOSE RELATIONSHIP is maintained between supplier, distributor and dealer as an important factor in Douglas Oil Co. TBA pro- 


gram. However, the supplier doesn’t contact stations direct, but through the distributor. 
manager, and E. J. (Bob) Shanahan, distributor, discuss batteries with J. L. (Barney) Kuehner, station manager. 


Here Jack Hall (left), Douglas TBA 


Station, a two- 


island, six-pump unit located at busy Los Angeles intersection, pumps 16,000 gaJs. a month and did $2,558 worth of tire business 
and $584 in battery business last year (984 Ibs. of grease and 1,940 gals. of oil) 


Dealer Meetings ‘Pep-Up' TBA Sales 


By FRANK BREESE 
Pacific Coast Editcr 


Last year, tires and batteries ac- 
counted for 7.5% of retail sales dol- 
lar volume of the Douglas Oil Co. 
of California. The retail sales in- 
clude gasoline, lubricating oils, 
greases, tires and batteries. 

Douglas hasn’t released any specific 
figures in dollars or units; but the 
tires-tubes-batteries total for 1952 
was in six figures, the company re- 
ported. 

“The tires-batteries revenue means 
a profit to us, and that shows up 
in the dividend,” commented Sam 
Goldman, marketing vice president. 

Douglas didn’t come by that busi- 
ness accidentally. It is the result 


of a flexible, personalized, continuing 
program carried out by Jack Hall, 
TBA manager, (actually “T-B” mana- 
ger since Douglas has discontinued 
handling accessories for reasons 
which will be described later). Mr. 
Goldman maintains a close interest 
in the program. 

Five key factors form the basis of 
the program: 

1. Semi-annual dealer meetings 
at which selling points and tech- 
niques are spelled out. 

2. Constant liaison between the 
TBA manager, distributors and 
dealers. 

3. Quota set-ups which vary 
according to circumstances. 

4. Teamwork between depart- 
ment managers. 


5. Monthly bulletins to dealers. 

Meetings—In effect, the program 
revolves around the dealer meetings. 
Such meetings are commonplace in 
the industry, of course, but Douglas 
tries to give them a special twist. 
Instead of covering the whole field 
of marketing, the company empha- 
sizes certain aspects. For example, 
tire and battery selling may be the 
dominant theme of one series of 
meetings. 

An hour and a half is allocated for 
the business meeting which starts af- 
ter a substantial dinner (usually 
steak). The distributor opens the 
session, thanks the dealers for at- 
tending, introduces the supervisor 
and company brass, then tells the 
purpose of the meeting. A depart- 
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High-flying TBA team... 


@ The Golden Eagle is the high-flying 
symbol that identifies petroleum products 
marketed by Sunset Oil Company 
through more than 500 stations on the 
Pacific Coast. The tire-selling team of 
Sunset Oil and Miller Rubber Company 
flies high too! 


@ Sunset and Miller work as a team... 
and it’s teamwork that has been the 
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keystone of the successful and outstand- 
ing TBA business that they have built. 
This has been teamwork in marketing 
policies and in product requirements . . . 
and it has paid off in sales and profits. 


® For complete details on the teamwork 
that you too can expect from Miller, 
write Dept. NM-4, Oil Division, Miller 
Rubber Company, a Division of The 
B. F. Goodrich Company, Akron, Ohio. 
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KEY MEN in Douglas Oil Co.’s flexible, personalized TBA program are, left to 





right, Sam Goldman, marketing vice president, and Jack Hall, TBA manager. They 
check out a detail for dealer meetings, a vital part of program which also features 
close liaison, realistic quotas, departmental teamwork and monthly bulletins. 


ment manager gives a talk about the 
main subject. A discussion and ques- 
tion period follows. Mr. Goldman 
then sums it up, speaking 15 or 20 
minutes; and the distributor closes 
the meeting. 


Informal Session—After the hour 
and a half period, if the dealers want 
to keep it going or talk with com- 
pany individuals, the session continues 
informally. The company believes 
that a program deliberately extended 
beyond that time may bore the men. 
However, if the dealers prolong it 
of their own accord, that’s all right 
with Douglas. 

Often the company presents ad- 
vertising plans and solicits dealer re- 
action. When merchandising points 
are discussed, the Douglas officials 
call on dealers particularly successful 
in various phases to relate their meth- 
ods and experiences. 


Tires and batteries taken from the 
distributor’s stock are displayed for 
atmosphere. Banners supplied by the 
paint department are used to decorate 
the room, 


Sales Help—aAs an objective, Doug- 
las tries to achieve two things: give 
their men useful selling aids and en- 
courage them. 


“We feel that we have got to help 
the men sell,” explained Mr. Gold- 
man. So, selling and profit are ham- 
mered over and over. 


“A lot of men don’t know how to 
make a profit,” remarked Mr, Gold- 
man. “We have to show them how. 
You have to lead a man and show 
him how until he gets confidence in 
himself. After he makes his first 
sale, he starts getting confidence,” 

Douglas believes they must have 
something to tell the men or the 
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meetings aren’t useful, said Mr. Gold- 
man. 


TBA Contact—During the year, the 
TBA manager keeps in close touch 
with the 15 distributors who are in 
almost constant communication with 
the dealers. Douglas doesn’t con- 
tact dealers direct. Instead company 
representatives call on distributors 
and together they visit station opera- 
tors. On these occasions, dealer 
problems are examined, and the Doug- 
las representative endeavors to come 
up with a solution, either on the spot 
or later on, 


Quotas are worked out by the com- 
pany representative and distributor 
with the individual dealers. Since 
the purpose is to provide each dealer 
with a target, the figures are based 
on localized market conditions rather 
than on a set formula. This way, 
there may be a variance in the quotas 
of dealers, but they are deemed 
realistic. The belief is that when a 
dealer attains his quota, the practice 
is more meaningful than a fixed quota 





The Cover 


Close liaison is a key factor 
in Douglas Oil Co.’s TBA pro- 
gram as shown in this week’s 
cover photo. Here Jack Hall, 
left, Douglas TBA manager, 
and E. J. (Bob) Shanahan, dis- 
tributor, call on J. L. (Barney) 
Kuehner, service station man- 
ager, to explain the difference 
between new and old tubes. The 
station, owned by Mr. Shana- 
han, is used by Douglas Oil for 
testing saJes, merchandising 
and service. 














which may be uniform but out of 
focus. 


Teamwork—The element of team- 
work is one Mr, Goldman has fostered 
in order to develop a strong esprit de 
corps throughout his marketing or- 


~-ganization. Thus when the lube oil 


Manager is in the field, he may spot 
a-+tires-batteries prospect or encoun- 
ter a situation pertinent to that de- 
partment. He would make an initial 
contact and then contact the TBA 
manager to follow up. Since the mar- 
keting organization is small and com- 
pact, the inter-related teamwork can 
be carried out, Douglas told NPN. 

The monthly bulletins are newsy 
letters, running a page and a half 
to two pages of single-spaced copy, 
from Sam Goldman to “Dear Douglas 
Dealer,” They are designed as a gen- 
eral marketing aid, not just for TBA 
—though TBA stress is very heavy. 
They may contain late information 
about tires, some tips on battery sell- 
ing, news about product develop- 
ments, a report on some pertinent 
event related to the industry, some 
dope about the company or news 
about personnel changes. 

They serve a twofold purpose: they 
impart useful sales information and 
they attempt to make a dealer feel 
that he “belongs”. 


Limited Ad Budget—Douglas has 
what it describes as “a limited ad- 
vertising budget” so it is sparing in 
its expenditures. Advertising is con- 
centrated at the point of sale. One 
of the fixtures is the A-board, 
changed every two months, which 
points up some product. Tires are 
plugged on the March-April A-board. 

In keeping with Douglas emphasis 
on the personal approach, it doesn’t 
believe in spending money on sales 
pamphlets and literature aimed at 
dealers. 

As part of its over-all marketing 
policy, Douglas shares the cost of 
giveaways with the dealers and dis- 
tributors. The belief is that the deal- 
er will be more discerning in give- 
away distribution if he has some in- 
vestment than if they are free. 

Mr. Goldman is convinced by 
figures, not words, And he keeps 
everything down in figures which are 
either at his fingertips or in a drawer 
an arm’s length away. 

“We don’t try to kid ourselves,” 
he remarked. “It’s got to show up in 
profits or the selling is no good.” 

Of the 15 distributors, Douglas 
figures that about two-thirds of them 
are doing a good job selling tires, 
tubes and batteries. 

“We haven’t begun to approach our 
potential,” observed Mr. Goldman. 
“The potential lies among the men 
who aren’t doing anything now.” 


Mr. Goldman is not carried away 


by market potential or dazzling pros- 
pects. “We are gratified with steady 
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DREDNAUT “BOSCO” 
2500-POUND SERVICE JACK 





Take your pick of TWO value-packed Drednaut Jack Deals! 
Both deals include 2 fast-selling Twin-Leg Car-Owner models, 
as well as the extra-sturdy Service-Model Twin-Leg. Pick 
Deal A to add the most modern 2-ton floor jack to your 
service equipment... it's ALL-NEW from handle to load 
saddle and it’s yours at a handsome saving with this special 
Drednaut Deal. Pick Deal B to get the popular “Bosco” 
2500-pound service jack . . . maximum lifting strength and 
maneuverability, yet weighs just 68 Ibs. With either deal, 
you get a $6.60 set of Tire-and-Rim Tools at absolutely 

NO CHARGE. Order Deal A or B, but DO IT 

SOON .. . jack values like these don’t happen every day! 

See your Drednaut Jobber or write: 
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Send for FREE 

Data Bulletin on the 
ALL-NEW DREDNAUT 
2-TON SERVICE JACK 





Dreanaus /Acks 


AUTO SPECIALTIES MFG. CO. pert. np-4, ST. JOSEPH, MICH. Other Piants: Benton Harbor and Hartford, Mich.; Windsor, Ont., Canada. 
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As Aovertised 


Cogst ; | 
fit any one of 48 different car models from a small assortment of kits. cred ‘ Pi y 
17 million television screens advertise the “Two Little Squirts”; CLOVIS ‘ 


With Trico’s new Windshield Washer Installation Kits, you can 


millions of users tell friends about them. Now with these new “quick 
on-the-car” kits, you can cash in on this demand. Your jobber will 


tailor-make a stock to fit your requirements. 
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results,” he said. “We don’t believe 
in sensational performance.” 


Available figures and percentages 
testify to gains which are impressive. 
But first, a word about Dougias. 


Its headquarters are in Paramount 
(in the south-eastern section of 
Greater Los Angeles) and it markets 
in California. After the seven West 
Coast major oil companies, it ranks 
among the first eight small, inte- 
grated companies in gasoline volume. 
In December, it sold 9,958,448 gals. 
of gasoline, of which 5,331,678 gals. 
were taxable, according to the latest 
State Board of Equalization figures. 
The latter figure represents approxi- 
mate retail sales—the difference be- 
ing attributable to such factors as 
exports, sales to U. S. or tax paid. 


The latest report to stockholders, 
covering the six months ending Sept. 
30, 1952 (the first half of Douglas’ 
fiscal year), disclosed sales of $11,- 
186,105—an all-time high—showing 
an increase of $1,782,561 over the cor- 
responding previous period. Net 
earnings after charges were listed as 
$487,325, compared with $378,524. 


Douglas is the third largest pro- 
ducer of asphalt products in the Far 
West (after Standard of California 
and Union Oil Co.). Its refineries at 
Santa Maria and Paramount have 
a combined capacity of 7,000 b/d 
while its Bakersfield refinery, which 
handles light petroleum products, 
processes 11,000 b/d, the company re- 
ported. 

In January 1950, Douglas had 520 
service stations, but now it has 325, 
the result of a campaign of elimina- 
tion and upgrading. 


In 1939, when Douglas began mar- 
keting gasoline, it sold about 12 mil- 
lion gals. Last year, gasoline retail 
volume totaled 53,836,000 gals. That 
was 11% higher than 1951; and the 
gain in gasoline volume for Douglas 
distributors was 12.6%. 


Total motor oil business in 1952 
was 21.1% over 1951, and lube busi- 
ness was 22.9% over 1951. 


Battery sales have climbed steadily 
since 1949, and last year’s total repre- 
sented a 57% gain over 1949 in dol- 
lar volume. 


From the standpoint of tire sales, 
Douglas regards 1949 as the last nor- 
mal year prior to 1952 because of 
the effects of the Korean war. In 
1952, Douglas’ tire volume, running 
in six figures, was 10% better than 
1949. The best year ever was 1947, 
the first post-war year in which tires 
came to be in good supply. 


Douglas handles the Hood line of 
tires and tubes. It markets batteries 
under its own trade names. 


In 1949, Douglas discontinued han- 
dling accesories but had on its hands 
a warehouse full of merchandise that 
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took some time to liquidate. Doug- 
las decided to give up the accessory 
business because of a problem aris- 
ing from warehousing. To offer a 
complete and diversified selection of 
articles, it was necessary to acquire 
large stocks which occupied a lot of 
space, required a lot of handling and 
tied up much capital. This included 
slow-moving merchandise. The prob- 
lem was aggravated by the competi- 
tion from “pie” wagons which were 
able to supply stations with facility, 
Douglas told NPN. 


Douglas acknowledges that basic 
articles like filters and fan belts 
sold well. But they decided not even 
to stock the good-selling items be- 
cause they might be tempted to get 
back in on a regular scale again. 


Mr. Goldman, 53, has been a pe- 
troleum marketer ever since he was 
old enough to vote. Born in New 
Haven, Conn., he went to Los Angeles 
in 1921 and with his brothers, Phil 
and Joe, opened a split-pump station 
at Brooklyn Ave. and State St., sell- 
ing Associated and Eureka (later 
Petrol) brands. 


In 1926 he went to work for Charles 
A. Krebs, jobbing oils, and three years 
later went with the El Camino Oil 
Co. as a jobber. Caminol took over 
in 1931, and as the Depression 
broadened, Mr. Goldman returned to 
the service station business. Four 
years later he took over the sales 
department of the Los Angeles Re- 
fining Co. (now the Fletcher Oi] Co.). 
In 1937, he became sales manager of 
the Krieger Oil Co. which bought 
Douglas Oil Co. marketing facilities 
and trade marks in 1943. Douglas 
is headed by W. G. Krieger. 


As the marketing department ex- 
panded, Mr. Goldman became direc- 
tor of sales; and in 1949 was elected 
vice president. 


Mr. Goldman lives in Beverlywood 
(south Beverly Hills). He has two 
sons—Wayne, 24, an airman second 
class in the Air Force, and Robert, 
19, studying at the Northrup Aero- 
nautical Institute to become an aero- 
nautical engineer. 


Jack Hall, 44, who runs the TBA 
department, has a B. F. Goodrich Co. 
background, having been with the 
company from 1930 to 1942, working 
in retail sales and serving as mana- 
ger of Compton and Wilmington 
stores. After a three-year stint in 
defense work, Mr. Hall joined Doug- 
las in 1945 as assistant TBA mana- 
ger. In 1947 he was named manager 
of batteries and accessories and the 
next year, TBA manager. 


Mr. Hall lives in San Pedro with- 
in easy distance of deep-sea fishing, 
a hobby along with hunting and golf. 
He has two daughters—Joyce, 19, a 
nurse in the U. S. Naval hospital 
in Philadelphia, and Randy Joy, 5. 


Changes at Seiberling 

Walter T. John- 
son became gen- 
eral sales man- 
ager of Seiber- 
ling Rubber Co. 
as of March 1, 
succeeding C. A. 
Reed, who has 
been made assist- 
ant to the presi- 
dent. Douglas 
Mueller, assistant 
to the president 
and director of 
public relations, 
will continue in both posts but has 
been granted a leave of absence to 
attend the spring session of the Ad- 
vanced Management Program at 
Harvard Business School. 


Mr. Johnson moved up to assistant 
general sales manager in September, 
1952, after serving successively as 
district manager at Buffalo, Boston 
and Atlanta. 


Mr. Johnson 


Among other 
recent changes, 
Seiberling Rubber 
Co. now has a 
publicity man- 
ager, Harold A. 
Polonus, who had 
been on the pub- 
lic relations staff 
at Goodyear for 
10 years. Includ- 
ed in his duties 
will be responsi- 
bility for com- 
pany  publica- 
tions. 


Mr. Polonus 


Billups Adds Nurseries 


Billups Petroleum Co., of New Or- 
leans, with a TBA department 
which already boasts a more diversi- 
fied line than that of any other petro- 
leum marketer in the country, has 
branched out into an entirely new 
field. Through its southeastern chain 
of salary-operated service stations, 
Billups has gone into the nursery busi- 
ness, offering both flowers and shrubs 
to its customers. Outdoor boards 
plugging the new line are going up 
at some Billups stations, and a plant 
specialist from the nursery with which 
Billups has contracted for supplies is 
available as a merchandising aid to 
Billups station managers. 


Truck Training Film 


Because warehousing practices in 
the oil industry have a lot to do 
with the efficiency and profit of 
TBA marketing, TBA men will want 
to know about a training aid for 
fork lift truck operators. It is a 
30-minute sound movie entitled “Safe- 
ty Saves” and is available from the 
Clark Equipment Co., Battle Creek 
89, Mich., on a loan basis. 
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“To Expand Our Business, 
We Naturally Chose 


Linco/n 


Lubrication 
Equipment” 






ASK THE DEALERS WHO USE IT! 
ewe LINCOM ta Sa Cnn 


LUBRICATION DEPARTMENT 
can help you make more money! Write today for your 
free copy of Lincoln's new Lubrication Department + © © PIONEER BUILDERS 
Plan Book No. 500, illustrating 20 of the most popular HNEVEN 
lubrication set-ups, and showing you how you can pian LUBRICATING EQUIPMENT © » 
your own set-up to meet your operation. 

LINCOLN ENGINEERING COMPANY ~« 5702-74 Natural Bridge Avenue * St. Louis 20, Missouri 





PROFIT POINTERS... 


— 





ae NATIONAL PETROLEUM NEWS 














TIRES-BATTERIES-ACCESSORIES 










It seems there 
is some 
ment about tire rotation, In our Feb. 
4 issue attention was called to ad- 
vice being circulated to dealers by 
some oil companies to forget their 
old tire rotation charts. These com- 
panies were quoted as saying that the 
important thing is to put the best 
tires on the front wheels. 


More front-end weight in modern 
cars was cited as the reason for 
this change in recommended rotation 
practice. Formerly it was the univer- 
sal idea that rear tires always wore 
out first, because an automobile is 
propelled by power applied to the 
rear wheels. 

But the oi] companies making this 
change in recommendations da not 
get the support of the entire rub- 
ber industry. Most tire manufacturers 
still believe in tire rotation under 
some kind of a plan which will get 
every tire on every wheel. 

There is no question raised about 
the fact that there is more front- 
end weight on modern cars. And it 
may well be true that there is more 
rapid wear on front tires today than 
was the case with older cars. But 
any generalization about more wear 
in one place than another is beside 
the point, say those who counsel 
thorough tire rotation. 

More important to the car owner, 
it is claimed, is the fact that rate 
of wear is seldom the same for any 
two tires, front or back. Moreover, 
differences in relative tire wear are 
continually cropping up between ap- 
parently identical automobiles of the 
same make, year model and body 
style. 

These variations from car to car 
are as much of an unsolved mystery 
in the field of tire wear, as they are 
in the matter of oil consumption and 
octane characteristics. So far they 
have defied engineering analysis. 
They can be accounted for in part 
by the personal peculiarities of in- 
dividuel drivers. 

Thus the argument runs that if the 
individual car owner wants to get 
the utmost wear out of a set of five 
tires, he should be advised to keep 
moving them from point to. point 
on the car, Many car owner manuals 
suggest that tires be switched at 2 500 
miles, and again at 5,000 miles. There- 
after rotating can be done every 
5,000 miles. 

Tire rotation is more important 
today for other reasons besides the 
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* Industry Agrees on Tire Rotation Need, 
a Splits on Specific Switching Formula 


By Frank C. Sturtevant, TBA Editor 


additional weight on the front end. 
Modern cars are built to ride better 
and steer with much less effort than 
formerly. The combined effect is 
often referred to as the “soft” ride. 
That apt term describes the result 
of many factors, including new type 
spring suspensions, shock absorbers 
and low pressure tires. 

The cushion effect of the “soft” 
ride is something the car owner soon 
takes for granted. As soon as any 
change occurs to upset the new 
smoothness of riding and steering it 
is instantly noticeable. The owner 
may diagnose his trouble as any- 
thing from front end mis-alignment 
down to a poor lubrication job, where- 
as it may be neither of those things. 


Among the simplest of possible 
troubles to upset the “soft” ride of 
the modern car is the normal process 
of uneven tire wear. It takes place 
inevitably on front tires. Sometimes 
all that is needed to restore smooth 
riding and steering is tire rotation, 
rather than, say, wheel balancing or 
re-alignment, although these too 
must be corrected at intervals. 

A summary of the situation seems 
to indicate that there are two 
schools of thought: 

1. Every 5,000 miles al) tires should 
be inspected, and the best tires moved 
up to the front wheels. 

2, Every 5,000 miles all tires should 
be taken off and moved to a new 
position. Rotation plans shown in 
car owner manuals may be used, or 
any uniform plan, just so that event- 
ually it moves each tire to all five 
positions. 


TBA Meeting Set May 14 


The Oil Industry TBA Group Mid- 
west Section annual meeting for 
1953 will be held at the Kentucky 
Hotel, Louisville, Ky., on Thursday 
and Friday, May 14 and 15. Fol- 
lowing the custom of recent years, 
discussions will be handled by a 
subject leader, with a panel in at- 
tendance for questions and comments. 


Ohio to Sell Goodrich 


The Ohio Oi] Co., of Findlay, 
Ohio, which markets the Marathon 
brand of gasoline in seven midwest- 
ern states, has made arrangements 
to sell the complete Goodrich tire, 
battery and accessory line, on a com- 
mission override basis. Previously 
Ohio Oil handled its own TBA dis- 
tribution on a buy-and-seli basis. 


Tire Contest Under Way 


A Dayton tire contest with $1,000 
in cash prizes will be conducted at 
the 29 Urich Serve Yourself Sta- 
tions from now until autumn, ac- 
cording to an announcement by Art 
Avery, sales manager. 


The contest is based on points, 
and salesmen scoring the greatest 
number of points will collect four 
monthly awards: $50, $25, $15 and 
$10. On Labor Day, a party will 
be held, and four grand prizes will be 
awarded: $250, $125, $75 and $50. 


Globe-Union Plans Plant 


Globe-Union will build another 
storage battery plant in Houston, on 
a recently acquired five-acre site. The 
company already has a plant in Dal- 
las, part of string of 13 branch plants 
scattered over the country. 


At present Globe is marketing its 
new Chromo-Plastic battery in the 
Group 1 size only. It is a 51-plate, 
115-A, H, battery with rubber sep- 
arators. The new, biue plastic case, 





with 


its thinner wall permits a 
larger layer of electrolyte both 
around and above the plates, result- 
ing in greater cold-starting and am- 
pere-hour capacity. The case also 
has greater impact resistance, and 
the new one piece cover uses a 
tongue-and-groove design which fits 
down over the case walls. “The sealed 
joint made possible by the close fit- 
ting design and the new case and 
cover material is proof against the 
heat encountered in under-the-hood 
locations. 


Bad Weather Tire 


Firestone has brought out a new 
mud-snow truck tire designed for 
use where mud, snow or ice condi- 
tions are unusually severe. Called 
the Super All Traction, it is in- 
tended to supplement the Firestone 
All Traction mud-snow truck tire. 
It is availabie in sizes up to and in- 
cluding 8.25 x 20. 
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1 Bonus Gallons... 


Every order for four or more cases 
of Peak or Nor’way Anti-freeze 
delivered from now until July 31st, 
1953, contains a BONUS. Here’s 
how it works: in each four case 
order of gallons or quarts, there’s a 
ONE-GALLON-BONUS; for ex- 
ample, that means $3.75 extra profit 
at retail on each four case order of 
Peak Anti-freeze. 


2.Price Protection coe 


In the event of a price reduction, 
the reduced price will apply on all 
deliveries made between February 
2nd and December 31st, 1953. Thus, 
your anti-freeze profits are assured. 
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<B.Fall Payment Plan... 


The “Nor’way” and “Peak” fran- 
chise enables your jobber to offer a 
Fall Payment Plan to properly 
qualified accounts. Consult your 
jobber for details about his program. 


Ai ..Nationally 
Advertised Brands... 


Every year more and more car 
owners ask for “Peak” and 
“Nor’way’’. Sign up now ... before 
the season starts, you will receive a 
new DISPLAY KIT that’s full of 
sure-fire attention-getters. Tie-in 
with these sales helps to cash in on 
the increasing demand created by 
the 1953 national advertising pro- 
gram. 


IT’S THE EARLY BIRD WHO MAKES THE EXTRA PROFITS... 
ORDER PEAK AND NOR’WAY ANTI-FREEZE 
FROM YOUR JOBBER TODAY! 






we 


2 < 


PEAK NORWAY 


COMMERCIAL SOLVENTS CORPORATION, NEW YORK 16, N. Y. 


PEAK and NOR’WAY ANTI-FREEZE 


offer a special dividend 


FOR EARLY DELIVERIES 


Now ... every dealer who orders Peak or Nor’way Anti-freeze early and accepts 
delivery from his jobber before July 31st, 1953, can earn a special “Early-Delivery- 
Bonus’. Here’s an excellent and unusual opportunity to increase your anti-freeze 
profits substantially this fall. 

















£5 Quality Products 
<a 


“PEAK”... the 
all-winter .. . 
all-weather 
anti-freeze 

gives millions 

of motorists 
trouble-free 
protection 

each year. 


“NOR'WAY”... 
the economical 
type anti-freeze 
delivers high- 
strength, low-cost 
winter protection. 
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Goodyear Puts TBA Sales Volume at $54.22 per 1,000 Gals. 


Service stations are actually doing 
a TBA volume of $54.22 per 1,000 
gals. of gasoline in merchandise 
alone, excluding labor saies, accord- 
ing to a projection of U. S. census 
figures made by Goodyear Tire & 
Rubber Co. 

The $54.22 TBA ratio represents 
an average of 114,000 stations with 
an average gallonage of 10,706 per 
month. The figure was worked out 
by Goodyear by translating census 
reports of units sold into terms of 
1952 retail dollars. Source of the 
data was the 1948 census of retail 
trade, covering U. S. stations only. 
No projection was made for Canada. 

For Canadian marketers who are 
interested in making comparisons; 
the average station gallonage is 


Similar Canadian Station 
(20,750 Imperial gals. per month) 


Tires and tubes ....... $33.40 
ee Peer eee 9.60 
Accessories .......e5ss 16.00 
Total TBA sale?....... $59.00 per 1,000 


Imperial gals. 
Inventory .Estimate— The TBA 
stock needed by stations is calcu- 
lated by Goodyear on a per 1,000 
gal. formuia. At average dealer 
cost prices, typical examples of in- 
ventory investment would amount to 
the figures shown in these tables: 
AVERAGE STATION TBA INVENTORY 
(per 1,000 gals. of gasoline) 


Tires and tubes ............. $22.15 
TOOAROREED © ccc ccs vent seserece 6.55 
AOCORBOTIGR one ccc ceccesees 10.26 





Investment per 1,000 gals. $38.96 


For a 10,700 gals.-Per-Month Station 
Tires and tubes $ 











ACCESSORIES 


29% 
$2028 


1953 TBA VOLUME for the average 







about equal . PRIN 65 a tenes dceceds 8h03 70. J : 
a pecans pay roe cake eae y oom Elo te sib bale pads 109.72 service station will total $6,942.00 ac- 
annually. However, Canadian TBA Total Monthly Investment ..... $416.80 cording to a Goodyear estimate projected 





prices are higher than the prevailing 
U. S. levels by somewhere around 
35%. 

By giving effect to the larger gal- 
lon and the higher price level, a 
comparable Canadian TBA ratio 
would be $88 per 1,000 Imperial 
gallons. 

For stations which sell a higher 
gallonage of gasoline, Goodyear esti- 
mates a diminishing TBA ratio. At 
25,000 U. S. gallons a month or more, 
the TBA ratio would be $43.83 per 
1,000 gals., or 20% less than the 
10,000 gal. a month station. 

Translated into Canadian terms, a 
comparable performance at 35% 
higher TBA prices, and applied to Im- 
perial gallons, would be a TBA ratio 
of $71.50 per 1,000 gals., for a sta- 
tion doing 20,750 Imperial gals. 
monthly, or 249,000 Imperial gals. 
annually. 

The TBA dollar is divided among 
tires, batteries, and accessories in 
the proportions shown in the follow- 
ing table: 


RATIO OF TBA SALES 
PER 1,000 GALS. 
Average Station 

(10,706 gals. per month) 


Tires, tubes ........... $28.83 
ee og eer 9.42 
Accessories ........... 15.97 


$54.22 per 1,000 gals. 


Average Canadian Station 
(8,886 Imperial gals. per month) 


Tires —_ tubes ....... $47.00 
OE AE ary: 15.00 
Aanenpartes oath sn die wie 26.00 





Total TBA sales ...... $88.00 per 1,000 


Imperial gals. 
High Gallonage Station 
(25,000 or more gals. per month) 


Tires and tubes ....... $24.78 
ee err eee 7.12 
Accessories ........... 11.93 
Total TBA sales ...... $43.83 per 1,000 gals 


HIGH GALLONAGE STATION INVENTORY 
(per 1,000 gals. of gasoline) 





Tires and tubes ............. $18.04 
a ee iy ee were Te 4.51 
TET eer 7.76 
Investment per 1,000 gals. $30.31 


For a 28,300 gals.-Per-Month a 
10. 


Tires and tubes ............. 53 
SOG wes ce cu ceccnuisecge .63 
Accessories 219.60 
Total Monthly Investment...... $857.76 


Goodyear 

Gross profit margins for stations 
on TBA merchandise are estimated by 
Goodyear to be $15.26 per 1,000 gals. 
of gasoline for the average station 
doing around 10,000 gals, a month. 

For a high gallonage station the 
profit is estimated at $13.52 per 
1,000 gals. Again, these profit fig- 
ures cover merchandise only, and do 
not include services or labor sales. 

Profits on each of the three classes 
of merchandise are shown in the fol- 
lowing tables: 


AVERAGE STATION 


group. 


SEASONAL BUYING HABITS 

















from U.S. census figures covering 114,000 
service stations. 
ness for the average station will be di- 

vided as shown in the chart 


For keeping service station inven- 
tories in an up-to-date condition, with 
items most needed always on hand, 
and no money tied up in slow movers, 


which follow. The popularity charts 
help to show where the heavy de- 
mand is by sizes in tires and bat- 
teries and by item in the accessory 


Seasonal Trends—tThe table of sea- 
sonal buying habits on tires and bat- 
teries indicate when to prepare for 
peak demand, and what proportion 
of the year’s business is normally 
done in each quarter. 
































The year’s TBA busi- 


has prepared the tables 


Tires Batteries 
Cost Retail January 
Tires and tubes ....... $22.15 $28.83 February 13% 16.1% 
Batteries ..... 6.55 9.42 March 
Accessories ............ 10.26 15.97 
April 
$38.96 $54.22 May ... 29.2% 
Gross profit $15.26 per 1,000 gals. June 
HIGH GALLONAGE STATION July 
Cost Retail August .. 33.3% 
Tires and tubes ....... $18.04 $24.78 September 
We alien en saaken 4.51 7.12 Quiee 
Accessories ............ 7.76 11.96 faveuier 21.5% 
$30.31 $43.83 December Bi 
Gross profit $13.52 per 1,000 gals 100% 
‘ Tae a tk ACCESSORIES 
TIRES BATTERIES % of 
% of Items Items 
Total Group Tota! attery Cables ..... 3.8 Cleaner Supplies ..... 
6.70-15... 29.2 rere 44 Auto Lamps-Bulbs.. 5.2 ee ene ar 
6.00-16. . 22.6 Bevis 14 Auto Fuses ........ 0.6 “= 
7.10-15.. 16.0 | ree 17 Filters-Elements ... 13.1 Seat Cushions. ednre x 
7.60-15... 12.5 OP 6 Sa 9 Spark Plugs ....... 10.6 Seat Covers ......+.. 
6.50-16... 5.5 SD ss ¢es 13 Wiper & Accessories 6.8 Flashlights .......... 
8.00-15. . 3.8 Misc. 3 Radiator-Gas Caps . 3.3 Flashlight Batteries .. 
8.20-15. . 3.3 Fan Belts ......... 6.5 Friction Tape ....... 
6.40-15. . 2.3 100% Hose ..... 3.2 Floor Mats .......-. 
6.50-15. . 1.5 Radiator Chemicais. 6.6 Mufflers ........+++- 
Mise. . 3.3 Polishes & Waxes... 8.4 Tail Pipes ........--+ 
100% 
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DOUBLE GRIP ! Hose is compressed 
on its full circumference in two 
places (shown encircled in cut- 
away drawing) insuring a rigid, 
leakproof connection. 


Made of non-corrosive materials 
with a smooth Bore that allows 
full flow without restriction or 
turbulence. 





STREAMLINED!! DUBL-GRIP’S modern design is at home on smart new 
pump equipment. Its size and shape is such as to permit its installation 
in limited space. 


REATTACHABLE!! Increases the service life of the hose assembly many 
fold. Worn portion of hose may be removed and DUBL-GRIP can then 
be reapplied. 


EASY ASSEMBLY!! Hose is held in position by the sleeve as the body is 
drawn home by the simple thread arrangement. 


LONGER HOSE LIFE!! Flex-failures are reduced by the DUBL-GRIP design 
because the hose is cradled at the sleeve opening to minimize flex-stresses 
at that point. The threads on the body are machined with a wide flat so 
they will not cut the inside of the hose at assembly. 


ONLY A WRENCH!! Designed to meet the need for a reattachable coupling 
for gasoline curb pump hose. International DUBL-GRIP gives you a new 
design that eliminates the need for special assembly equipment. When 
repairs become necessary, the only tool required is.a wrench. 





A Division of The Gabriel Company 
CLEVELAND OHIO, U.S.A. 





THE INTERNATIONAL METAL HOSE CO. 
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Filter Promotion Can Help Lube Oil Sales 


Selling the car owner on driving a safe car is the surest way to sell every- 
thing in the TBA line from tires to spark plugs, says this filter manu- 


facturer. 


He also reports on the oil filter outlook in this talk before the 


West Coast section of the Oil Industry TBA Group on Feb.24. 


* 


By JAMES B. LIGHTBURN 
Assistant to Vice-President in Charge 
of Sales, Purolator Products, Inc. 


In the new 1953 
model passenger 
-cars there will be 
little change in 
filter appli- 
cations. The 1953 
Ford V-8 and the 
Mercury will not 
change from their 


present set-up, 
which uses the 
by-pass filter. 


The Ford 6 and 
Lincoln will con- 
tinue to use the 
full flow filter and it is understood 
that as capacity in the new engine 
plant becomes available, the V-8 and 
the Mercury will also swing over to 
the full flow fi'ter. 

The new 1953 DeSoto will no longer 
be equipped with a cartridge, but 





* 


* 


will have a full flow filter mounted 
directly on the block. 

The 1953 Buick on the 50 and 70 
models will now take the same refills 
as the Oldsmobile. 


With the increase in horsepower 
race at full throttle, the space limi- 
tations are becoming more and more 
critical. This is one of the reasons 
for mounting filters underneath the 
car where there is still some space 
left. We take a very dim view on 
this matter because too many filters 
are very difficult to change, with the 


‘result that dealers are reluctant to 


get into a service job where they may 
run into expensive damage claims. 
It is certainly hoped that the filters 
themselves can be brought back up 
on to the top of the engine where 
they can be more easily serviced. 
For instance—on the first models 
of the new '53 Dodge, it was im- 
possible to get to the filter so that 
it could be serviced. On some of 


the Chryslers, this is also the case. 
We understand, however, that engine 
changes are being made which will 
enable this servicing problem to be 
simplified. At the moment we have 
no information as to when it will be 
accomplished. 


Generally speaking, the filter indus- 
try looks forward to another big in- 
crease in dollar volume. More and 
more the oil companies are tying the 
filter sales program into the sale of 
lube oil and with the declining oil 
ratio, we feel that the sale of filters 
can substantially arrest this further 
decline. 


Increased advertising and promo- 
tion budgets by all of the filter manu- 
facturers will mean that more em- 
phasis is being put on the driving 
public to get filters changed. The TBA 
Managers of most of the major oil 
companies are planning greatly in- 
creased filter sales programs. 


Prices should remain fairly con- 
stant and volume good for the first 
six months of 1953. 

That’s what’s new 
filters. 

New Idea—And now, I would like 
to talk to you for a few minutes 
about a new merchandising idea that 


in the line of 





STANDARD OF CALIFORNIA was represented at the West Coast TBA meet 





Situs 





pgs 


ing by, first row, left to right: Bill McCullough, 


TBA specialist; G. S. Wheatley, chairman of the meeting; Harold R. McFeeters, vice president and merchandising manager of 


Standard Stations, Inc., and Eric S. Pfefferkorn, field specialist. 
Strickland, specialist; Harold J. Michello, and Joseph E. Lenahan, merchandising analyst, all from the San Francisco head office 
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Second row, left to right: W. S. Cordray, specialist; Frank 
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ere’s the newest product 


of Globe creative engineering... 


the Chroma-Plactc Battery it all new! 


T’S another result of Globe initiative 

and experience in pioneering ever in- 
creasing higher standards of battery per- 
formance, 


Whatever your application, there are 
many sizes and types to choose from. In 
addition special models are made to meet 
special needs. What’s more, there are 13 
Globe factories, strategically located near 


GLoBE-UNION Inc. 


MILWAUKEE 1, WISCONSIN 


your market. This offers you the advan- 


tages of low freight and fast service. 


Globe-built batteries — for original 
equipment manufacturers, for mass distri- 
bution under the trade name of GLOBE 
SPINNING POWER, plus a host of lead- 
ing private brands — are known the world 
over. Before you make any decision on 
your battery needs, check with Globe. 


Battery Plonts ot: ATLANTA, GA. © BOSTON, MASS. © CINCINNATI, OHIO @ DALLAS, TEXAS © 
EMPORIA, KANSAS @ HASTINGS-ON-HUDSON, N. Y. © LOS ANGELES, CALIF. © MEMPHIS, Tenn. 
@ MINERAL RIDGE, OHIO © OREGON CITY, ORE. © PHILADELPHIA, PA. @ REIDSVILLE, N. C 
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UNION OIL of California group included, front row, Jeft to right: H. I. Holbrook, chairman-elect of next year’s meeting, super- 
visor of retail marketing, Los Angeles; H. D. McCarthy, assistant territory manager, Los Angeles; E. R. McCloud, manager, retail 


sales, Pacific Northwest territory, Seattle; C. E. Rathbone, manager of retail sales, northern division, San Francisco. 


Second row, 


left to right: M. E. Lamborn, sales; J. I. Robinson, retail representative; R. T. Carrington, district sales manager, all three in San 
Francisco; John H. Fisher, district sales manager, Emeryville, Calif.; Harold J. Schaper, sales service, San Francisco 


THESE OIL COMPANY men taking a soft-drink break, left to right, are: Frank 





1 


Strickland and Peter V. Jambruno, Standard of California TBA San Francisco, and 
Bill S. Piper, Shell Oil merchandising representative, San Jose, Calif. 


we think will be popular with your 
dealers and customers. 

The average motorist—your cus- 
tomer— wants more than gasoline 
from a service station. He wants serv- 
ice and a safe car. He wants advice 
and assistance in not only protecting 
his mechanical investment but also 
his life. Give him this assistance 
and you can’t lose. Preventive 
maintenance is the first key to own- 
ing a car that is safe to drive and you 
can gain both in customer satisfac- 
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tion and in extra profits by giving 
it. 

In approximately the time it takes 
you to read this article one driver 
will be killed and 35 injured on U. S. 
highways. How many will be your 
customers with the subsequent loss 
to yourself and your community? 

Research into the causes of highway 
fatalities turned up the discouraging 
fact that approximately two-thirds of 
the deaths are due to “driver failure” 
—errors in judgment. on speed, pass- 


ing, alertness, road conditions and 
similar circumstances. The other 
third (and this is the one that is 
important to you) resulted from some 
failure about the automobile itself. 
Service station operators can be a 
prime factor in reducing these “car 
failure” accidents by providing better 
TBA service and making stronger 
replacement or repair recommend- 
ations to their customers. Each of 
those cars involved in an accident 
had been in a service station an 
average of 92 times during the pre- 
vious year. There are no figures 
available on how many were warned 


_that their tires were slick, their 


wheels out of line, their brakes be- 
low normal in effectiveness, their 
headlights dim or improperly adjusted 
or their battery in poor condition. 
The odds are that very few of them 
knew or had been told that a dan- 
gerous condition existed which could 
easily be corrected. 


Tragic Failures—The point was 
tragically illustrated in a recent acci- 
dent that resulted from not one, but 
two, mechanical failures. A badly 
worn battery cable picked a stormy 
night to break. When the driver 
stepped from his car to look under 
the hood, another car, whose wind- 
shield wiper had broken down three 
weeks before, plowed into the side of 
the stalled machine. Score: one dead, 
three injured. 


Not nearly enough service stations 
and garages have set up a routine 
of complete inspections every time 
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Dillectric is a real money-maker. That’s why over 100,000 
servicemen have switched to this modern tube repair method. 
It’s the handiest, quickest, surest way to safely repair all tubes. 
You simply place a Dillectric ready-prepared patch on the 
buffed tube injury, attach the Electric Heating Unit, insert in 
the Dillectric Clamp, and flip the operating arm. Automatically 
Dillectric gives exact heat, exact pressure, exact time for a per- 
fectly vulcanized repair, always. You just can’t beat Dillectric 
for speedy, efficient, profitable service. Ask your wholesaler, 
tire or oil company to send you a Dillectric Outfit, today. 


T 


<<“ \f at any time 


for whic 


w 
: 1 
a ies to al r: 
*T bis guarantee a regardless of 
Clamps 


chase date. 


THE DILL MANUFACTURING COMPANY, 700 E. 82nd St., Cleveland 3, Ohio 


DILL}: pit fil fi} E 
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they do a lubrication job or have a 
car left in the station for a short 
time. A check list should be made 
showing the condition of the fan belt, 
air cleaner, oil filter, spark plugs, 
battery and cables, radiator hoses and 
fluid, muffler and tail pipe, all in- 
terior and exterior lights, brakes, 
steering assembly, windshield wiper 
and washer, all four tires, and, where 
possible, the tubes. Other items can 
be added at the judgment of the 
station operator. 

It is a common experience with 
stations that have started making 
complete inspections and passing the 
results on to customers to find that 
their TBA and service business both 
multiplied. 

Typical of what you may uncover 


was shown in a five-day effort to 
cut traffic accidents due to defective 
automobiles which was conducted by 
the St. Louis Junior Chamber of 
Commerce. Out of a total of 1,321 
cars ted, nearly 50% were 
found with defective wheel alignment 
or other steering faults; more than 
one-third had broken or improperly 
adjusted headlights and approximate- 
ly 25% had faulty brakes. In all, 
eight out of 10 cars checked were 
found to need replacement parts or 
work of some kind. 


A different set of figures resulted 
from a check by the Inter-Industry 
Highway Safety Committee, working 
in co-operation with the National 
Safety Council. This inspection of 
a large number of cars showed that 


@ 
Special Bonus Deal iicceiesorncr 


This beautiful 9-piece California 








DE LUXE SALAD SET 


will be sent to you by your automotive 


supplier, without = ery time you 
purchase 4 ner Radiator 
Products y tion—from 
now un 0. ine durable 
rs . 
t 


sly een, wine 







Comple@ ase: serving 
bowl, si w, ndy serv- 
a-salad fofk and i€ ae 
gift packaggS 

Make the tra profit op- 


portunity .. extra incentive for your 
employees to do a selling job this Spring. 


Special Bonus Deal expiration date is April 30, 1953! 


So stock . 


- promote... sell. 


. Warner Radiator Products this Spring. Your 


purchase of j just four dozen cans, j in any combination, earns you one complete 9- 
piece California deluxe Salad Set... and there’s no limit! 


tained 1 
Advertising in the 

ages of the 
Sasdey Seetiee 


Post! 





WARNER RADIATOR PRODUCTS o205. micutoan ave. cnicaco s ne. 




















slightly over one-third needed work. 
Brakes led the list of unsafe parts, 
followed by headlights, steering, and 
exhaust systems, in that order. 
Efficient service stations should 
make it a regular practice to remind 
their customers of the condition of 
their tires and batteries, among other 
things. According to a compilation 
of breakdown causes reported by the 
AAA, tires led the list in 1951 with 
10,553,000 calls for help, closely fol- 
lowed by 10,266,000 cases of battery 
trouble. Many of these could have 
resulted in fatalities. It will pay 
dividends to remind your customers 
that replacing a bad tire is many. 
times cheaper than replacing a 
wrecked car and that a battery re- 
charge costs less than a service call. 


Unsafe tires—An executive of one 
of our leading rubber companies re- 
ports that 25% of the cars on our 
highways today are running on un- 
safe tires. Your selling job can be 
double-barreled—safety for the car 
and profits for you. It’s estimated 
that 1953 TBA sales will pass the 
$3,250,000,000 mark and still leave 
untapped many prospective customers. 


To see how their dealers were push- 
ing tire sales, one of the major oil 
companies conducted a survey which 
brought out some distressing facts. 
The method was to have a young 
lady drive a car into a station and 
ask for service. Her car carried two 
fairly good tires, although one had 
a slow leak. The other two tires 
showed no tread and were definitely 
in need of replacement. Although 
the young lady repeatedly called the 
dealer’s attention to her bad tires, 
and especially to the slow leak, not 
one single sales talk was given for 
either tires or tire servicing. 


From the results of such a survey, 
dealers can learn how they can be 
an important go-between in protect- 
ing the lives of their customers and 
their families by paying more atten- 
tion to tires. They will find that by 
stressing the “safety” feature to 
motorists they have one almost per- 
fect sales point. It makes the dealer 
appear interested in the customer’s 
welfare—it helps the customer—and 
it helps business. Opportunity in this 
line is almost unlimited. Not all of 
your customers think in terms which 
show that the further they drive tires 
beyond the safety point, the greater 
the danger. Ninety percent of all 
tire trouble occurs in the last 10% 
of tire life. 


Quality a Factor—Remember also 
that if one part of the car is faulty, 
it automatically reduces some of the 
safety factors. Perfect brakes might 
be of little use if a tire blows out at 
high speed and by the same token, 
the deepest non-skid tread will be 
of little use when brakes fail. A great 
deal of poor quality brake fluid is 
available but such “bargain” com- 
pounds, when introduced into the 
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braking system of the automobile, 
directly contribute to hundreds of 
accidents each year and impair the 
braking efficiency of thousands of 
cars, old and new. With only a few 
cents difference in the quality of a 
brake fluid possibly meaning the nar- 
row dividing line between life and 
death for one of your customers, 
make sure they are supplied with 
fluid of proven quality. 

Much of the credit for a properly 
operating car reflects back on the 
station that services it. The director 
of engineering for one of the country’s 
largest spark plug manufacturers re- 
cently said that 70% of the auto- 
mobiles in use today are operating 
with spark plugs that need checking, 
cleaning or replacing. Improperly 
functioning spark plugs account for 
much of the waste of power and fuel 
that cuts down efficiency. Good plugs 
can mean the final difference in 
whether a car has enough pep to 
pull ahead and pass a car or truck 
in a critical spot. Much of the re- 
sponsibility for seeing that your cus- 
tomers have their plugs checked and 
gaps reset every 5,000 miles falls 
to the service attendant. Have you 
recently thought how your customers 
rate on spark plug efficiency? Do 
spark plug sales top your TBA 
list -as they do nationally? 

Most modern stations recognize 


their obligation to clean windshields 
but not all of them realize the im- 


portance of-the manner in which this | 


is done. If the service is cheerfully 
and efficiently rendered by a pro- 
perly equipped and trained employe 
it may make the difference between 
a one-time and a steady customer. 
From a safety angle, the time spent 
in wiping off the rear window, side 
ventilators, headlights and tail lights 
is a good investment. Lack of vision 


is held to be the direct cause of | 


every eighth major accident. 

Don’t contribute to a fatal acci- 
dent by negligence to a customer’s 
car. Manufacturers can build into 
their cars any number of safety de- 


vices but they are all subject to in- 


telligent use and maintenance by 
drivers and service station operators. 
In most cases the driver leaves the 
maintenance to someone else. 

The National Safety Council has 
just announced that the accident sta- 
tistics for 1952—38,000 killed and 
1,350,000 injured—were greater than 


the total battle casualties for all of 
the U. S. Armed Forces throughout — 


World War Il. In August alone the 
traffic death toll of 3,770 was well 
above the number of dead in the in- 
famous attack on Pearl Harbor 
where the official count was 3,303 
dead and missing. 


The daily average last year of 


104 deaths and 3,575 injured is only 
part of the terrific cost to our nation. 
These motor vehicle accidents reached 
the staggering estimated cost of $3,- 
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600,000,000. This was broken down 
to $2,100,000,000 as the estimated 
cost of injuries and $1,500,000,000 
for property damage. The loss in 
production, broken families, decreased 
earning power and law suits would 
run into untold more billions of 
dollars. 

Unfortunately, there is no ready- 
made solution for this dreadful carn- 
age and waste. A long-term pro- 
gram of education for drivers and 
service attendants can do as. much 
or more than any one thing to lower 
the toll of the two “failures”—driver 
and car. You can start now with a 
comprehensive inspection and recom- 
mendation program that will pay off 
in lives and profits. You can also start 
doing a little driver education by post- 
ing a few photographs of wrecks on 


your bulletin board for customers to 
see. 

One service station out on High- 
way 40 pushed both accident pre- 
vention and tire sales by parking a 
twisted wreck squarely in front of 
the station. A sign with blood-red 
letters told motorists that “A blow-out 
caused this—will you be next?” Dras- 
tic? Yes. But also effective. Stop- 
in trade boomed during the display 
and, with all attendants coached to 
greet each customer with the ques- 
tion, “How are your tires?” the sta- 
tion set a record month in tire sales. 

It’s a natural desire to want to 
rush on to the next customer, but 
first, take a few extra moments to 
make sure that your present cus- 
tomer will be alive the next time he 
needs gas. 





Show Your Dealer how to 


make a $7.15 per car sale 
on an operation as simple 


as an oil change! 


gt The average cor uses 


quorts, a total 


sale of 


yy. 15. In addition, many deal- 
ers make a charge for service. 


Over 7,000,000 Automatic Transmission Cars are Potential 
Customers ... Thousands More are Built Each Year! 


GET READY FOR YOUR SHARE OF THIS TOP-PROFIT ITEM! 


These units require a refill every 
* 10,000 to 25,000 miles. The Service 
Manual which the Bell Company 
offers, fully explains how to service 
and refill these transmissions. Any 


garage or service station can render 
this service. Your local jobber has 
FLARE LIQUI-MATIC FLUID 
available in convenient sizes. Con- 
tact him today. 


THE BELL COMPANY, Iac., 413 N. Wolcott Ave., Chicago 22, Ill. 


An illustrated service 
guide for mechanics 
and service station at- 
tendonts!i Contains 
complete details! 
Mail coupon today. 


Pee ee SS RSS SS EE EES eS 
THE BELL COMPANY, Inc. Dept. 415 
415 N. Wolcott Ave., Chicago 22, Ill. 
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SUPPLY CENTER—Henderson Vulcanizing Co.'s tire warehouse, above, is the point from which the company distributes 
Goodyear tires over a four-county area. Retread shop, below, is another link of the all-around oil, tire and appliance business 
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Plan Boosts Sales 


‘st 2 
ett 5 


STOVES, REFRIGERATORS AND TV SETS as well as numerous smaller home appliances are pushed aggressively by Hender- 
son Vulcanizing Co., along with its line of tires, batteries, and other TBA merchandise 


By CHARLES BOYD, Jr. 
NPN Staff Writer 


A budget. program is one big sales 
tool used by Henderson Vulcanizing 
Co. to boost TBA and appliance busi- 
ness in Henderson, N. C. 


The company operates as a com- 
plete home appliance and automotive 
TBA outlet with full display room, 
service station, tire recapping, lubri- 
cation and large warehouse facility 
all at the same location. A sizeable 
part of the company’s retail sales 


is made up of tires and_ batteries. 

Directed by Oil Jobber T. W. Mc- 
Cracken, president, his son, W. W. 
McCracken, secretary-treasurer, J. C. 
Mann, vice president and C. W. 
Bussey, manager, the company was 
organized in 1920. 

The company’s budget business 
makes up about 80% of all appliance 
sales and about 40% of the sales of 
all departments. About 90% of the 
budget program is set up on weekly 
pay plan mainly because most indus- 
tries in the area pay once a week. 





—r - 
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There is an added advantage to the 
weekly plan, company says. This 
is the fact that a close followup is 
possible when payment is weekly. 

A special budget term is set up 
for farmers. Known as fall terms, 
the farmer can pay half this fall 
and half next fall. 

The company carries its own paper 
so no banks are tied into the budget 
program and standard appliance car- 
rying charges are followed. 

A large-scale advertising program 
plugs the company’s products and 


TBA AND HOME APPLIANCE STORE is combined here with a service station, as well as a recap shop and a warehouse, all 
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operated by the Henderson Vulcanizing Co. 
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also the budget program. About two- 
thirds of all advertising is in news- 
papers although movie, radio and 
direct mail advertising also is used. 
About 75% of the advertising is con-’ 
centrated into five or six months of 
the year. The company believes in 
advertising when customers have 
money in their pockets and when 
business is good. 


Outside Salesmen—As a means of 
getting business, two outside com- 
mission men make calls although 
these men also spend time in the 
store. 

The company also holds a contest 
in which it gives away some prize 
as a means of gaining new prospect 
lists. Current customers sometimes 
provide names of neighbors and 
friends. 

The company believes that a good 
service and installation department 
is essential to getting new business 
and to keeping old customers satis- 
fied. It also believes a profit should 
result from service work. 

Henderson Vulcanizing operates a 
large tire recapping department 
which handles the smallest passenger 
car tire sizes to large truck tires, It 
has built this tire recapping business 
on a basis of quality and service. 

Serves 4 Counties—The company 
has a Goodyear Tire & Rubber Co. 
contract in four counties of North 
Carolina and also has subdealers, both 
automotive and service stations. 

Salaried salesmen go out to sell 
commercial accounts—such as truck 
fleets—lubrication and tire services. 

Although the appliance and the 
station business are separted, they 
work together to aggressively solicit 
business for each other. 

Besides the Henderson Vulcanizing 
Co. Mr. McCracken operates the Tire 


Sales and Service Co., at Raleigh. 
This is set up in exactly the same 
manner and has the same policies. It 
was organized in 1927 and erected 
its own buildings in 1929. 

Another company, the McCracken 
Supply Co., Raleigh, sells appliances, 
TV and radio equipment wholesale 
in an area covering 50 counties in the 
east and north of the state. 


Gulf Markets Deodorizer 


Gulf Oil Corp., has added to its al- 
ready iarge line of specialties a new 
product called Gulfmist, an aerosol 
deodorizer for household use. The 
company says it is being marketed 
through grocery, drug, hardware and 
department stores, as well as through 
Gulf service stations. 

Another new product Gulf has an- 
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Patterson's Amoco Station 
Market St. and S. Eighth - McKeesport, Pa. 


THE ERIE ENAMELING COMPANY 
1403 W. 20TH ST. + ERIE, PENNSYLVANIA 





































nounced to its dealers is its own 
brand of evaporative-type anti- 
freeze, as companion to its private 
brand permanent type antifreeze. 
Name of the new product is Gulf 
ColdFlo. 

At the same time Gulf is urging 
all its dealers to install an Ideal 
Static Wheel Balancer, and to solicit 
more wheel balancing business. On 
modern cars, the company points out, 
so many improvements have been 
made in wheel suspension that any 
lack of tire and wheel balance is im- 
mediately noticeable. 


Allen Sales Chief Named 


Allen Products Corp., of Detroit has 
made Robert A. Shannon general sales 
manager for all of the company’s 
lines, In the TBA field, the products 
include metal accessories under the 
trade name of No-Mar; a leak-sealer, 
bonder and adhesive called Seal-All; 
chrome coatings and other chemical 
products. 


Rubber ‘Drag Chain’ 


Goodyear has developed, and now 
has on the market, a rubber sub- 
stitute for the conventional drag 
chain usually attached to tank trucks 
to dissipate static electricity from 
vehicle to ground. It is claimed to 
be a tough, abrasion-resistant syn- 
thethic material with high static con- 
ductivity. Its advantages are elimi- 
nation of noise, sparking or possi- 
bility of losing solid chunks of metal. 
It is available in 20-in. or 28-in. 
lengths, either one or two inches 
wide, By extending a fastening chain 
or wire, the rubber strap may be 
used until it is almost completely 
worn away, 


=. = 
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HOLLOW END of metal encased wire 
brush fits down over the battery post, 
so that a few turns produces bright con- 
tact surfaces for tight connection 


TAPERED END of round wire brush 

made by Packard Electric Co. makes a 

quick job of cleaning the inside contact 
surfaces of a battery cable terminal. 


Two-Way Brush Solves Battery Problem 


Although TBA departments fre- 
quently admonish service station 
dealers about the importance of 
thoroughly cleaning battery cable 
terminals and battery posts before 
attaching cables to batteries, there 
are rarely any suggestions made as 
to good methods of doing the clean- 
ing. 


The kind of cleaning needed, in 
order to avoid a voltage drop at 
the terminal, is not obtained by just 
wiping off the contact surfaces with 
a cloth. In a recent bulletin to deal- 
ers on the subject of cables, one oil 
company explains how to clean up 
corroded terminals, by washing with 
ammonia, a soda solution, or hot 
water. 


Then, dealers are told, the terminal 
should be taken off and the battery 
post “scraped” if a good electrical 
connection is to be secured. 


Sounds simple, but what tools does 
the dealer use for the job? To do the 
scraping quickly and easily the dealer 
needs a special tool like the cylindrical 
wire brush shown in the accompany- 
ing photographs. This particular tool 
is made by the Packard Electric Co., 
manufacturer of battery and ignition 
cables. At one end the wire brush 
is bare and tapered so that it can 
be inserted into any size cable term- 
inal for scraping the inner contact 
surfaces. 


At the other end the wire bristles 
form an inner lining for the hollow 
metal shell in which the wire brush 
is mounted. The hollow end can be 
pushed down over a battery post, and 
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a little circular motion soon scrapes | 


the post bright and clean. 


The Packard people point out that 
a loss of as little as .10 of a volt 
at the terminal is too much. The rea- 
son for that is because line and con- 
nection losses which cannot be pre- 
vented elsewhere in the electrical 
system, plus a loss at the battery 
terminal, may impair starting, light- 
ing or ignition under critical condi- 
tions. For example, if the combined 
effect of extreme cold weather on 
battery output, plus line losses, should 
result in only four volts delivered to 
the ignition system, there might be 
little or no spark produced. 


Perhaps dealers will better appre- | 
ciate the importance of good electrical | 


contact at the battery terminal, if 


they remember that at periods of | 


peak demand battery cables must 


transmit a starting current of around | 
_ 250 amperes. 


Whitfield Gets Wilco Post 


William J. Whitfield, manager of 


Service Station Supply, TBA distrib- 
utor, has been elected a vice president 
of Wilco Co., Los Angeles. SSS is a 
division of Wilco. 


Mr. Whitfield has been in charge 
of SSS for the past four years. It 
was acquired by Wilco through the 
purchase of Minute Man Co. from 
Union Oil of California, a depart- 
ment that supplied Union's stations 
with service and reseller merchandise, 
a function now performed by SSS. 











HECO pauers can 


SAVE YOU THOUSANDS 
OF DOLLARS! 


If weight compression damage is a prime 
use HECO partitioned pallets For example 
use iti . For ie, in 
Standard Oil of California’s San 
Francisco warehouse, they use HECO for bat- 
tery and tire storage. As a result, Standard is 
able to transport more merchandise than 
ever before, stack it higher to take advan- 
tage of overhead space, and do away with 
weight compression damage. Like Standard 
Oil and many others, it may pay you to in- 
vestigate HECO. Best of Rockies: 


J. R. PERKINS 
LUMBER CO. 
Fullerton Building 

St. Lovis 1, Missouri 
West of Rockies: 
HAMERSLAG 
EQUIPMENT CO. 


45 Elmira Street 


PAT. PENDING Son Francisco 24, Colif, 





DOES MORE... 
CcosTs LESS! 


Why Pay 
More 


COATS 
IRON 
TIREMAN 


Increases Tire 
Service Profits ... 
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SERVICE STA- 
TION OUTLETS 
of Wells Petro- 
leum do carbure- 
tor cleaning by the 
Gumout method. 
Bob Vandagriff at 
the J. & J. Welco 
station does a job 
for a customer 
while he waits 


Oil Jobber Finds Profitable Sideline 


In Marketing Cleaner for Carburetors 


A private brand oil jobber, with 
more commercial accounts than serv- 
ice station business, has made a 
good thing out of a small but profit- 
able sideline. 


That jobber is the Wells Petroleum 
Co., of Chicago, and the sideline 
is Gumout, a carburetor and fuel 
line cleaning solvent. 

As is often the case with oil job- 
bers in large cities, Wells Petroleum 
has gravitated toward the large 
gallonage and more even competition 
in commercial business, with less de- 
pendence on service station marketing. 
One result of this policy is that Gum- 
out, plus a line of antifreeze, are the 
only two TBA products sold by the 
company in conjunction with its 
gasoline and fuel oil business. 

Some of the Wells service station 
outlets handle Gumout, either as a 
resale item or as part of their car- 
buretor cleaning service, or both. 
But the largest volume of Gumout 
business comes from fleet operators 
who make up the major portion of 
Wells’ marketing. 

The man on the Wells staff whose 
specialty is truck fleet business is 


Carl G. Segerstrom. To get the 
gasoline account of the fleet operat- 
or he contacts the owner or manager 
of the concern. Then to keep the 
business after the account is sold, 
he maintains good relations with the 
maintenance men in charge of truck 
equipment. 


Frequent contact with maintenance 
departments keeps the Wells organi- 
zation in touch with customers’ prob- 
lems. If any difficulties arise in con- 
nection with gasoline, motor oil or 
lubricants, the Wells management 
wants to know about them. In this 
way, the company has acquired con- 
siderable knowledge of truck operat- 
ing problems, and knows how 
much customers appreciate helpful 
advice. 

A number of Wells Petroleum’s 
customers own delivery fleets which 
operate in “cold service,” according 
to Bert Corsgreen, vice president. 
These are the trucks which present 
many troubles because in their pe- 
culiar kind of start-stop operation 
they never get thoroughly warmed 
up. 

An example is a dairy fleet where 





BLACTCKMER PUMPS 
For Liguld Watertats Handling 


TRUCK PUMPS e 
HAND PUMPS 


BULK STATION PUMPS 


BLACKMER PUMP CO., GRAND RAPIDS, MICH. 











it is shop practice to change motor 
oil every 500 miles to counteract the 
effect of “cold” operation. In this 
fleet of 200 trucks, by following the 
policy of on-the-engine carburetor 
cleaning, it has not been necessary to 
remove a carburetor in three years. 
Experiences like this provide Wells 
Petroleum with the best kind of sales 
ammunition for moving Gumout. 

An aid to selling either a truck me- 
chanic or a service station operator is 
a device known as a Gumouter, sup- 
plied by the Pennsylvania Refining 
Co., makers of the cleaning com- 
pound. It is a simple apparatus for 
coupling an upended can of the prod- 
uct to the carburetor fuel intake. 
By putting the engine through a short 
cycle of quick speed changes, work- 
ing the throttle by hand, plus re- 
peated choking at the air intake, the 
carburetor can be cleaned in a few 
minutes, right on the vehicle. 

The company has no fixed policy 
on encouraging its dealers to develop 
light automotive repair work. In 
fact, it has some dealers who are 
not anxious to handle lubrication 
and car washing. But as far as Mr. 
Segerstrom is concerned, he is a firm 
believer in it. 

In his view, a service station is the 
natural place to reline brakes, clean 
and replace contact points, coils, con- 
densers, adjust carburetors and do 
general motor tune-up work. 





New Goodyear Tire 


Goodyear’s entry in the field of 
new, improved truck tires is the Hi- 
Miler Xtra Tred, claimed to give 
50% or better mileage. Like other 
new truck tires brought out by manu- 
facturers recently it is designed to 
place more rubber on the road and 
distribute wear more evenly. Tread 
design is claimed to provide 50% 
more nonskid depth than standard 
tires. The number of starting and 
stopping edges has been doubled and 
tread grooves have been improved to 
prevent tread cracking. 
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DEPENDABLE. 


DEPENDABLE QUALITY 


Every single battery built through Bowers research, engi- 
neering, advanced manufacturing methods and quality- 
controlled raw materials is a power-packed, value-packed 
battery. You can positively guarantee every motorist 1OO% 
satisfaction in quick, easy starts, trouble-free operation, 
extra months and miles of dependable, economical 


battery SERVICE. 


DEPENDABLE PROFIT 


In dealing direct with Bowers you benefit from every 
possible money-saving channel from production-through- 
delivery. Economy and Dependability are as important 
to us as Quality. Our operating and marketing costs are 
held to a minimum to provide you and your dealers with 
a maximum profit which is always yours to keep! 


..- DEPENDABLE TODAY, 


<2 


DEPENDABLE SUPPLY 


Your every order crosses the desk of C. P. Bowers 
himself. “C. P.,” as he is known to mass marketers 
everywhere, has dealt with many of the biggest leaders 
in this field for a quarter of a century. They have 
learned to rely upon his personal cooperation and to 
respect his promise to always “deliver the goods.” 


DEPENDABLE SUPPORT 


Not only are we constantly promoting the good name 
Bowers through all mediums of national advertising 

.we also assist many mass marketers with the 
preparation of sound Ideas to help make their own 
private brand selling easier and more successful. Think 
“profitwise” ... Be Profit Wise ...team up with this 
DEPENDABLE supplier of better-built batteries today! 


TOMORROW, ALWAYS 


BOWERS 


BATTERY & SPARK PLUG CO. - 
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New Exide Battery 


A new line of batteries known as 
the T-H (for thrifty hauler) Exide 
Ironclads is now being offered by the 
Electric Storage Battery Co. The 
new battery is essentially the old 
Exide Ironclad, with its slotted tube 
positive plates, but employing new 
materials developed recently, most of 
which have already been incorporat- 
ed into passenger car batteries. These 
new materials are polyethylene 
tubes, Silvium grids, pormax separa- 
tors, homogenized sealing compound, 
seamless rubber jars, plastic coat- 








ing applied by the spray method to 
the steel trays, and new quarter- 
turn, unbreakable plastic vent plugs 
for quick and easy servicing with 
water. 


Nelson Sells Inflator 


Nelson Specialty Corp. has sold out 
the Nelson automatic tire inflator to 
Barmatic Products, Inc., located at 
440 Peralta Ave., San Leandro, Calif. 
William W. Barton is president, and 
C. H. Whitner is vice president and 
general manager of Barmatic. 
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TUNG-SOL makes: A//-Glass 
Sealed Beam Lamps, Miniature 
Lamps, Signal Flashers, Picture 
Tubes, Radio, TV and Special 


Purpose Electron Tubes. 





Tung-50h_S ’ 


Tung-Sol supplies you 
with lamps for every 
socket of every Car, 
bus and truck on the 
road — new or old. 
Stock with Tung-Sol and 
catch every possible 
lamp sale. 
Tung-Sol's BIG NET. 






Enjoy 





TUNG-SOL ELECTRIC INC., NEWARK 4, N. J. 
Sales Offices: Atlanta, Chicoge, Culver City (Los Angeles), Dalles, Denver, Detroit, Newark, 


Philodelphic, 











Packard Switches Sales 


Packard cables will now be sold 
through the United Motors Service 
Division of General Motors. Up to 
now Packard has had its own sales 
organization. As soon as possible the 
20 zone warehouses of United Motors 
will start carrying the complete 
Packard line, but in the meantime 
shipments will continue to be made 
from the pliant at Warren, Ohio. 


Aid for Motorists 


Another bad weather aid to drivers 
is being offered by the American Bil- 
drok Co., 2001 W. Pershing Rd., Chi- 
cago 9, Ill. It is described as being 
made from expanded silicate, and the 
maker asserts it is superior to ashes, 
salt, cinders or sand for providing 
rear wheel traction. 

It is a totally inert substance, and 
will not harm or stain fabrics or paint, 
nor will it rust metal or irritate the 
skin. Trade name is E-Z-Out. 


Tire Sales Survey 


What proportion of TBA business 
is sold by the oil industry is a sub- 
ject of constant speculation because 
no exact figures are obtainable. In 
the case of tires, three different esti- 
mates have been quoted in recent 
weeks. One speaker put the percent- 
age of tires sold through service sta- 
tions at 28% of the total replace- 
ment tire volume. 

A Du Pont survey, reported in 
NATIONAL PETROLEUM NEWS (March 
4, p. 72) shows that 43% of the car 
owners questioned bought their re- 
piacement tires at a service station. 

Some figures assembled by Pat 
Sullivan for Billups Petroleum Corp. 
and disseminated to Billups station 
managers gives the score as follows. 
In answer to the question “At what 
type of store did you buy these 
tires?” these answers were given: 


Type of Outlet 
WOEVINS SOURIS ook io dc tpccngdnd béxcees . 39% 
BIR GOATS ood seis ccnesipecdscedviveveg. 25% 
Mail order house ........-secceeeeeeees 12% 
ACCOBMOTY StOTE . 2. ccc recs csscsecess+ +e LOR 
Auto G@aler . 2... ce ccc nse cece ceeences 8% 
QUE q oo ols s be We bs cece Kaedieb ai doeeree 6% 
By Car Mileage 
IE UU nos dc kbc oh Sesbbasencovvicse OW 
WOO BO GINO ove ccccvcevivecscessess BR 
40,000 to 80,000 ... 0.6. cece cc ener vecsee 42% 
80,000 or more ....... ; ‘ - B® 


Mr. Sullivan credits the Rubber 
Manufacturers Assn. as the source of 
his figures, but as can be seen, they 
were obtained by the questionnaire 
method, and are not intended to be 
considered conclusive. The industry 
is thus presented with three guesses 
as to the petroleum share of the re- 
placement tire business: 28%, 39% 
and 43%. The high figure, brought 
out in the Du Pont survey, is con- 
sidered by many TBA men as en- 
tirely reasonable. 
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Filter Action Shown 


Fram Corp. has developed a small 
demonstrator for use with the Fram 
Radiator and Water Cleaner. The unit 
is intended to prove how the Fram 
filter takes the dirt and rust out of 
raditor water taken directly from the 
cooling system. A small motor pumps 
the dirty water from a plexiglas con- 
tainer through transparent tubing into 
the filter, which softens the water, 
adds a chemical inhibitor, cleans it 
and returns clear water to the con- 
tainer. 





which did not always get seated prop- 


erly after filling. 


Dealers like the new shape because 
it can be inverted in the neck of a 
radiator and left to drain itself. Of 
course removing this type of cap is 
no longer a problem, since it can be 
done with any kind of a soft drink 
bottle opener, found in all service 
stations today. 


For reasons unknown, corrosion in- 
hibitor sales are expanding all the 
time, Mr. McNeily reports. The rise 
in sales has been especially marked 
during the past three years, as more 
car owners adopt the practice of 


draining antifreeze in the spring and 
adding a corrosion inhibitor for sum- 
mer driving. 


Fisk Readying ‘Boy’ 


The Fisk Division of U. S. Rubber 
is getting ready for dealer use some 
6-ft. replicas of the “Fisk Boy” made 
of weather-resistant plastic, weighing 
about 200 Ibs., and wired so that the 
candle held by the boy may be lighted. 
Colors will be molded in permanently. 
The Fisk boy, plus the slogan “Time 
to Retire”, has been a Fisk trademark 
for 46 years. 


Wayne Lifts are engineered for years of 
dependa 


service, and easy maintenance. 


Boxed-in super structure offers increased 
strength. Simplicity of entire design means 
less wear, low cost operation. 


GREATER STABILITY 








Specially engineered bearing design pro- 
vides greater span between bearings. Oper- 
ation is smoother, heavier loads can be 
lifted with less power. Friction in cylinder 
traverse is greatly reduced. 


POSITIVE CONTROL 


Wayne Lifts offer positive control in lift- 
ing mee = vehicles. Automatic - 
elimination, and bearing design provi 
greater strength and safety at every level 
of operation. 

Write for your copy of the Wayne Lift 
folder today! , 


WAYNE AUTOMOTIVE LIFTS 
Lift Division ¢ trenton, Ohio 











Adopt New Container 


An example of how small details 
affect TBA packaging is the new con- 
tainer now being used for Warner 


cooling system protector. According 
to Bob McNeily, Warner-Patterson 
sales manager, the “beer can” style 
was chosen for two reasons. Once 
the cap on the new can is in place it e 


provides a more reliable seal than THE WAYNE PUMP COMPANY 





the screw cap on the old flat can, 
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SereerTtON PROFITS ON TIRE SALES 
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SESE in rom ve. we tes 
ee 


7 % “6 an Zeit = 7 ; _ : OPA EE Te decry! 
teh ee waew eH 
ar shUKEKICKING OR QUITTING? 


=, OR. . . WOULD YOU GET A NEW 


} LEASE ON BUSINESS LIFE |F YOU COULD GET 
“hl |= Emenricaa FINEST Replacement TIRES az 
| DIRECT-FROM-FACTORY DISTRIBUTOR PRICES? 


If you are the boss, and own and control your own business, there's no 
need for raising your blood pressure or throwing in the sponge. You 
can stay in business and make more money selling tires and tubes 
than ever before. The 1953 market for replacement tires is high, 
wide and handsome. And if you buy RIGHT, sell RIGHT, and price 
RIGHT, you can make the BIGGEST PROFITS in your history. That's 


exactly what CORDUROY distributors do with CORDUROY tires 
and tubes. 


===) Wéthk CORDUROY YOU ARE YOUR OWN 
sey DISTRIBUTOR 


with FULL DISTRIBUTOR PROFITS! 


Remember, CORDUROY has shown the way to profitable tire 
business for thousands of independent merchants since 1919. With 
CORDUROY you get all the extras you need . . . highest pre- 
mium quality . . . most liberal double guarantee . . . plus DIRECT- 
FROM-FACTORY DISTRIBUTOR PRICES. No "“in-betweens”. 
Direct-from-factory shipments and billing. All savings are passed 
along to you in higher quality and lowest possible DISTRIBUTOR 


cost prices, even on small orders. Your territory may be open. 
Write today. 





— 





This is a FREE Coun- National Advertising is pre. 
try. Noone can force selling Millions of Motorists 











“mn, 
oe ve ot olla yond on CORDUROY'S Premium £ 

particular brand of Srinetee Brees Are Making Qo NEO 

tires. 

UROYS — quality is Life Rosier for Thousands 4 

higher and profits of Progressive, Independ- ; 

are greater. ent Tire Merchants. RUBBER COMPANY 

Manufacturers of PREMIUM QUALITY TIRES and TUBES Since 1919 
‘hie ts Vans on 2 opal FACTORY and OFFICES — GRAND RAPIDS 1, MICH. 


Opportunity 
To Become A CORDUROY DISTRIBUTOR 


Our solid record of helping independents to build 
more profitable tire businesses covers a period of 
34 years. It's worth looking into. With CORDUROY 
you have a dependable source for America’s FINEST 
Replacement tires and tubes at low distributor 
ao ew! mean the difference — substantial 
and starvation margins. Your territory ma 
be open. Write today. , 









CORDUROYS— -#emericas FINEST Aeslacement TIRES and TUBES 
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Heavy-Duty Brake Fluid Seen Essential in Today's Cars 


By GEORGE 8S. LAMSON* 
Thermoid C:mpany 


Service stations seeking to provide 
the utmost in safety for their custo- 
mers are being urged to recommend 
heavy-duty brake fluid, rather than 
the moderate-duty fluid hitherto used, 
because of the increased loads being 
placed on the braking systems of 
modern cars. 

Many conditions are combining to 
impose increasing loads and higher 
heat on today’s brakes. First, im- 
proved highways mean higher road 
speeds. Also, the “free-wheeling” 
characteristics of most automatic 
transmissions impose on the brakes 
almost the total job of stopping the 
car; in automobiles so equipped, the 
motor no longer exercises the decel- 
erating effect it did when direct drive 
was used. Further, the modern car 
tends to be several] hundred pounds 
heavier than its predecessors, while 
at the same time the small wheel now 
in use limits severely the diameter 
of the brake drum itself and thus 
tends to limit total friction area. Add 
to these factors the facts that disk 
wheels are virtually universal and 
that close-fitted fenders tend to 
shroud the wheels and brakes from 
cooling air, and it becomes obvious 
that the modern brake system is 
being asked to operate at tempera- 
tures much higher than was the case 
a few years ago. 

With moderate-duty fluid in the 
brake system of such a car driven 
hard on a hot day, the fluid may 
actually boil, producing partial or 
total vapor lock, with a resultant 
spongy pedal and, obviously, dan- 
gerous impairment of brake opera- 
tion. 

The heavy-duty fluid avoids these 
troubles because it has a much high- 
er boiling point than the moderate- 
duty fluid—300° F. contrasted with 
230° F. In this connection, it is 
interesting to note the requirements 
imposed on brake fluid. It must 
withstand cold as well as heat. A 
poor fluid, for example, may congeal 
at zero F.; a moderate-duty fluid, to 
meet SAE specifications, must re- 
main fluid at —20° F., whereas a 
heavy-duty fluid will flow at —40° F. 
and will not freeze until the tempera- 
ture falls to —60° F, In addition, the 
fluid must be miscible with other 
approved brake fluids, it must pro- 
vide proper lubrication of pistons in 
the master and wheel cylinders, it 
must not attack rubber nor corrode 
metal, it should tolerate the admix- 
ture of slight amounts of water which 
result from condensation, and its rate 
of evaporation should be minimal. 

Accordingly, the formulation of a 


*Vice president of automotive replacement di- 
vision, Thermoid Co,., Trenton, N. J 
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successful heavy-duty brake fluid is 
extremely exacting. The recent ap- 
pearance on the market of many 
kinds of fluids—good, bad and indif- 
ferent—and the fact that thousands 
of automobile owners have their 
brakes serviced wherever necessity 
requires and with no idea of what 
constitutes proper servicing, make it 
all the more necessary that only the 
best fluids be used. Incidentally, 
old fluid should be drained and new 
fluid replaced on a twice-yearly sched- 
ule. 

Until recently heavy-duty fluid was 
specified mainly for trucks or in 
mountainous country. Today, how- 
ever, it is standard with most manu- 
facturers of passenger cars. Its use 
in the modern automobile, particu- 
larly where traffic conditions are 
severe or mountainous driving is en- 
countered, will go far toward im- 
proving highway safety across the 
nation. 


Walbeck Picked for Post 


John J. Walbeck is the new man- 
ager of passenger tire and tube sales 
for Seiberling Rubber Co. He is be- 
ing promoted from assistant manager 


of advertising and merchandising to 
fill the post left vacant by the death 
of John R. Lotze. Mr. Walbeck spent 
four years in the Goodyear advertis- 
ing department prior to joining Seiber- 
ling in 1946. 

Other news from Seiberling con- 
cerns a new patching material for 
tread and sidewall repairs. E. F. 
Gates, head of Seiberling’s accessory 
and repair materials sales, says the 
new patch differs from other ma- 
terials in that its rayon body is coat- 
ed on the bottom with a special heat- 
resisting gum, which eliminates tire 
failures due to heat “blows.” The top 
side of the patch is coated with con- 
ventional black cushion gum, Maxi- 
mum patch dimension of 44-in. by 
44-in. is large enough for repairing 
all sizes up to and including the 
largest earthmover tires. 


Brake Fluid ‘Package’ 


Standard of Indiana offered a spec- 
ial deal to its service station outlets 
recently consisting of a 2%4-gal. pack- 
age of heavy duty brake fluid and 
fluid dispensing pump and hose. The 
metal container for the brake fluid 
is equipped with a bail and spout so 
that it makes a handy can for out- 
board motor fuel when emptied. 





Lights firmly 


MODEL B-50 
Face Mounted 


New, rugged, patented Snap Seo! 

vapor-and explosion-proof con- 
struction holds lens and VY" thick 
Type 380 aluminum alloy body 
casting of WARREN Cleorance 


together 
sealed bubble-tight!— without 
screws, clips, washers, springs, etc. 
Remove lens in one second — with 
screwdriver — replace merely by 
pushing lens back into body. All 










— pressure- 


MODEL B-60 


Flush Mounted 


WARREN Sofety Lights meet or ex- 
ceed S.A.E. recommended proced- 
wre, 1.C.C. and State requirements. 


WARREN 


Louail ( PZ 


CLEARANCE LIGHTS 





Write for complete 
information today! 


SEAL OUT MOISTURE, DIRT, GRIME & FUMES 
ARE BUILT TO LAST LIFETIME OF VEHICLE 
DELIVER BETTER, SAFER, LONGER-LASTING 
LIGHT —COST LESS FOR THE “LONG HAUL” 


RFT] MACHINE COMPANY 
Melt’ WARREN +++ PENNA 


Manufacturers of WARREN Valves and Custom Built Machinery Since 190) 
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Are Your Men 
dressed pell-mell... 







or dressed 
to SELL? 








= Create a good impression with 


4 LION-BILT 


Sharp-looking Service Station attendants 
always attract more business. Why take 
chances? Specify LION-BILT Uniforms and 
increase your sales! Fine quality — long- 
wearing — low-priced. 
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UO | 


Write today for 
a ee ccinmbinn engin li Stans eee cummin uae OF 
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new Vol-U-Matic greaser gun 
und . . instantly! 


| yolu 


somples and prices 
y mM .. 


me or high pressure . 
gives hi 


NUT* 
gives hi-volume delivery or 
hi-pressure performance at 
‘our fingertip! 





OPERATING FEATURES 


@ HIGH PRESSURE—HIGH 
Yee enees & alr or clec- 


tric! 

ST EASY TO CHARGE—simple, 
compost nm 

@ FITS ALL STANDARD 25 te 
5 conta 

4 REACHES ALL FITTINGS— 
@ FOLLOWER PLATE te pre- 


vent 
@ SELF-ADJ Stine pump 
barrel lock 


DELIVERS TWICE AS MUCH GREASE PER STROKE! 


REVOLUTIONARY, K-P’s Vol-U-Matic Greaser Gun, 
specially designed for. the K-P E-Z Greaser, cuts lubri- 
coies time to a minimum. Adjustrol Nut under ~ 
handle adjusts for any working pressure needed. M 
dern, fast and efficient, the one-man, one-hand vo 
delivers twice the ¥ rease. No bearings are too large or 
too tight for the Vol-U-Matic. Volume-Pressure com- 
bination offers greater leverage, more grease. The Vol- 
U-Matic fits most greasers and may be purchased sepa- 
rately or as a complete unit. Order by name. Or write 
today for new bulletin. *Pat. Pending 


ap MANUFACTURING co. 


NDEN 
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U. S. Tire Uses Deskidder 
Peco Deskidders used by U. S. Tire 


dealers bear a special U. S. Royal 
Master trademark when they leave 
the factory. Peco Deskidders have a 
special application for this tire. In 
a series of three operations the origi- 
nal tread grooves and anti-skid cuts 
can be put back into a partly worn 
U. S. Royal tread. U. S. Rubber Co. 
has sponsored the use of the Peco 
Deskidder for this purpose since the 
Royal Master was brought out in 1937, 
and issues an instruction manual for 
its dealers showing how the complete 
deskidding is accomplished. 


Today other rubber companies of- 
fer new tires with the deskidding 
treatment applied at the factory, and 
also offer deskidding service at their 
branch stores. The Peco Deskidder 
was recently taken over by the John 
Bean Div., of Food Machinery & 
Chemical Corp., Lansing Mich. 


New Truck Tire Introduced 


Recently U. S. Rubber executives, 
meeting with automotive editors at 
a luncheon in the Detroit plant, ex- 
plained why the high cost of com- 
plete new tire molds makes it nec- 
essary for tire companies to accumu- 
late design changes over a period of 
time, rather than incorporate them 
into the product as fast as new ideas 
are developed. Thus it is that the new 
Fleetway truck tire represents a num- 
ber of improvements, some minor by 
comparison, but all contributing to 
a long step forward. 


Among other things it was ex- 
plained that the distribution of the 
tread rubber has been studied with 
great care. The number of ribs, their 
size and shape, are the result of ex- 
periments on how to get the most 
work out of all the rubber in the 
tread. 


A new process, called “controlled 
annealing” is now applied to the tread 
which has the effect of toughening 
the rubber in the grooves between 
ribs, to minimize cracking at this 
point. Groove cracking is a type of 
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Lug- 
failure often encountered in truck 
tire service. me 
Other improvements either in de- 
sign or in components include double P 


shock pads impregnated with rubber, 
and bonded in a new way to prevent 
tread separation; new bead design; 


some changes in general design so as 
to better accommodate all varieties of are ea sy 
to sell! 









rims; new plastic coating for rayon 
cords; bronze-plated steel bead wires; 
and the use of a new chemical in the 
sidewall compound to retard weather 
checking due to ozone action. 


Better use of available tread rub- 
ber is claimed for the new treads 
employing a wider center rib with 
narrow outer ribs. A five-row rib de- 
sign is used for sizes up to and in- 
cluding a 10-in. cross section. Above 
this size a seven-row design is used. 


It was explained that the year of 
actual road trials included millions 
of truck miles, in cities of all sizes, 
and on all kinds of equipment. Per- 
formance of the new tire averaged 
consistently better, it was said, en- 
abling the company to make its claim 
of additional tread mileage of as much 
as 40% in some cases. 


Sunset Appoints Abramson 


New manager of the TBA division 
of Sunset Oil Co., Los Angeles, is 
Josh Abramson. He will direct TBA 
sales through the 
company’s chain | 
of some 500 
Golden Eagle sta- 
tions in  Cali- 
fornia, Oregon 
and Washington 
and will super- 
vise sales of tires 
to commercial us- 
ers in three Pa- 


It’s true— Campbell helps you sell more tire chains by providing service stations 
cific Coast states 





with superior chains in an eye-catching package . . . plus sales and merchandis- 
— ome rien ing helps designed to get chains in customers’ car trunks “before the snow flies.” 
Mr. Abramson ; 
pane ; Rag eee superior product outstanding package ; 
as been associa wi e J. N. , : : reel ee 
Ce Co., distributor of Dayton Only Campbell Chains have the Campbell Chains are attractively 


patented lLug-Reinforced con- packed in boxes and bags for 


tires in Los Angeles, struction that means greater easy identification and conveni- 





Sunset handles Miller tires and its traction on ice and snow... ent storage in car or truck. 
own brand (Golden Eagle) batteries. =— against skids and side 
. Sales Clincher is the handy, easy-to-use Chain Applier 
included in every box of Campbell Lug-Reinforced Chains. 
Separator Manufacture Grows forceful merchandising national advertising = 


Campbell’s new point-of-sale Campbell advertises consistently 
banner, ad-mats, window in PATHFINDER, BUSINESS WEEK, 
streamers and display sugges- anda plete list of automotive 
tions are real sales helps! and farm trade publications. 


Fiberglas battery separators are 
now in such demand that Owens- 
Corning Fiberglas Corp. has an- 
nounced that as of May 1, production | 
capacity will be increased 100%. | Campbell helps you sell chains —"before the snow flies.” Make 
The separator performs the double | your winterizing program complete. Write for details now. 


function of a plate separator and | 


retainer mat. The company says 
, MAIN OFFICE—YORK, PA. » Factories—York, Po. and West Burlington, lowe 


that since its introduction in mid- 
1951, capacity has never caught up | 
| 
| Chain for every need—INDUSTRIAL, MARINE, FARM, AUTOMOTIVE 
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with demand for the separator, and 
still further expansion is being plan- 
ned. 
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VETERAN MARKETER L. E. Ulrope (left) is congratulated by Stanley C. Hope, 

Esso president, on his 40th year: of service. Mr. Ulrope, vice president and director 

of marketing, joined the company as a delivery boy, and has held virtually every 
key sales position in the organization 





Mr. McDowell 


Mr. Beckman 


Two Cities Service marketing men 
have been appointed to new positions. 
L, J. Beckman, former marketing di- 
vision regional manager at Cleveland, 
will make his new headquarters at 
Bartlesville, Okla., where he has been 
appointed to an executive position. 
Mr. Beckman has been with the com- 
pany since 1929 and has held various 
positions in the marketing division. 

Succeeding him at Cleveland will be 
J. T. McDowell, former assistant man- 
ager of Chicago marketing region. 

Mr. McDowell has also been with 
the company since 1929 and has held 
positions in the refining and mar- 
keting divisions. 


Leo D. Welch, treasurer of New 
Jersey Standard, has been designat- 
ed a nominee for election to the 
board of directors. The election will 
be held May 27 at the annual share- 
holders’ meeting. 

Mr. Welch joined Standard in 1944 
after 25 years of foreign banking 
experience. 





William J. Montesano has been ap- 
pointed scales manager in charge of 
stations for Kellogg Petroleum Prod- 
ucts, Inc., Buffalo, and its subsid- 
iaries, Terminal Petroleum Corp., of 
Buffalo and Great Lakes Oil Co. of 
Niagara Falls, 

Mr. Montesano’s position is a new 
one, created to handle Kellogg’s 129 
service stations which sell Tide 
Water products. He has been with 
Kellogg 14 years, the past seven as 
manager of The Great Lakes sub- 
sidiary. 


* * * 


Phillips Petroleum’s Wasatch sales 
division, headed by James D. Moyle, 
has been awarded the K. S. Adams 
Award trophy, for the most notable 
sales achievements during the year 
1952 among all of Phillips sales divi- 
sions. 

Assistant division managers of the 
Wasatch division are G. N. Moore and 
E. C. McManus. Marketing assist- 
ants are E, J. Beisser, H. B. Sheets 
and Val Sheffield. 

Last year the award was won by 
the Tulsa division. 


* * * 


J. Harry May and G. W. May, 
partners in the Pen Fern Oil Co., 
Luzerne County, Pa., are construct- 
ing a new three-bay service station 
in Wilkes Barre, Pa., and will add a 
4,500-gal. storage tank in June. Long- 
range plans include the building of 
three new service stations by June, 
1954. 








Mr. Immick Mr. Nylander 


Inter-State Oil 
Co., Kansas City, 
Mo., an _  Inde- 
pendent com- 
pounding and 
marketing com- 
pany founded in 
1887, has been re- 
organized. 

Heading Inter- 
State is Hollis D. 
Immick, who has 
been a director 
of the company 
since 1940 and 
vice president since 1947. Mr. Immick 
succeeds C, A. Shepard, who was 
killed Feb. 20 in an automobile 
accident. Mr. Shepard had been presi- 
dent of Inter-State for many years 
and was the son of the founder. 

Robert A. Nylander has been ap- 
pointed treasurer and George As- 
plund will continue as sales manager. 
Mrs, C. A. Shepard will act as secre- 
tary and Mrs. Mary E. Jett will be 
assistant treasurer. 


Mr. Asplund 


In 1951 the plant and all facilities . 


of Inter-State Oil were destroyed by 
flood. A new $250,000 plant is now 
under construction and is expected 
to be completed by June 1. It is lo- 
cated at 250 South Fifth Street, Kan- 
sas City. 


After 32 years, Samuel A. McKee 
has retired from the staff of the Na- 
tional Bureau of Standards. As chief 
of the NBS Lubrication section, Mr. 
McKee has been responsible for the 
Bureau’s basic and applied research 
in engines and lubrication. 

He joined the NBS staff in 1921. 


Harvey B. Alverson has been named 
regional supervisor in Tide Water 
Associated’s Southern California auto- 
motive department, with offices in 
Los Angeles. 


A nominee for the election to the 
board of directors of Indiana Stand- 
ard, is Dr. W. J. McGill, general man- 
ager of industrial and public rela- 
tions. Election will be held May 7. 
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SAME FLUID 
FOR BOTH! 


AUTOMATIC Now 
TRANSMISSION 


ONE DISPENSER 
FOR BOTH ! 





UNIT 
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air-operated ATF dispenser 


* AUTOMATIC TRANSMISSION FLUID 


TWO JOBS... very important jobs... can be done 
with this one dispenser! 

Automotive sales records indicate that auto- 
matic transmissions and power steering units 
are gaining popularity by leaps and bounds. 
More and more new cars will be equipped with 
them .. . designed so that the same fluid can be 
used in both units. There will be more and more 
service jobs to be done! 

And that’s where “Slim Jim” comes in... to 
do both these jobs fast, efficiently and at low cost. 
“Slim Jim” does the work at a touch of a button 
... delivers a quart of fluid in eight seconds... 
a gallon in less than a minute ... a flick of the 
button gives you less than a quart. 

“Slim Jim”’ is air-operated and comes com- 
plete with sturdy caster dolly and bung adapter 
or drum cover. And the most amazing fact is this 
... cost of this air-operated dispenser is actually 
less than some hand-operated models! It’s a 
great buy . . . and it pays for itself quickly. 

The Graco “Slim Jim” Dispenser is part of a 
complete line of lubricant merchandising equip- 
ment. Graco equipment is available from leading 
wholesalers and distributors throughout the 
world. Write for complete information. 


SLIM JIM dispenses 
ATF and power steer- 
ing unit fluid directly 
from original contain- 
ers... models for either 
open top or bung-type 
drums. 


SLIM JIM filters the 
fluid with an exclusive 
easy-to-clean Graco 


filter. 


SLIM JIM’S totalizing 
quart meter indicates 
the number of quarts 
delivered . .. stands 
high for easy reading. 


SLIM JIM delivers fluid 
directly to fill hole 
through high quality 
7’ hose. Shut-off, non- 
drip nozzle fits all cars 
. . » Stays clean in its 
handy holster. 


Write for new catalog sheet on amazing SLIM JIM! 


GRACO 
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RELAXING between meetings of Ohio Petroleum Marketers Assn. convention in Columbus March 17-19 are (left to right): 

C. Hochstettler and Donald W. Klay, both of Parks Klay Co., Lima; and Nelson O. Gross, of Gross Medina Oil Co., Medina. 

New executive secretary of Ohio Petroleum Marketers Assn., Clyde E. Wallingford (right), is shown with President Eric V 
Weber. Mr. Wallingford has succeeded the late Robert A. Warfel as secretary of Ohio group 


FATHER AND SONS at Ohio Petroleum Marketers Assn. meeting in Columbus. 
C. J. Stahl (center), Texaco jobber in Wayne, is flanked by sons Glenn (left) and Skip 


CALL TO ORDER at session of Ohio marketers meeting is awaited by (left to right): 
Ray E. Mellert and his father, George S. Mellert, both of Free Oil Co., Medina; J. 
Roger Day, Days’ Oil Co., Edgerton; and C. H. Miller, The Texas Co., Zanesville 


ON HAND for meeting of Ohio jobbers in Columbus were (left to right): R. V. 
Snyder, Independent Oil Co., Elyria; J. A. Rogers, Atlantic Refining Co., Akron; 
and F. A. Schilke, also of Independent Oil Co. 


Ohio Marketers Meet 


Columbus, Ohio, was the scene of 
the annual Ohio Petroleum Marketers 
Assn. meeting, March 17-19, where 
jobbers discussed many issues and 
viewed an equipment exhibition. 

The association, among other 
things, voted to make a profit-loss 
survey and adopted a resolution urg- 
ing private operation of service sta- 
tions adjacent to limited access high- 
ways in Ohio. 

The meeting was attended by over 
500 marketers and equipment men 


James  E. 
Banta, former as- 
sistant manager 
of Sun Oil's Cen- 
tral marketing 
region, will suc- 
ceed Maximilian 
H. Leister as 
general manager 
of the motor 
products depart- 
ment. 
eS ES Mr. Leister has 
: retired after 32 
years with Sun, 
during which time he played a major 
role in the company’s product adver- 
tising program. 

Mr. Banta is a graduate of Ohio 
State University and joined Sun Oil 
in 1932 at Akron, Ohio, as a service 
station attendant. In 1939 he moved 
to Marcus Hook, Pa., as branch man- 
ager and in 1942 was made manager 
of the Philadelphia marketing dis- 
trict. He was appointed Middle At- 
lantic regional merchandising man- 
ager in 1947 and in 1951 was made 
assistant manager of the central 
marketing region. 


= * > 


Ellis R. Vine, Jr., Sunland Oil dis- 
tributor at Ceres, Calif., has been 
elected to the board of directors of 
the California Distributors Agsn., 
raising the board to 12. 

The association has reported the 
largest part of its membership is in 
small communities in central Cali- 
fornia counties. 
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35TH ANNIVERSARY of Vickers Petroleum Co., and dedication of its new refining 


facilities at Potwin, Kans., were the events leading to 
than 250 oil men from 16 states and the District of Columbia. 


a celebration attended by more 
Shown at the din- 


ner held March 20th, are left to right, seated, John Wertz, board chairman of Vickers, 
Bruce K. Brown, Pan-Am Southern president and guest speaker, and Jack Vickers, Jr., 


president of Vickers. 


Standing, left to right, H. T. Ashton, general manager of 


Socony-Vacuum’s central region; Robert P. Miller, president, Southwestern Engineer- 
~ing Co., Los Angeles, and J. L. Baker, vice president of Southwestern 


Four new sales supervisors have 
been appointed for Shell Oil. They 
are W, Keith Drury in Cleveland, W. 
H. Holland in Akron, W. A, Scott in 
Cincinnati, and H. S. Wagner in To- 
ledo. 

Mr. Drury, who has been with Shell 
since 1946, joined the company in 
Indianapolis as district representa- 
tive. Before his appointment in 
Cleveland, Mr. Drury was analyst in 
the New York office. 

Mr. Holland first started with Shell 
12 years ago as a marketing service 
clerk in the Cleveland division. For 
the past two years he has been sales 
supervisor in Cleveland. 

Mr. Scott started with Shell in Cal- 
ifornia and came to Cincinnati last 
May as merchandising representa- 
tive, 

Mr. Wagner comes to his new job 
in Toledo from the Detroit division 
where he was representative for pub- 
lic relations, sales promotion and ad- 
vertising. 

* - > 

Earl C. Robinson has retired as 
traffic manager for Standard Oil Co. 
(Ohio). 

Mr. Robinson joined Sohio in 1916 
and has been traffic manager since 
1935. 

Joseph A. Stoll will now be respon- 
sible for all of Sohio’s traffic activi- 
ties as well as manager of distribu- 
tion. 


Cc. W. Theal, assistant division 
manager for Texaco at Denver, has 
been appointed chairman of Coio- 
rado’s Oil Industry Information Com- 
mittee. 
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J. Jd. Mulvey 
will retire April 
30 as manager of 
domestic fuel oil 
marketing for 
Atlantic Refin- 
ing, completing 
41 years with the 
company. 

Mr. Mulvey has 
played a big part 
in the growth of 
Atlantic’s fuel oi] 
sales and was 
instrumental in 
promoting the installation of some of 
the first oil burners used in the Phil- 
adelphia area. 

Born in Bridgeport, Pa., he at- 
tended the University of Pennsyl- 
vania and the Wharton School of 
Finance, He started to work for 
Atlantic in 1912, the year he grad- 
uated from Wharton. In 1914 he 
went into domestic marketing in 
gasoline sales and two years later 
started his long career in fuel oil 
sales, He was made manager of do- 
mestic fuel oil marketing in 1924. 

During World War II, Mr. Mulvey 
was a member of the Fuel Oil Sub- 
committee of PAW and later the 
East Coast Supply Committee of the 
PAD. 

Mr. Mulvey is married and has five 
daughters. 


Mr. Mulvey 


Chris F, Neely is a newly appoint- 
ed staff engineer of the Liquefied Pe- 
troleum Gas Assn. He will make his 
headquarters at the executive of- 
fices, Chicago. 


William N. Holt, formerly manag- 
ing director of Caitex (Ireland) Ltd., 
has been named manager of foreign 
operations of Texaco’s Eastern Hem- 


isphere. 


Mr. Holt joined The Texas Co. in 
1937 and until 1942 was in domestic 
sales at Norfolk, Va. From 1942 
until 1946 he was with the foreign 
sales division in Latin America and 
the next two years was in foreign 
sales division in Europe. He joined 
Caltex in 1947. 

For the past five years Mr. Holt 
has made his headquarters in Dub- 
lin. 


> . * 


Ben Truitt, president of Tri-State 
Oil Co., Snow Hill, Md., is laying 
plans for a new service station, which 
he hopes to have in operation by 
Aug. 1. 
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Oil PEOPLE 





ST. LOUIS is the location of a new Desk and Derrick club. Members pose with some of the officers elected at the organization- 

al meeting. Left to right, seated: Lillian Hemmer, Rock Hill Oil, secretary; Marie Glitsos, Petrolite Corp., president; and Doris 

Isert, Indiana Standard, vice president. Standing, Mrs. Sue Engelmann, Socony-Vacuum; Mrs. Carrie Forester, Tretolite Co.; 
Isabel Robertson, Shell Oil; Sue Lally, Socony-Vacuum; and Mary Louise Hyde, McBride, Inc. 


Wayne C. Hinckley, Tide Water Ed. F. Swann, manager of Burke 
Associated distributor, has been Oil Co., Icard, N. C., telis us that 
elected to the Reno, Nev., Chamber of his company is building a new super 
Commerce for a four-year term. service station in Valdese, N. C. 


Spring is being heralded in grand 
fashion by James E. Hinish, Sr., and 
George M. Marquis of Marquish- Hin- 
ish, New Castle, Pa, They are con- 
structing a new service station and 
remodeling another in porcelain 
enamel, and installing a TBA budget 
plan at all retail outlets. 


* * * 


Henry Muller, manager of Socony- 
Vacuum’s White Star division, De- 
troit, has announced the retirement 
of John M. McCollough, and Martin 
DeGlopper. 

Mr, McCollough is division Mobil- 
oil marketing assistant and has been 
with Socony-Vacuum for 33 years. 
All of his service has been in the 
marketing departments in Michigan, 
Illinois and Western Ontario. 

Mr. DeGlopper has for the past 
two years been in charge of the di- 
vision operating department. He has 
been with Socony since 1936. 

* * * 


Ralph E. Towle, formerly manager 

of truck and bus sales for Sinclair 

‘ Refining Co., New York, has been 

THREE DISTRIBUTOR MEMBERS of Connecticut Petroleum Industries, Commit. Tamed manager of @ new sales av 

tee’s executive staff at the annual business meeting in Hartford Feb. 17, include, (left bus division. Sidmey Bashein, who 

to right), W. D. Roth, general manager, Dahil Oil Co., Norwich; George N. Serre, was automotive engineer for eastern 

president, Seaboard Oil Co., Fairfield; and Edward A. Torrant, manager, bulk sales district, was named assistant man- 
department, American Coal Co., Hartford ager of the new division. 


7.3 NATIONAL PETROLEUM NEWS 











Before 1903 motor oils used in cars had been de- it was at Kitty Hawk in 1903 that the Wright 
veloped for other purposes. Then came Mobiloil— brothers made the first successful plane flight. On 
first successful motor oil specifically developed for this occasion, and on other pioneering flights, they 
cars—and the auto industry was on its way! chose Mobiloil for top engine protection! 


rs 
. 


Today’s car builders generally recommend a heavy- Today’s sky-clippers 
duty motor oil. New super-detergent Mobiloil more set new safety records 
than meets this ‘requirement —cuts engine wear, with oils made by the 
helps give longer engine life, better economy! makers of Mobiloil! 





Why Sell Anything Less? 


SOCONY-VACUUM Ol CO imC., end Affiliates MAGNOLIA PETROLEUM CO GENERAL PETROLEUM CORP 


aad YORK 4, N. Y.—26 Broadway « CHICAGO 5, ILLINOIS—59 E. Van Bore Avenue « KANSAS CITY 13, ~ ae 925 Grand Ave. « DETROIT 
BALTIMORE 18, MARYLAND—1914 North Charies St. «© MILWAUKEE MICHIGAN— 003 , om Bivd. LOUIS 8, MISSOURI—4140 Lindi 
%y WISCONSIN— 907 South First St. « CLEVELAND 15, OHIO— 1422 Euclid Blvd. DALLAS TEXAS a | Petroleum Co., Magnolia Building 


Socony-Vacuum maintains many other conveniently located service ae to -ay yeu close and fast cooperation 











AFTER ONE HUNDRED 
MILLION REVOLUTIONS... 


, 
> "HE Most wipety US 
Rach + eae aio 
-ULINE PUMPS IN THE WO 
—+ + oF 
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Many of the thousands of Gilbarco pumping units in 
Calco-Meters the world over have made more than 
100,000,000 revolutions in delivering gasoline into the 
tanks of cars, trucks, and buses; and still they are working 
as dependably today as the day they were installed. 


Like every part of every Gilbarco Calco-Meter, these 
pumping units are engineered for endurance — built to 
stand up under the most rugged service anywhere Gilbert & Barker Manufacturing Co. 
on earth. That kind of long-lasting dependability is the West Springfield, Mass. 

reason why Gilbarco is the world’s most widely Toronto, Canada 

used gasoline pump! 





